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HAT’S what hundreds of dealers 


have told us when sending in their orders. 


They had merely read over the list of specifica- 
tions, studied the features and then relied on this statement 
from us—‘‘If the PREMIER isn’t just what we say it is 
and it doesn’t come up strictly in accordance with the de- 
scription given, fire it right back at us at our expense.”’ 


We make this same offer to you and we want to send the com- 
plete details for your inspection nght now. 


We at the PREMIER plant are backing up the PREMIER to 


the limit because we know it’s good. Like our dealers we too 
think ‘‘Jt’s some Heater’”’ and we believe that you will agree with 
us once you have looked into its merits. 


The PREMIER is a better furnace —a better warm air heater for 


the user and a better profit maker for the dealer. 


As soon as we hear from you we will mail complete particulars. 


Let us tell you about our sales plan and the 
agency for your territory. Write today. 


PREMIER WARM AIR HEATER COMPANY 


Manufacturers of 


PIPE AND PIPELESS HEATERS 
DOWAGIAC, MICHIGAN 


PREMIER 
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Merry Christmas and Happy New Year to 


you and yours! 
o¢¢ @ @ 


By the time this issue reaches our sub- 
scribers Christmas will be past, and the New 
Year will be less than a week 

A Prosperous ahead. For the coming year 

And Happy you have our most hearty 

New Year wishes for the continued suc- 

cess and prosperity of your 

business, with the assurance that everything 

that we are in position to do in the matter of 

co-operating with you to that purpose will 
be gladly undertaken and carried through. 

American Artisan and Hardware Record 
will thus be even more valuable to you be- 
cause more helpful, in every department. No 
matter how much assistance we have ren- 
dered you in the past, you can safely count 
on finding more helpful information, more 
useful instruction, more sales and profit- 
producing suggestions in our editorial and 
departmental pages. 1921 will break all for- 
mer records of this publication in general 
usefulness to our subscribers. 

This issue will give you some idea of what 
we mean. The man who is engaged in the 
installation of Warm Air Heaters will recog- 
nize that in one feature alone—that pertain- 
ing to actual installations—we have given 
more real instructive information in this sin- 
gle issue than has been done in all the issues 
in one year by any other publication, and the 
same measure of constructive selling infor- 
mation will be furnished for all the other de- 
partments during 1921. 

In this matter our readers can be of ma- 
terial assistance to us and to themselves and 
we feel sure that you will do your share in 
helping us to make American Artisan and 
Hardware Record of even greater service, 
by telling us of the successful selling cam- 
paigns you have conducted, for after all, the 
greatest pleasure that a business man derives 


from his success is gained by sharing that 
success with his friends, and nowadays our 
fellow business men are our friends. 

With these thoughts we express again our 
sincere wishes for a Happy and Prosperous 
New Year to all. 

¢ ¢ ©@¢ 6 O@ 6M 

In this issue is published the most exten- 

sive review of the Warm Air Heating and 
Ventilating Industry that has 


Progress of ever been printed. The spe- 
WarmAir = cial featuregare of still great- 
Heating = er interest and contain a lar- 


ger amount of highly instruc- 
tive information than have ever been pub- 
lished by any trade paper in this field. 

From the hundreds of letters which were 
received in reply to questionnaires sent to 
manufacturers and dealer-installers, it is evi- 
dent that material progress has been made 
during 1920, in spite of the many adverse 
conditions with which this industry has been 
faced for the past three years. 


It is a matter of congratulation that-in the 
matter of installation much improvement is 
shown, evidencing the fact that the local deal- 
ers are giving more attention to this highly 
important point. 

The future importance of the warm air 
heater depends, in its last analysis, on the 
manner in which the installer performs his 
work, and it is therefore a decidedly hopeful 
sign that greater care is given by him to the 
planning and layout of his work in this re- 
spect. Many of the manufacturers co-oper- 
ate with their local representatives by fur- 
nishing drawing's and directions for installa- 
tions, thus performing a service, not only for 
their own customers, but also for the in- 
dustry at large, because a well installed warm 
air heating apparatus helps to sell others, 
and conversely, a poor job acts as a deterrent, 
thus injuring not only the man who sold the 
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apparatus, but every other installer in the 
neighborhood. 

As to the future, it is the concerted opinion 
of all who have given the subject any study, 
that when home building is once started in 
general, there will be a tremendous demand 
for warm air heaters. 

As an indication, it may be stated that of 
the 275,000 warm air heaters which were 
made and installed during 1920, approxi- 
mately 70 per cent were for “replacement,” 
either of old, worn out warm air heaters or of 
stoves. It is, therefore, reasonable to ex- 
pect that during 1921 and 1922 the normal 
increase in manufacture will not be even ap- 
proximately large enough to take care of the 
demand for warm air heaters. 

It must be kept in mind, however, that only 
by a continued and universal improvement in 
the matter of installation can the installer 
reap the fullest possible benefit of the great 
home building movement which is bound to 
be started in 1921. 

Among the various suggestions which 
have been made by manufacturers and in- 
stallers as to this point, probably the one 
most interesting and most practical is that a 
series of group meetings of installers be ar- 
ranged for at conveniently located cities, 
where a one or two days’ session will be con- 
ducted by experts in installation work, with 
blackboard demonstrations and pictorial de- 
scriptions of methods by which the usual and 
unusual problems will be explained in detail 
and practical solutions worked out. 

With these introductory remarks, the 1920 
Warm Air Heater Special is presented for 
the careful study by all interested in the 
further progress of this important industry. 

o ¢ ¢ © @ 
Experience ought to be the best teacher; 


the trouble with many of us however, is that 
we don’t like to take lessons 


Willing to from the experience of any 
Learn from one but ourselves—and often 
Experience not even from that. 


The fact remains, never- 
theless, that the least expensive and yet most 
efficient form of teaching we can have, is 
gained from the experiences of others—not 
only of those who have made a success, but 
also of those who have failed. 

From the first group, we may learn how to 


do certain things better; new methods that 
we can apply with advantage in our business. 

From the second group, we may learn what 
to avoid; why certain methods or procedures 
will not prove successful in our business. 

The principal reason for our failure to learn 
from the experience of others is based on 
our own unwillingness to realize the fact that 
the nature of our business is less likely to be 
different from that of others, or that the con- 
ditions under which we do business are less 
likely to be different from those of others 
than we prefer to believe. 


One great outstanding fact which has been 
established beyond controversy is, that re- 
tailing in rural communities—broadly speak- 
ing—is done under exactly the same condi- 
tions in Vermont, Georgia or New Mexico 
as pertains in North Dakota, Illinois or New 
Jersey, and the sooner the individual retail 
hardware dealer comes to a realization of 
that fact and apply the lesson contained 
therein, the sooner his business will com- 
mence to go ahead as it ought to do. 

How has this fact been established, you 
say? 

By this other fact that the retail mail order 
houses are selling housewares, stoves and all 
other items classed as hardware by means of 
identical pieces of advertising material in 
every section of the United States. 

They are dealing with the same people that 
you deal with or with whom you would want 
to deal—and they are doing it through just 
one medium: regular and persistent adver- 
tising; specific, seasonable advertising, tell- 
ing how much service may be obtained, for 
example, from a washing machine ; how much 
easier the week’s washing may be done; how 
little actual labor is necessary; how well the 
machine is put together; how little the cost 
is in comparison with its great convenience. 


Many retail hardware dealers have learned 
this lesson to their great advantage, but a far 
larger number are still refusing to learn, 
either from the successful experiences of 
their fellow business men and of the retail 
mail order houses, or from the failures of 
those who “don’t believe in advertising,” and 
of those “whose trade is peculiar and won’t 
pay attention to advertising.” 

If you belong in the group referred to in 
the preceding paragraph, why don’t you take 
a tumble to yourself? 
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Random Notes and Sketches 


By Sidney Arnold 





An old darky minister announced that he had in- 
vented an automatic collection basket, which would be 
passed around by the deacons of his church. 

“It is so arranged, my brethren,” said he, “dat if 
you drop a quatah or half dollah, it falls noiselessly 
on a redplush cushion ; if you drop a nickel it will ring 
a bell dat can indistinctually be heard by de entiah con- 
gregation ; but if you let fall a button, my brethren, it 
will fiah off a pistol.” 

E.. 

Hoot Gibson, Universal star, was sitting in a Los 
Angeles hotel lobby, a few evenings ago, when he 
thought he recognized a friend, a physician, a few 
feet away. Hoot sauntered over and said to the man: 

“Pardon me, but are you Dr. Walters?” 

“No,” replied the stranger, “but I know where you 
<an get some for $22 a quart.” 

* ok * 

Two young ladies on the promenade of a fashionable 
seaside resort had been watching the vessel through 
a telescope loaned them by an ancient mariner. On 
handing the glass back one of them remarked that it 
was a very good one. 

“Yes, miss,” said the old tar, “that telescope was 
given me by Lord Nelson.” 

“Mercy, man! Why, Lord Nelson has been dead 
for more than 100 years!” 

“Well, I’m blowed,” remarked the salty one, quite 
unabashed, “ ‘ow the time do fly!” 
* * 

“I think children are not so observing as they used 
to be,” said a member of the school board to a teacher 
whose class he was visiting. 

“IT hadn’t noticed it,”’ said the teacher. 

“Tl prove it to you,’ said the school officer, 
pompously. Turning to the class, he said: 

“Some one give me a number.” 

“Thirty-seven,” said a little girl, eagerly. 

He wrote “73” on the board. Nothing was said. 

““Well, some one else give me a number.” 

“Fifty-seven,” said another child. 

He wrote “75,” and smiled knowingly at the teacher 
when nothing was said. He called for a third num- 
ber, and fairly gasped at the indignation manifested 
by a small, red-faced urchin, who said: 

“Seventy-seven, and see if you can change that.” 

* * * 


An old lady from the country went recently to a 
department store and began examining a piece of cot- 
ton print. 

She pulled it this way and that, held it up to the 
iight in different positions, wetted a corner and rubbed 
it between her fingers, trying if the colors were good. 
Then she paused a while, seemingly not entirely sat- 
isfied. 

At last she cut off a piece with a pair of scissors 
she had dangling at her side, and, handing it to a tall, 
gawky looking girl of 16 standing beside her, said: 

“Here, Lizzy Jane, you take an’ chew that an’ see if 
it fades.” g 


A member of royalty recently fell in with a genuine 
English humorist, and she is threatening to reward 
him. 

She was going through a hospital, when she came 
to a young man of most happy disposition. 

He was convalescent. She chatted with him for 
some time. 

When she went on her rounds she left a valuable 
package with him, saying, as she placed it beside his 
chair: 

“Will you please keep your eye on it?” 

When she returned the chair was vacant and on it 
was a glass eye with a note saying: 

“I did as you requested.” 

x * * 


Late in the evening, a farmer drove upon the scales 
in a retail coal yard. After the dealer had weighed 
his wagon, the farmer said he wanted 500 pounds of 
soft coal. 

“All right, get it from No. 7 bin,” said the dealer; 
“but you'll have to load it yourself, as the men have 
all gone home.” 

When the farmer drove back on the scales the dealer 
weighed the wagon again, and sticking his head out 
of the door, announced, “Just 550 pounds.” 

“Five hundred and fifty pounds,” raved the farmer, 
“I haven't got a pound. The bin is locked and I came 
back after the key.” 


st MK 
3p gS 


At a banquet given by a large body of educators the 
speaker of the evening arose, and began his address 
with the words: “Long live the teachers!” 

He was interrupted by a tall emaciated young man 
who arose from the rear of the room and in a sepul- 


chral voice queried: “On what ?” 
x x * 


I haven’t any recent medical statistics on the ques- 
tion, but I am inclined to believe that the number of 
cases of liver trouble is on the increase in certain lines 
of business. 

Several times recently, I have run across business 
men of a bilious turn of mind, who actually snarl at 
any suggestion of the smile as a factor in buying or 
selling or producing things. 

For all my friends and with special reference to the 
fellows whose systems are overloaded with bile, I am 
reproducing herewith the stanzas of Eugene Black, 


cntitled: 
The Smiler. 


There’s an idiotic fellow whom I meet where'er | go; 

He’s the crazy kind of fellow all the little children know. 

You wouldn't think him silly from his manner or his style; 

Still, it seems he must be foolish, for he always wears a 
smile. 

When the way is long and weary and the load is hard to 
bear, 


When you're weighted down with trouble and there’s no one 
seems to care, ; nm 
That’s the time this foolish fellow comes a-singing up the 


road, : 
With a word and smile to cheer you and to help you with 
your load. 


Yes, he’s just a foolish fellow, with the eyes that can not 
see 

All the misery and sadness that are plain to you and me, 

But he knows the joy of living, all that makes the world 
worth while; : 

And I'd like to be as foolish as the man behind the smile. 
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Up-to-the-Minute News Siftings 


Items of Interest to Dealers Gleaned from Many Fields. 
National and Local Business Plans, Problems, and Practices. 





SOUTHERN STOVE MANUFACTURERS 
ELECT NEW OFFICERS. 


At the annual meeting of the Southern Stove Manu- 
facturers’ Association recently held at Evansville, In- 
diana, the following officers were elected : 

President, Walter Terstegge, President of the Anchor 
Stove and Range Company, New Albany, Indiana. 

Vice-president, C. E. Randall, President of the Knox 
Stove Works, Knoxville, Tennessee. 

Treasurer, Sol Reese, Vice-president, 
Stove Works, Evansville, Indiana. 

Secretary, W. H. Cloud, Louisville, Kentucky. 

Executive Committee, A. Randle, President South- 
ern Cooperative Foundry Company, Rome, Georgia, 
chairman; B. E. McCarthy, President, Phillips & But- 
torff, Nashville, Tennessee; C. L. Hardwick, Hard- 
wick Stove Company, Cleveland, Tennessee; F. S. 
Ouerbacker, O. K. Stove & Range Company, Louis- 
ville, Kentucky; H. J. Karges, Indiana Stove Works, 
Evansville, Indiana. 

The next regular quarterly meeting will be held in 
the Seelbach Hotel, Louisville, Tuesday, March first. 


Southern 





Registers Trade-Mark for 
Stoves and Heaters. 


American Stove Company, St. Louis, Missouri, has 
procured United States Patent Office registration, 


137,907. 


under number 137,907, for the trade-mark shown 
herewith. The particular description of goods to 
which it is applied is gas, vapor, and oil stoves. and 
heaters. The Company claims use of this trade-mark 
since February, 1897. 





All Lines of Business Favor 
Use of Trade Acceptance. 


The annual report of the Trade Acceptance Com- 
mittee of the American Acceptance Council, presented 
at the yearly meeting of that organization, was as fol- 
lows: 

“At the beginning of the year there was much con- 
cern regarding the exchange and collection charges 
that were being applied against trade acceptances. A 
committee including three merchants, two Federal Re- 
serve representatives and five bankers, was appointed. 
This problem was assigned to that committee. After 
eight months’ educational effort on the part of the 
committee it reported that a clearer understanding of 


this problem had been reached and that the immediate 
necessity for the establishment of a uniform schedule 
of service, exchange and collection charges had been 
relieved and that it is believed that where banks de- 
termine to make a charge for the service of collecting 
trade acceptances, they may be depended upon indi- 
vidually to make satisfactory arrangements with their 
respective customers. 

“A committee was appointed charged with the re- 
sponsibility of devising the most efficient and econom- 
ical method of handling trade acceptances within the 
banks and business houses. This committee includes 
four bankers, two Federal Reserve bank representa- 
tives and four business men—trade acceptance users. 
While the committee has rendered valuable service and 
made considerable progress with its work, it has not 
submitted a complete report. It is believed, however, 
that committee will develop and place at the disposal 
of banks and trade acceptance users a method that will 
enable a great saving of labor and expense in the 
handling of trade acceptances. 

“A careful survey of the year shows that the num- 
ber of trade acceptance users has increased rapidly 
and includes practically every line of business that 
makes sales on the time basis. There are more than 
20,000 known users, and where the trade acceptance 
has been legitimately used the results have been emi- 
nently satisfactory. Its use has enabled an equal 
amount of capital to do a greater amount of service; 
it has shortened the credit period, has made collec- 
tions more certain, has eliminated many claims and 
disputes, has lessened the number of cancellations or 
orders, has reduced the expense of operation both for 
the buyer and for the seller, has been the means of 
stabilizing the business involved and has produced a 
character of strictly liquid paper. It has brought 
transactions out into the open, where they can be 
viewed and treated upon their merits. 

“Some complaint has arisen because of trade ac- 
ceptances not being purchased freely in the open mar- 
ket. While the development of the open market for 
trade acceptances is a slow process, steady progress 
is being made, and there is a demand from investors 
for bank endorsed trade acceptances of the best con- 
cerns. Where this class of paper is offered it has 
moved satisfactorily at a rate of from % to I per cent 
better than single name commercial paper. It is quite 
certain that trade acceptances originating outside of the 
leading financial centers will necessarily find lodgment 
in the local banks where the names are known. The 
expense of credit investigation on the small amounts 
and scattered names will preclude their coming into 
the open market. 

“As an evidence of the growth in the use of trade 


acceptance, one may refer to the statistics of 
the Federal Reserve banks. The Federal Reserve 
banks discounted for their members during the 
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first nine months of the year 1920 trade accept- 
ances aggregating $141,317,025; in the year 19109, 
$76,968,068. They purchased in their open market 
operations during the first nine months of 1920 $67,- 
573,322, while the total for the first nine months of 
1919 was only $22,801,060. 

“Because of the existence of a lender’s market 
throughout the year the preferential rate of discount 
on trade acceptances has had less effect and has been 
less operative than it would be under ordinary con- 
ditions. 

“While trade acceptances are being regarded every- 
where as better than single name paper, there should 
not and will not be any letup on the matter of analyz- 
ing the condition of acceptors, drawers and indorsers 
on such paper. Bankers and investors will naturally 
apply the same acid test to trade acceptances that is 
applied to any credit risk. 

“While the progress for the year has been very 
satisfactory, your committee believes that the efforts 
to inform the people as to the true merits of the ac- 
ceptance method financing should be intensified dur- 
ing the coming year. Experience has demonstrated 
that the method is sound and efficient; is here to stay ; 
is giving powerful aid to American foreign and do- 
mestic commerce; deserves careful study and thought- 
ful consideration of every business man. Your com- 
mittee believes its continued success and further help- 
fulness are dependant entirely upon honest and proper 
application.” 





Assigns United States Patent 
Rights for a Heater. 


Walter K. Stafford, Newton, Massachusetts, as- 
signor to American Stove Company, St. Louis, Mis- 
souri, a Corporation of New Jersey, has been granted 
United States patent rights, under number 15,000, for 
a heater described as follows: 






A gas cooking 
oven having means 
for retaining the heat 
therein when the 
burner is extinguish- 
ed, comprising a 
cooking oven having 
a door, an inlet open- 
ing and an _ outlet 
opening in its wall 
forming an air pas- 
sage therethrough, a 
valve for opening 
and closing said pas- 
sage, a burner for said chamber, a fuel supply for said 
burner, a fuel valve controlling the fuel supply to said 
burner, and an operative connection between the fuel 
valve and the air passage valve so arranged that the 
opening and closing of the fuel valve will correspond- 
ingly open and close the passage valve, whereby the 
opening of the fuel valve automatically opens the said 
passage and the closing of the fuel valve automatically 
closes the said passage and thereby retains the accumu- 
lated heat in the closed oven for continuing the cooking 
therein after the burner is extinguished. 
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Presents New Ideal for 
Business Organizations. 

Business must correct its own “misdemeanors” if its 
voice of protest is to have a larger influence in cor- 
recting those of others, said Joseph H. Defrees, presi- 
dent of the Chamber of Commerce of the United 
States, in an address delivered at the convention of the 
American Bankers’ Association recently in session at 
Washington, D. C. | 

“One of the most fruitful sources of the unrest in 
this country at the present time,” said Mr. Defrees, 
“is the belief on the part of a great number that busi- 
ness in many instances is securing an inordinate profit. 
It is the theme of the agitator, and is used as justifica- 
tion for various unfair exactions which are put upon 
business. We are quite ready to complain in the public 
interest, about excess profit taxes and inadequate pro- 
duction for a fair wage. Let us do all we can to cor- 
rect our own misdemeanors and then our voice of pro- 
test will have a larger influence in correcting those of 
others. 

“Let it be understood by all commercial and trade 
organizations that if a project is not for the good of 
the public, it is not for the good of business. Action 
upon this basis will inevitably result in a growing con- 
sciousness on the part of the public that if a measure 
is opposed to the business interest of the nation, it can 
scarcely be for the good of the public. The interde- 
pendence of the two propositions I have just stated be- 
comes apparent when the difference in the comfort and 
basis of living of all our citizens of whatever vocation 
in the present day is compared with that of genera- 
tions, even so lately in the past as to be within the 
memory of many of us, and when it is recognized, as 
it must be, that without the wonderful progress of 
manufacture, commerce and finance the improvement 
would not have been possible. 

“T regard the growing ability of American business 
men of all sorts—bankers, railroad men, manufactur- 
ers, merchants and farmers—to organize and fraternize 
in the food of helpfulness and in sympathy with the 
public interest, as providing a solvent for our present 
and future troubles the value of which may be with- 
out limit.” 





Wife of William F. Habicht 
Passes Away. 


Sincere sympathy is expressed throughout the stove 
trade for William F. Habicht, prominent in the affairs 
of the Stove Salésmen’s Association of Pennsylvania, 
on account of the great loss which he suffered in the 
death of his wife, Florence E. Habicht, who passed 
away December 15th at her residence, 4837 Walnut 
Street, Philadelphia, Pennsylvania. 

The funeral services were held Saturday, December 
18th, at the Oliver H. Bair Building, 1820 Chestnut 
Street, Philadelphia, and interment was private. 

Mrs. Habicht was a woman of exceptional sweetness 
of character. She endeared herself to numerous 
friends by “her kindliness, courtesy, patience, and 
broadmindedness. 
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The Week’s Hardware Record 


What Retailers, Jobbers, and Manufacturers Are Doing. 
Latest Selling Methods. Experiences of Successful’ Men. 








Your attention is directed to 
an exclusive feature of AMERICAN 
Artisan AND Harpware Recorp. 
It has the distinction of bein 
the only publication whic 
gives Western hardware and 
metal prices corrected weekly. 
You will find these prices on 
pages 126 to 131 inclusive. , 3 


vse 




















Says Present Depression Will 
End in Thirty Days. 

The bottom of the present business depression will 
be reached in the next thirty days, in the opinion of 
Archer Wall Douglas, chairman of the Committee on 
Statistics and Standards of the Chamber of Commerce 
of the United States, in his monthly report on general 
business conditions, made public today in the Nation's 
Business. 

“Advances of any moment in the prices of agricul- 
tural products will materially change the situation for 
the better, and reductions in the prices of commodities 
are likely to cause increased business in all industrial 
sections.” says Mr. Dougias. 

The report points out “that acute phases of the pres- 
ent depression will wear away steadily as the public ad- 
justs itself to changed conditions brought about by a 
return to normal. Unfavorable agricultural situations, 
especially, have an unexpected way of remedying them- 
selves. 

“From the unfounded fears of last spring of bread 
lines in the cities and shortage of food everywhere, we 
ure awakened to the startling realization of a harvest 
so great that we can not at once find an adequate mar- 
ket for our surplus products. 

So there ensues that inexorable law of supply and 
demand which decrees that overproduction is always 
«ccompanied by falling prices. 

This phase of the situation is peculiarly accentuated 
in the southern states where the second largest crop of 
cotton grown is met by a much reduced demand both 
at home and abroad. 

Moreover, much of the cotton is a low grade mid- 
dling because of the boll weevil and much unfavorable 
weather and for such grades there is now practically 
no market at any price. 

“The same condition of practically no demand even 
at prices ruinously low to the producer is likewise true 
of rice in Alabama, Louisiana and East Texas, and of 
tobacco in the two Carolinas and Virginia westward 
through Tennessee, Kentucky, Ohio and Wisconsin. 
This is also true in much less measure in some sections 
of the grain growing states of such staples as wheat and 
Irish potatoes. 

“There has been very little liquidation so far, and 
the general attitude for the present is that of waiting 


ior farm products to go higher or for manufactured 
products to go lower or for both to happen and thus 
bring about a needed readjustment. 

“One observer in the southwest describes the situa- 
tion by saying that the country is rich in every product, 
plenty of crops unsold, hogs, chickens, turkeys, cattle, 
good teams and farm equipment but no money and 
banks loaned up. 

The answer, of course, is that the natural laws of 
supply and demand will ultimately work out the sit- 
vation and no remedies or plans to bridge over the 
cmergency can obscure this fact. 

“There is a general belief that there will be a revival 
of building in the spring, because conditions will be 
more favorable, and the necessities of the situation are 
more pressing.” 


Registers Trade-Mark in 
Patent Office. 


Kelly Axe Manufacturing Company, Incorporated, 
Charleston, West Virginia, and New York City, has 


procured United States Patent Office 
uv 
(CELLY 


registration, under number 133,188, 
HAR OE The particular description of goods 
to 





for the trade-mark shown herewith: 
which it is applied is axes, 
hatchets, machetes, hammers, bush 


hooks, and scythes. The Company 
claims use of this trade-mark since January, 1890. 


133,188. 





Cutlery Firm Is Incorporated. 

George Olson, Charles R. Stewart, 9 Clinton Street, 
Newark, New Jersey, and others have incorporated the 
Empire Cutlery & Drop Forging Company, Newark, 
New Jersey, with a capital stock of $50,000. 





Registers Trade-Marks for 


Razor Strops. 

Under 137,884, United States Patent Office registra- 
tion has been granted to the Illinois Razor 
Strop Company, Chicago, Illinois, for 
the trade-mark shown herewith. The 
particular description of goods to which 
it is applied is razor strops. The Com- 
pany claims use of this trade-mark since 
january I, 1909. 

The Illinois Razor Strop Company, Chicago, Illinois, 
has also procured United States Patent Office registra- 
tion under number 137,885 for 
the trade-mark reproduced 
herewith. The particular de- 
scription of goods to which 
this trade-mark applies is 
razor strops. The Company 
claims use since May I, 1920. 





137.884. 
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Good Ideas for Window Display 


Practical Lessons from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 
How to Get More Passers-By to Come into Your Store. 





WINDOW DISPLAY OF CUTLERY 
IS WELL DESIGNED. 


General Pershing is a model of neatness and the 
ideal of trim, upstanding American officer. 

Even the least observant of people could not fail to 
notice the smoothness of his skin. 

Using a picture of General Pershing in a center of 
a display of cutlery in which safety razors and strops 
are featured is a good bit of psychology. 

The great American general is an example of per- 
fect grooming. 

The suggestion is more or less clearly conveyed by 


the use of his picture in connection with this exhibit 


Window Display of Cutlery Planned and Arranged by Philip Leavy for Walbridge and Company, Buffalo, New York, 
and Awarded Honorable Mention in AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition. 


that the right kind of razors and shaving accessories 
have a lot to do with one’s personal appearance. 

Indeed, almost any pacifist would stop to look into 
a window with a picture of General Pershing as one of 
its attractions. 

But the window display of cutlery under discussion 
—which was planned and arranged by Philip Leavy 
for Walbridge and Company, Buffalo, New York—is 
not wholly dependent upon the Pershing picture for its 
power to arrest the notice of the passerby. 

The goods are displayed in such a variety of forms 
as to cause them to stand out clearly from the back- 
ground. 

The wheels trimmed in grey and purple crépe paper 





serve to give group effects to the articles displayed 
upon them. 

Excellent use was made of advertising helps fur- 
nished by the manufacturers. 

A common blunder in the use of such helps was 
carefully avoided. 

Altogether too frequently window trimmers over- 
load their displays with cut outs and posters to the 
detriment of the general impression desired to be cre- 
ated by the exhibit of goods. 

That is to say, too much semblance of advertising 
defeats the purpose of advertising. 

In other words, in such circumstances, the attention 
is drawn to the advertising as advertising instead of 


to the advertising as a means of conveying a message. 

Mr. Leavy in designing the window display of cut- 
lery for Walbridge and Company—which was awarded 
Honorable Mention in AMERICAN ARTISAN AND 
HARDWARE Recorp Window Display Competition— 
states that the Company specializes on Twinplex strop- 
pers as one of the big items in the cutlery department. 
Naturally, therefore, he gave this article a central posi- 
tion in the display. 

He was wise enough, however, not to use too many 
of the cut outs of the manufacturers of the Twinplex 
stroppers. 

The connection between razors and strops and pen 
knives and scissors and other cutlery is close and 
logical. 
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Consequently, Mr. Leavy did not weaken the effect 
of this design by the introduction of such related com- 
modities as scissors, manicure sets, and pen knives. 

Good results were obtained from this window exhibit, 
because it not only increased the sales of the articles 
during the ten days that it was in the window, but also 
diffused among customers of the store the knowledge 
that its cutlery department is comprehensive and well 
stocked. 





Window Display Competition Is 
Means to Get More Customers. 

The first need in retail business is customers. 

Therefore, all the efforts of the merchant should be 
directed to that end. 

No detail, how insignificant soever it may be, should 
be neglected which has a bearing upon the increase of 
the number of patrons of the store. 

The purpose of making window displays is to induce 
passers-by to come into the establishment and purchase 
one or more of its commodities. 

Consequently, in planning window displays, the 
thought to keep in mind is, will this arrangement of 
goods create buying desire in the observer? 

Mere prettiness is not enough. Ornate backgrounds 
are not sufficient. Brilliant lighting effects are not 
adequate. 

There must be, in addition to these things, sugges- 

etion of usefulness and service in the arrangement of 
the articles. 

It is difficult to put the idea into words without cov- 
ering many pages of type. 

It is best expressed in actual window displays. 

From week to week, such window displays are shown 
in AMERICAN ARTISAN AND HARDWARE ReEcorp. These 
displays were entered in the preceding window display 
competition and were judged to be sufficiently meri- 
torious to warrant their publication in these pages. 

A new window display competition is now under 
way. It affords an opportunity for practice through 
contest and comparison. 

The competition is open to all dealers and clerks in 
the hardware and allied trades. 

You are invited to participate. 

Have photographs made of your best window dis- 
plays. Write accurate descriptions of the arrange- 
ments, and send them for entry in this competition. 

Study the simple rules of the contest herewith 
appended: 

Award of Prizes. 

The prizes will be awarded as follows: 

First prize, $50.00 in cash, for the best photograph 
and description received of window display of hard- 
ware of kindred lines; 

Second prize, $25.00 in cash, for the photograph 
and description second in merit; 

Third prize, $15.00 in cash, for the photograph and 
description third in order of excellence; 

Fourth prize, $10.00 in cash, for the photograph 
and description fourth in degree of worthiness. 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photograph must be accompanied by descrip- 
tions of how the window displays were arranged and 


the materials used. The description is important and 
hence should be adequate. These photographs and 
descriptions may be sent by mail or express, charges 
prepaid, and must reach this office not later than Feb- 
ruary 15, 1921. Address all photographs and descrip- 
tions to AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition, 620 South Michigan 
Avenue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put in a sealed envelope containing 
the real name and address of the contestant. This 
sealed envelope is to be enclosed with the photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. . 

A Competition Committee of three will be _ap- 
pointed. One of them will be an expert window 
dresser and one an experienced hardware man. This 
Committee will pass upon the merits of all photo- 
graphs and descriptions received, without knowing the 
names or addresses of the senders, and will decide the 
winners of the Competition. 

AMERICAN ARTISAN AND HARDWARE REcorp re- 
serves the right to publish all photographs and descrip- 
tions submitted. 





Gets Trade-Mark Registered 
In Patent Office. 


Pitard’s Incorporated, New Orleans, Louisiana, has 
been granted United States Patent Office registration, 
under number 113,623% for the 











Vg trade-mark reproduced herewith. 

3 Pe No claim is made to the words 

“Hardware, Wallpaper, Glass” 

“ and “Paints, Polishes Please Par- 

ITARD'S ticular People” apart from the 
$ AINT 5S, ik ; ‘ 

E | OLISHES mark shown in the drawing. 

= LEASE The particular description of 

ARTICULAR goods to which it is applied is 

EOPLE hammers, saws, hatchets, vises, 

113,6233 


screwdrivers, nail-pullers, draw 
knives, pocket knives, butcher knives, butcher steels, 
twist drills, hand drills, power drills, saws sets, files, 
bit braces, breast braces, carpenters’ bits, and expan- 
sion bits. The Company claims use of this trade-mark 
since January I, 1905. 





Labor Gets More Than Eighty 
Per Cent of Product. 


Due to inaccuracies of labor exponents, we are 
often afflicted with the statement that 2 per cent of the 
population owns go per cent of the wealth, which, of 
course, is a gross statistical error in that it omits the 
enumeration of all population under 21 years of age 
and omits the enumeration of wealth in small units. 


But is usually an effective scarehead. An article 
in the “Annalist” puts both these shoes on the other 
feet by showing that labor is the holder of the nation’s 
wealth and income, and that the return to capital upon 
the wealth of the country is less than 5 per cent and 
that wage-earners already receive more than 80 per 
cent of the produce of industry. 
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Retail Hardware Dealer Shows How to Overcome the 
Effects of the Competition of Mail Order Houses. 


Compares His Prices with Those of Catalogue Houses and 
Proves that He Gives Customers Better Money Values. 


C. T. Aid, President of the Aid Hardware Company, the mail order house is lower on only seven articles, 
West Plaines, Missouri, has been in business for thir- and on the remaining seven there is no difference. 
ty-five years and has money in the bank to show for If you add the prices in each column you will find 
the work and thought that he puts into the conduct of that the total shows $115.59 for the mail order house, 
his very successful hardware store (“with dry goods as against $103.93 for the Aid Hardware Company, 


department”), as he puts it. 


to which difference in its favor must be added the cost 


One of the reasons for his success is that he knows Cf draft or money order and the freight charges. 
the hardware business—from beginning to end, from Leaving these two items out of consideration, there 
the buying of his goods to the getting of the money is still a difference of $11.66—or 11% per cent of the 


for his merchandise. 

As a result of this knowl- 
edge, he is not scared of the 
mail order houses. He knows 
that on some items their cost 
prices are lower than his, and 
that they do sell some things 
cheaper than he does, but he 
also knows that on the great 
majority of his stock his sell- 
ing prices are at least as low 
and in many cases lower than 
their’s. 

Furthermore, he makes no 
bones about telling what he 
knows, and he tells it in such 
a way that when Mr. and Mrs. 
Farmer read one of his ad- 
vertisements, his statements 
carry conviction and bring in 
new customers to his store, as 
well as hold his old trade. 

The deadly parallel shown 
in the accompanying repro- 
duction of full page adver- 
tisements in the Howell 
County Gazette and the West 
Plains Journal of November 
25th (Figure 1), prove conclu- 
sively that the people in How- 
ell County can buy many 
every-day hardware articles 
cheaper from the Aid Hard- 
ware Company than from 
Montgomery Ward & Com- 
pany, when cost of money or- 
der and freight charges are in- 
cluded, as they should, to make 
a fair comparison. 

Fifty items are quoted. The 
first price column is that of 
the mail order house, while the 
second column shows the 
prices of the Aid Hardware 
Company. Thirty-six of these 
are lower in price when 
bought from the latter, while 


total—in favor of the home town hardware store. But 


REPRINT FROM THE HOWELL COUNTY GAZETTE AND THE WEST PLAINS JOURNAL, WEST PLAINS, MO. NOVEMBER 2, 1990 


A HEART TO HEART TALK 


WITH OUR CUSTOMERS AND FRIENDS 


on the Mai) Order question. We tare ieee Aetues Ge thew tap penta ath <2 Gap ated 
it, that a they wanted was the Cream, REAL BUTTER FAT; that separated milk was good enough for 

























We Wish To Call Your Atterition toa Few Prices in Montgomery Ward 
and Company's No. 93 Catalogue . 
Montgomery Ward Prices OUR Prices Montgomery Ward Prices OUR Prices 
No. 3 Galvanized wash tub.............. $172 86 $ L590 det. Gass Chars... ... Said 245 250 
6 Inch Elbo .. ‘cnainedibemel m4 Climax Water Fountain 16 13 
8 inch Mill File. . 8 20 Wagoo Seat Springs 295 250 
6 inch Stove Pipe.............0c00000 25 25 Wood Batter Ladles oo... ccc sees 2 15 
Champion Spark Plug... 4 ry Hame Straps, I inch ................ 3» 3S 
18 inch slim Horse Rasp... n Ry eee n cs) 
Stanley No. 45 Plane... .........c0es 15.28 15.00 I es hicsipinns vbeeiabi 255 250 
Stanley Iron Smooth Planes, No.2... 418 45 No. 1 Victor Game Traps............... B es 
Stanley Iron Smooth’ Planes No. 3........ 433 430 1 1-2 Victor Game Traps............... aM 3 
Stanley tron Hack Planes, No. 5.......... 557 550 Me. 2 Victor Game Traps............... Al 50 
Stanley Iron Fore Plane, No. 6 7.05 685 4 Time Mamare Fork ..............000. La2 125 
10 inch Hack Saw Blades.............. dM 0 LEE ccthainsiosnvinssases 2.05 LIS 
Keg of Horse Shoes, 100 h............ 8.00 7.75 RF. D. Mail Boxes .. . LS 158 
Spring Carry Comb............0.0s000s 21 20 Fence Staples, per th... ..... 6... cc eens ci 97 
1 1-2 inch Breast Strap Slide............ 10 0 Fence Staples 100 Bh... .cceccees 6.50 6.0% 
100 Tabolar Rivets 2... tee 2B 2B Single bit Axes Handled... 0. 260 2.00 
ne ee 4B 35 Double Bat Axes Handled................ 330 3.00 
REID cc ssccccescnccsccnssees 295 175 Schrader Auto Tire Guage ............++ 1.50 150 
Wagon Hickory Atle .........c0c0008s 295 LIS White Exameed Combinet Small.......... 245 200 
I ccsieinadenannes 195 125 White Enameled Combine, Large......... 319 3.00 
Double Tree levis ..........cceceeees 3B 23 Brass Wash Boards... oo... eee ccee. 1.09 IS 
Swivel End Clovis .........cecececeees 3b ec racedeciaceats we 4S 3s 
es cds chiacseinenie 20 SI ions cnnhanas bbse cote 1215 10.00 
I ceased 100 12 Ga. New Cheb Shot Gun Shells... 38 % 
I ciscdcacacninientien 475 16 Ga. New Chub Shot Gun Shells... | % 
























si pet ae teen Oe as oT aaeee | SS eS eS 
With ths hind fan order signed wy, we woe xt el cheses ene ee 
cod Rh Sa eee ESS 
but would sell you a Farm Tractor, Binder, Mower, Cream Separator, © Fe ere ot nw pars ms songs 8 wm 0s — 

Range, Foriture, i fact, anything we have, incading oor Lae’ PSS 
Rest rooms, with its todets, ensy chairs and other comforts; our ee Sass i= vee 





Oliver Plow and American Fence Day, all could go. oe 


i 







een ae — ow tere —" 
Thus is why we made the assertion at the beginnmg thal — -_— eS Se 
the big mail order bouses bare po use for the poor farmer, mechamsc coerce bigs ) nee 






or poor widow, thal is belped every year by the Country Merchaat; ind — sma tC =~ 


AID HARDWARE CO. 


(WITH DRY GOODS DEPARTMENT ) 




























Figure 1.—Full Page Advertisement of Aid Hardware Company, West Plains, 
Missouri, in Which President Aid Shows His Ability to Serve the People 
in His Locality Better Than Mail Order Houses Are Willing to Serve 
Them. 
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Mr. Aid’s argument does not stop with the quoted 
prices. 

He goes into the matter of credit, and here he gives 
Sears, Roebuck & Company a good sized black eye, 
when he compares his credit system with theirs. 

Of course, it goes without saying that the Aid Hard- 
ware Company uses good judgment in granting credit, 
but in their credit system there is no demand for refer- 
ences or other information, such as is required in the 
“order blank” reproduced in the lower right hand cor- 
ner of the announcement, the text of which is here- 
with reproduced in full size (Figure 2) in order that 
it may be more easily read and the significant points 
more readily understood. 


ORDER BLANK 1628 


ROEBUCK AND ©O., CHICAGO. Date..... 92. 
«You may ship me the Sil VERTONE ph ‘and the SIL VERTONE Re- 
cords on the list above which I have marked with an (X), without any obligation 
on my part to buy unless I am perfectly satisfied. 

If, after two weeks’ trial, I decide to keep and use the instrument, I will send 
you the first payment for the phonograph and any records ordered with it and pay 
the same amount each month, until paid in full; then the SILVERTONE and records 
become my property. 

Should I decide, after two weeks’ trial that the SILVERTONE is not satisfactory 
I will notify you, and you are to give me instructions so that I may send the outfit 

at your expense. You are also to return to me any transportation and cart- 
age charges I have paid. 

I have always been faithful in paying my obligations and am making this state- 
ment for the purpose of inducing you to grant me these terms, and I give you my 
pledge that you may feel safe in trusting me-to pay as 
Sign R. F. D. = 











SS ea and No... 
(Sign your name here plain and carefully. If under age, some member of the 
See SO & ot Cg ans ceipenelts Gans ould sign this order with you) 
Se SRE eae — eopneene 
I have been If les than 5 years 
town give former address... — 
My business, occupation Do you wish shipment ‘made 


or p ..by express or freight?.................... 

Please give name of head of household to ‘prevent 

mistakes and fy 3 the keeping of our records. 

NAME QF HEAD OF HOUSEHOLD. 

(Please give names of TWO references.) 
NAME ADD 








REVERENOMS: 
| 


BUSINESS 

















Figure 2. Order Blank Which Has Objectionable Features. 


Apparently, there is nothing objectionable in this 
order blank, but please note that two references are re- 
quired. The names of these two persons who must, 
of course, be men of some property are worth a con- 
siderable sum of money to any mail order house. In 
fact, as high as $10.00 a piece is being paid for good 
“prospects” by some concerns, but the mail order house 
makes it mandatory on the “come-on” to furnish these 
two good names for nothing, in addition to paying a 
very high price for the phonograph. Not a bad scheme 
for the mail order house. 

AMERICAN ARTISAN AND HARDWARE REcorpD has al- 
ways maintained that the proper way to fight the ef- 
forts of the mail order houses to make inroads on the 
local dealer’s trade, is to advertise consistently and 
continually—quoting specific prices on specific items 
and thus keeping the local people always informed of 
what he has for sale and how well he is in position to 
serve them. 

The Aid Hardware Company is an exponent of this 
idea, and the success of this organization is the best 
possible proof that this idea is sound. 

It is also to be kept in mind that it is not necessary, 
nor even advisable, to quote reduced prices in such 
advertisements. There are thousands of items in every 
well conducted retail hardware store which are sold 
regularly at lower prices than the mail order house 
offers them. 





Trade-Marks for Manila Rope 


Are Registered. 
The Portland Cordage Company, Portland, Oregon, 
have secured United States Patent Office registration, 


under number 134,909, for the 
trade-mark depicted herewith. 
The particular description of 
goods to which it is applied is 
manila rops. Application for registration was filed 
July 13, 1920, and the Company claims use since 
March 1, 1920. 

Under number 134,910, the Portland Cordage Com- 
pany, Portland, Oregon, has pro- 
cured United States Patent Office 
registration for the _ trade-mark 
shown herewith. The particular de- 
scription of goods to which this 
trade-mark applies is manila rope. 


“SEAPORT” 


134,909.. 








The Company claims use since 
March, 1920. | 
Lays Down Eight Rules for 
Business Conduct. 
“Ideals in business are not unpractical. They are 


good business.” So declares William Whitman, pres- 
ident of William Whitman & Company, one of the 
leading textile concerns of the world, in the preface 
of a beautifully bound and printed book, which the 
company has just issued, descriptive of the organiza- 
tion, whose total capitalization is $57,000,000, and 
whose business conduct has been actuated, Mr. Whit- 
man says, by the principles of idealism he lays down. 

The “Rule of Honor,” according to the book, is the 
one, and the first of “eight rules adopted for guidance 
in conducting our business,” the other seven being, the 
rule of service, the rule of quality, the rule of uni- 
formity, the rule of cooperation, the rule of cleanli- 
ness, the rule of hygiene and the rule of vigilance. 

“America has become what it is by continually turn- 
ing ideals into realities,’ writes Mr. Whitman, “and 
duty and self-interest impel us to continue this work 
of making a practical tomorrow out of the idea of 
today. ’ 

“The high ideal before business today is increasing 
service. The future of business will be determined 
by the degree in which it meets that duty by making 
itself increasingly useful to all, whether they be in- 
vestor or worker, producer, or consumer. 

“To make any statement that is only literally and not 
morally true ; to make any agreement or promise with- 
out full reason to believe that it can be made good, to 
distinguish as between the obligation expressed in a 
note and the moral obligation of any maturing debt 
of any kind? to undermine the integrity of a national 
industry by insidious depreciation of quality by prod- 
uct—these are sure enemies of reputation and credit. 

“The rule of honor commands faithful performance. 
It dictates that we shall always be ready to risk finan- 
cial loss rather than to lose our self-respect. 

“The mills and the organizations represented in this 
book have tried since their inception to practice the 
rules of cooperation between themselves and their em- 
ployes. There has been much to do, and there remains 
much to learn. Their ideal has not yet been attained. 
What may have been accomplished thus far is, indeed, 
only a part of what they hope to do as they find them- 
selves able to solve the necessary questions of practical’ 
ways and means.” 
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Reviews the Arguments for and 
Against Price Guarantees. 


Arguments for and against the practice of giving 
guarantees against price decline as carried on in the 
various industries are set forth in a bulletin issued by 
the Fabricated Production Department of the Cham- 
ber of Commerce of the United States. 

This Department of the National Chamber has gone 
into the subject of guarantee against price decline and 
has assembled in compact form the attitude of the dif- 
ierent lines of business as brought out before the Fed- 
eral Trade Commission. 


It is pointed out in the bulletin that the trade prac- 
tice of guaranteeing against price decline is used in a 
wide variety of forms, such as guarantee against de- 
cline until date of shipment, guarantee against decline 
until date of delivery, guarantee against decline until 
a fixed date, guarantee against decline until the goods 
are sold, guarantee against decline of vendor's price 
only and guarantee against decline of the market price. 

Here are some of the leading arguments favoring 
the practice from the manufacturer’s standpoint as 
contained in the bulletin: 


“It secures orders for his product in advance of the 
needs of the purchaser, enabling him to run his factory 
more steadily and arrange the use of his labor and raw 
materials to better advantage ; enables him to ship his 
product as soon as finished and avoid the expense of 
warehousing it; secures larger orders and a larger vol- 
ume of business; makes it possible for him to ship in 
carloads and avoid the expense of handling smaller 
shipments; assists in marketing new brands; reduces 
the number of salesmen’s trips, since an entire season’s 
business can be secured in one order; prevents cancel- 
lations in a falling market; is a strong means of get- 
ting business; and is necessary to manufactures of 
bulky product, difficult of storage. 

Arguments favoring the practice from the whole- 
saler’s and retailer’s points of view are as follows: 

It protects them against loss due to a falling market ; 
permits early orders; avoids delays in shipment; in- 
sures ample stocks to meet unusual demands; permits 
ordering in large lots to save freight; permits placing 
erders more freely; responsibility for fixing prices 
should rest on the manufacturer because he is better 
posted concerning the prices of raw materials and pri- 
mary markets; wholesaler’s margin of profit is too 
small to risk market reductions; permits the handling 
of goods on a sfnaller margin, and therefore makes 
lower prices to consumer; enables small wholesalers to 
compete with larger concerns; enables small whole- 
salers to buy in large units; prevents manufacturers 
from selling direct to consumers, since the latter can 
not order in advance; necessary where goods are 
shipped long distances. 

“Arguments in general opposed to the practice are 
as follows: That it is an unsound, unfair business prac- 
tice. Unsound because it creates an artifcial volume 
of orders for the manufacturer, on all of which his 
amount of net return is uncertain until a considerable 
time after all fabricating processes have been finished ; 
unfair because it puts the wholesaler’s and retailer’s 
just shares of liability for market fluctuations upon 
the manufacturer, instead of preserving the equitable 


rule of requiring each trade agency to carry its own 
burden of liability. 

“That the practice tends to keep prices up because 
if a considerable number of manufacturers in one line 
of production have guaranteed prices and have there- 
fore, placed themselves in a position to suffer loss if 
prices decline, their entire influence will naturally be 
exerted to prevent a decline. 

“That if a majority of the manufacturers in one 
line of production have guaranteed prices and will lose 
ii they decline, the price can not be reduced, because 
none of that particular product can be secured except 
through the agency of the manufacturers who have 
guaranteed and who are bound to try to maintain the 
prices until the liability under their guarantee has been 
discharged. 

“That the practice operates to harass the small 
manufacturer because he must, in competition with his 
more powerful business rivals, who are guaranteeing 
prices, also offer this inducement to purchasers al- 
though he is not able financially to safely incur such 
a responsibility. 

“That it introduces into trade an element of uncer- 
tainty and encourages speculation, that it encourages 
overproduction on the part of the manufacturer in 
that, due to the abnormal orders received, the volume 
of possible business seems to be larger than it really 
is ; that it disturbs the well-established rule, which has 
proven to be sound and conservative, of fixing finally 
the selling price of goods at the time of the transac- 
tion. 

“That it tends to deceive both the manufacturer and 
wholesaler, because the latter, since he is guaranteed 
against loss, is tempted to relax his vigilance in watch- 
ing and studying the basic influences in his market and 
in estimating conservatively his real needs, and the 
tormer (the manufacturer) has an abundance of or- 
ders in sight, but taken under a contract which may 
compel him to fill them at a loss. 

“In an attempt to arrive at some conclusion in this 


controversy, there are certain features of this form of | 


sale transaction upon which both sides agree, and 
which should be carefully considered. 

“The manufacturer’s guarantee involves him in a 
liability of unknown degree; it introduces an element 


‘ef speculation and uncertainty into his business; ac- 


cording to the law of a fair division of trade risk, he 
is carrying the burden of the wholesaler’s business and 
oftentimes that of the retailer, over which he has no 
control. 

“The affirmative statements that the practice favored 
purchasing ‘freely,’ carrying ‘ample stocks,’ ordering 
in ‘large quantities,’ and still did not encourage ex- 
cessive and speculative buying are difficult to recon- 
cile when considered in connection with the fact that 
the terms of the transaction were such that the buyer 
could not suffer loss, no matter how much he pur- 
chased. 

“Manufacturers of the same product, under like con- 
ditions, took opposite sides on the question, suggesting 
the inference that if one manufacturer could get along 
without it, the other could. It was argued by the nega- 
tive that if no manufacturers guaranteed prices, orders 
would be placed early regardless of it, in order to avoid 
delay in securing stocks in rush seasons. 


——— —— 
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“Just what influence the guarantee of prices has had 
on the recent flood of cancelled orders was not devel- 
oped at this hearing, but it is well to consider what 
the effect may be on business in any line where regular 
trade practices are departed from to meet possible 
emergencies and which, when business again becomes 
normal, by custom may be continued.” 





Gets Trade-Mark Registered 
in Patent Office. 

Peerless Tool Company, Chicago, Illinois, has se- 
cured United States Patent Office registration, under 
Pe: number 137,676, for the trade- 

nilo< mark reproduced herewith. The 

Uni ool] particular description of goods 

SONS. to which it is applied is lifting 

jacks, vises, wire stretchers, wrenches, post and stump 

pullers, and clamps. The Company claims use of this 
trade-mark since August 4, 1920. 














Explains Reasons Why Stores 
Cut Prices. 

No merchant cuts prices because he prefers to lose 
money, says The Leader, official organ of the Auto- 
motive Equipment Association. 

His purpose is to make money. What he loses on 
the cut-price article he expects to make up somewhere. 

Now there are two ways possible of making up the 
loss: 

(1) Charging extra profit on other articles. 

(2) Getting an increased volume of business—‘draw- 
ing trade.” 

The first of these two ways is clearly disadvanta- 
geous to the public. 

One customer gets a bargain; others pay excessive 
prices. 

And the excessive prices must total up to more than 
the bargains; else the scheme wouldn't be worth while 
for the store-keeper. 

The second way—price-cutting to get increased vol- 
ume—has been defended as legitimate advertising. 

But is it? 

Obviously the price-cutting is done to create an im- 
pression—an impression that the store is cheaper than 
others—not only on the cut-price line but on other 
lines. 

Quite generally this is a false impression. The store 
that sold everything at a loss would soon have to go 
out of business. 

But the price-cutter contrives to create the impres- 
sion. 

He very often does this by trading on the reputa- 
tion which a manufacturer has built up for his article. 

Price-cutting is of no use unless it is done on a 
standard article which has a well-known standard price 
and is known to be worth it. 

The price-cutter takes unfair advantage of the hard 
work done by that manufacturer. 

By thus cutting the price for his own ulterior pur- 
poses, he tends to make the public believe that the 
article is not worth the standard price. 

In the same way he unfairly competes with other 
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stores whose policy is to keep a fair, even level of hon- 
est prices on all goods all the time. 

He makes these stores appear to be high-priced sim- 
ply by being cheaper than they are on one or two arti- 
cles of known value. 

The price-cutter thus, by his so-called “advertising 
scheme,” injures the manufacturer and his own com- 
petitors. 

But he also injures the public, because 

(1) He makes it difficult for the public to know 
clearly the real value of merchandise. 

(2) He discourages manufacturers from trying to 
establish a fair, standard value. 

(3) He undermines the reputable all-the-year-round 
stores which render real service to the buying public. 





Gets Trade-Mark Registered 
in Patent Office. 

Under number 131,054, The Yale and Towne Man- 
ufacturing Company, Stamford, Connecticut, has been 
granted United States Patent Of- 
fice registration for the trade- 
mark shown herewith. The par- 
ticular description of goods to 
which it is applied is locks and parts thereof, screen 
door latch, secret gate catch, screen door catches, cup- 
board-turns, cupboard catches, mortise extension bolts, 
cupboard bolts, swing latches, and keys, screw sash 
tasteners, elbow catches, flush cupboard catches, flush 
extension bolts, flush bolts, lavatory bolts, chain bolts, 
inside door sets, chain door fasteners, transom catches, 
necked bolts, foot bolts, front door sets and store door 
sets. 

The Company claims use of this trade-mark since 


1902. 


Re 


» (YALE) 


. 131,054. 





Are Glad to Spend Money for. 
Subscription Renewal. 
To AMERICAN ARTISAN AND HARDWARE REcoRD: 

We herewith hand you $2 for 1921 subscription. We 
are glad to spend our money that was, as of 40 trade 
papers that come to us few, if any, are more appre- 
ciated than yours. 

Very truly, 
VANDErRvoorT HARDWARE Co. 
Lansing, Michigan, December 1, 1920. 





Gives Instructions for Making 
a Good Chisel. 


Even for those who have no occasion to use them 
reliable instructions for making a good chisel are of 
benefit. 

Hardware dealers who study the instructions, issued 
in pamphlet form by Joseph T. Ryerson and Son, 
Chicago, Illinois, are better equipped for intelligently 
selling such articles. 

The instructions are as follows: 

How to Make a Good Chisel. 

A very large percentage of the chisels now in use 
are not good chisels. They are not forged, shaped 
and hardened in the best way to give long life and 
adequate service. 
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During the past few years we have secured valu- 
able information from various chisel makers and users 
and pass it along in this booklet, believing that it will 
help you to turn out a tool far superior to those ordi- 
narily furnished. 

Considering the making of a chisel from 34 inch 
Octagon Tool Steel, we suggest the following method: 
Forging. 

Cut off a length of steel, depending on the length 
of chisel desired, and heat up the end for 2 inches to 
a bright cherry red. 

Trim off two opposite sides so as to form a very 
blunt nosed tool. 

The object of this trimming is to do away with the 
danger of lapping when drawing out. 

The horn of the anvil should be used in drawing out, 
inasmuch as this will have the least possible tendency 
to widen the piece, and therefore the minimum amount 
of “edging in” or hammering on the edge will be 
necessary. 

The reason a chisel should not be hammered on the 
edge is that the grain of the steel will thereby be dis- 
torted or, as you might say, “crumpled up,” and this 
always has a tendency to weaken any metal. 

If in the final forging operation the chisel gets a little 
too wide, it can be very easily trimmed off on the 
emery wheel during the grinding operation. 

Draw the chisel out so that it will be about 14 inch 
thick at the end and about 3 inch thick 114 inches 
back from the end. 


The forging should be finished with light blows 
until the steel has almost lost color, but it absolutely 
must not be struck after the color has ‘disappeared. 

It is a good thing to reheat the steel to a dull red 
without using any blast, and give it a second hammer- 
ing with light blows until the color has again almost 
disappeared. 

The four important things to remember in forging 
a chisel are, therefore: 

Draw out at a good cherry red heat, finish with light 
blows at a dull red heat, do not hammer after the color 
has disappeared, hammer as little as possible on the 
edge and then only when the steel is fairly hot. 

Grinding. 

Grind the chisel before you harden it, as you can 
grind faster in this way without the danger of drawing 
the temper. 

Hardening and Tempering. 

After the chisel has been ground to the desired 
shape, heat it to a dull cherry red color for about 2% 
inches from the end and quench it vertically in cold 
water to a depth of 114 inches, moving it up and down 
until no red color is left in any part of the steel. 

The part which has been drawn out should now be 
polished with emery cloth and the temper drawn to a 
dark purple or a blue by holding the chisel over the 
fire or in a furnace. 

Always draw a chisel a little more in winter than 
in summer, 

We have suggested hardening the chisel back very 
much further than is usual. 

The reason is that a chisel so made can be ground 
a great many times without redressing. 


Inasmuch as grinding is cheap and redressing is 
expensive, considerable loss can thereby be avoided. 





Trade-Mark for Camp Stoves and 
Ovens Is Registered. 


United States Patent Office registration, under num- 
ber 128,798 has been granted to The Red-E Company, 
Columbus, Ohio, for the 
trade-mark reproduced here- 
with. The drawing indicates’ 
the trade-mark as being red 
in color. The particular description of goods to which 
it is applied is camp stoves and ovens. The Company 
claims use of this trade-mark since March, 1916. 


ag 
128,798. 





Patent Office Registration 


for Sleds Is Granted. 
Under number 133,331, United States Patent Office 
registration has been granted to Sherwood Brothers 
Manufacturing Company, 
133,331. Incorporated, Canastota, 
STEEROPLANe. New York, for the trade- 
mark herewith shown. Ap- 
plication for registration was filed June 5, 1920, and 
the Company claims use of this trade-mark since Janu- 
ary 21, 1920. The particular description of goods to 
which it is applied is sleds. 





Trade Opportunities in 
Foreign Lands. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the. num- 


ber as given herewith: 


34170.—A commercial representative in Spain desires to 
secure an agency on commission for the sale of aluminum 
kitchen ware, hardware novelties, etc. Correspondence should 
be in Spanish or French. References. 

34174.—An import agent in East Africa desires to be 
placed in communication with manufacturers with a view to 
securing the agency for the sale of wood-cutting tools, farm 
implements, etc. No reference offered. 

34175.—A commission merchant in Turkey desires to 
enter into communication with firms with a view to securing 
agencies for the sale of tools, agricultural implements, etc. 
Catalogues and samples are requested. Correspondence 
should be in French. Reference. 

84177.—A commercial agent in Belgium wishes to get in 
touch with a firm desirous of establishing an agency or 
branch sales office for the sale of its products in that country. 
No reference offered. 

384179—A manufacturing company in Spain desires to 
purchase and secure an agency for electrolitic copper wire 
bars with a guaranteed minimum combustibility of 98 to 99 
per cent. Copper bars, which are for laminating, should 
weigh from 60 to 70 kilograms each. Copper blocks for 
laminating are also desired, and copper and brass in all forms, 
as well as tinplate, aluminum, white metal, etc. Quotations 
should be given c. i. f. Spanish port. Payment to be made 
against documents on arrival of goods. Correspondence 
should be in Spanish. References. 

34180.—The representative of a firm in Spain is in the 
United States for a short time and desires to secure agencies 
for the sale of hardware. References. 

34181.—A trading agency company in Argentina desires 
to secure the representation of firms for the sale of Ameri- 
can goods, such as small articles in the hardware and other 
lines. Goods requested on consignment to be paid for cash 
against sales References. 
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Coming Conventions. 


Texas Hardware and Implement Association, Adolphus 
Hotel, Dallas, Texas, January 18, 19, and 20, 1821. A. M. 
Cox, Secretary, 1808 Main Street, Dallas, Texas. 

Western Retail Implement Vehicle and Hardware Asso- 
ciation, Kansas City, January 18, 19 and 20, 1921. H. - 
Hodge, Secretary, Abilene, Kansas. 

Pacific Northwest Hardware and Implement Association, 
Seattle, Washington, January 18, 19, 20 and 21, 1921. E. E. 
Lucas, Secretary, Hutton Building, Spokane, Washinggton. 

Missouri Retail Hardware Association, Planters Hotel, 
St. Louis, Missouri, January 25, 26 and 27, 1921. F. X, 
erer, Secretary, 5106 North Broadway, St. Louis, Missour.1 
3echerer, Secretary, 5106 North Broadway, St. Louis, Missouri. 

Mountain States Hardware and Implement Association, 
Brown Palace Hotel, Denver, Colorado, January 25, 26, 27, 
1921. W. W. McAllister, Secretary-Treasurer, Boulder, 
Colorado. 

Indiana Retail Hardware Association, Athenaeum Hall, 
Indianapolis, Indiana, January 25, 26, 27 and 28, 1921. G. F. 
Sheedy, Secretary, Argos, Indiana. 

Oregon Retail Hardware and Implement Dealers’ Associa- 
tion, Portland, Oregon, January 25, 26, 27 and 28, 1921. E. 
E. Lucas, Secretary, Hutton Building, Spokane, Washington. 

Kentucky Hardware and Implement Dealers’ Association, 
Louisville, Kentucky, January 25, 26, 27 and 28, 1921. J. M. 
Stone, Secretary, Sturgis, Kentucky. 

American Society of Heating and Ventilating Engineers, 
Philadelphia, Pennsylvania, January 27, 27 and 2%, 1921. 
Casin W. Obert, Secretary, 20 West 39th Street, New York 
City. 

West Virginia Retail Hardware Dealers’ Association, 
Huntington, West Virginia, February 1, 2, 3, 1921. James 
B. Carson, Secretary-Treasurer, Dayton, Ohio. 

Nebraska Retail Hardware Association, Hotel Rome, 
Omaha, Nebraska, February 1, 2, 3 and 4, 1921. George H. 
iDetz, Secretary, Lincoln Nebraska. 

Sheet Metal Contractors’ Association of Indiana, Feb- 
ruary 2, 3 and 4, 1921, Indianapolis, Indiana. Ralph R. 
Reeder, Secretary, 314 East Sixteenth Street, Indianapolis, 
Indiana. 

Wisconsin Retail Hardware Association, Milwaukee, 
Wisconsin, February 2, 3 and 4, 1921. P. J. Jacobs, Secre- 
tary, Stevens Point, Wisconsin. 

Oklahoma Hardware and Implement Association, Okla- 
homa City, February 8, 9 and 10, 1921. W. B. Porch, Secre- 
tarv-Treasurer, Oklahoma City, Oklahoma. 

The Michigan Retail Hardware Association, Grand 
Rapids. Michigan, February 8, 9, 10 and 11, 1921. Arthur 
J. Scott, Secretary, Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, 
North Dakota, February 8, 9, 10 and 11, 1921. C. N. Barnes, 
Secretary, Grand Forks, North Dakota. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, Incorporated, Convention and Exhibition, Philadelphia 
Commercial Museum, Philadelphia, February 8, 9, 10, 11, 
1921. Sharon E. Jones, Secretary, 1314 Fulton Building, Pitts- 
burgh. 

Illinois Retail Hardware Association, Hotel Sherman, 
Chicago, Illinois, February 15, 16 and 17, 1921. Leon D. 
Nish, Secretary, Elgin, Illinois. 

California Retail Hardware and Implement Association, 
San Francisco, California, February 15, 16 and 17, 192. Le- 
Roy Smith, Secretary, 112 Market Street, San Francisco, 
California. ~ 

Minnesota Retail Hardware Association, St. Paul Audi- 
torium, St. Paul, Minnesota, February 15, 16, 17, 18, 1921. 
H. O. Roberts, Secretary, Metropolitan Life Building, Min- 
neapolis, Minnesota. 

Ohio Hardware Association, Columbus, Ohio, February 
15, 16, 17 and 18, 1921. Hotel Headquarters, Deshler Hotel. 
Exhibition in Memorial Hall. James B. Carson, Secretary, 
Dayton, Ohio. 

New England Hardware Dealers’ Association, Mechanics’ 
suilding, Boston, Massachusetts, February 21, 22 and 23, 1921. 
George A. Fiel, Secretary, 10 High Street, Boston, Massa- 
chusetts. 

Michigan Sheet Metal Contractors’ Association, Hotel 
Durant, Flint, Michigan, February 22, 23 and 24, 1921. F. E. 
Ederle, Secretary, 1121 Franklin Street, S. E., Grand Rapids, 
Michigan. 

Iowa Retail Hardware Association, Savery Hotel, Des 
Moines, Iowa, February 22, 23, 24 and 25, 1921. A. R. Sale, 
Secretary-Treasurer, Mason City, Iowa. 

New York State Retail Hardware Association, Roches- 
ter, New York, February 22, 23, 24 and 25, 1921. John B. 
a Secretary, 607 City Bank Building, Syracuse, New 

ork, 

South Dakota Retail Hardware Association, Sioux Falls, 
South Dakota, February 22, 23, 24, 25, 1921. H. O. Roberts, 
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Secretary, Metropolitan Life Building, Minneapolis, Min- 
nesota. 

National Warm Air Heating and Ventilating Association, 
Cleveland, Ohio, April 19 and 20, 1921. Allen W. Williams, 
Secretary, Columbia Building, Columbus, Ohio. 

Panhandle Hardware and Implement Association, Am- 
arillo, Texas, May 8, 9 and 10, 1921. Troy Thompson, Sec- 
retary-Treasurer, Dalhart, Texas. 

Hardware Association of the Carolinas, Charlotte, North 
Carolina, May 10, 11, 12 and 13, 1921. T. W. Dixon, Secre- 
tary-Treasurer, Charlotte, North Carolina. 

Southeastern Retail Hardware and Implement Associa- 
tion (composed of Alabama, Florida, Georgia and Tennes- 
see), Atlanta, Georgia, May 17, 18, 19 and 20, 1921. Walter 
Harlan, Secretary, 701 Grand Theater Building, Atlanta, 
Georgia. 





Retail Hardware Doings. 


Arkansas. os 

Joe Butz and Son purchased the Goech Hardware Store 
on Spring Street at Eureka. 

Iowa. 

W. H. Hutchinson sold his interest in the hardware busi- 
ness at Manchester to Henry Pettlon, 

*. G. Kuester, engageu in tne hardware business in 
Lyman for a number of years, will start a closing out sale 
soon. 

Kansas. 

Grover Beatty has disposed of his hardware and imple- 
ment business at Pleasanton to Melton and Eldeman of EI- 
dorado Springs, Missouri. 

The Gray Hardware and Implement Company will soon 
have a big stock reducing sale of their entire stock at St. 
John. 
Robert Stoehr has purchased the interest of John Hum- 
bolt in the Burdock Hardware and Implement Company at 
Cheney and will continue business under the old name. 

J. S. Freehorn has sold his hardware and implement 
business at Miltonvale to Edward P. Gathers of Maple Hill, 
who will take charge January Ist. 

Lee J. Gath is now in the hardware and implement busi- 
ness at Eoff, having purchased the Kelly store from William 
M. Kings. 

A. B. Carpenter has sold his stock of furniture and hard- 
ware at Mulberry to Valentine Mendichi, of Burgrass. 

George Kaup_has moved his implement store from North 
Morgan Avenue *to the Butler barn west of Griffiths and 
Son’s grocery at Downs. 

I. J. Hollis is again owner of the Singleton building, 
occupied by Cantrall & Wilever hardware store, at Fredonia. 
Mr. Hollis sold a half interest to C. A. Singleton. 

Minnesota. 

L. Q. Bergan bought a hardware store at Willmar. 

August Trends sold his interest in the hardware busi- 
ness at Foley to his partner, Frank Pokladnik. 

Hilstad & Kitzinger sold their hardware business at Ken- 
yon to Ole Thoen and Oscar Jorstad. 

Appert Hardware and Implement Company at St. Cloud 
have changed their firm name to the East Side Hardware 
Company. 

I’. M. Breher is erecting an addition to his hardware 
store at Wadena. 

Missouri. 

Parrish and Son moved their hardware store to their 

own building two doors north of the Post Office at Ham- 


ilton. 
Nebraska. 

H. A. Hotchkiss has become the new owner of the Skill- 
man and Company Hardware store at Long Pine. 

The C. B. Smith Hardware Company of Bartley sold 
their stock of hardware, stoves, etc, to J. J. Gragg of 
McCook. 

T. M. Shoaff and Son are moving their implement stock 
into the building they purchased some time ago, located south 
of the I. O. O. F. Hall at Fullerton. 

North Dakota. 

R. F. Donohower sold his hardware store at Lidgerwood 
to S. J. Livingood. 

R. D. Shaw sold his hardware business to Dahl Brothers 


at Rhame 
Ohio. 
Fremont Hardware Company has been incorporated with 
acapital of $40,000 at Fremont by O. E. Scarlet, C. S. King, 


and H. W. Johnston. 
Texas. 


Fort White Fox Company of Dalhart changed their firm 
name to the Fox Hardware Company. 
Wisconsin. 
C. T. Mueller and Son sold their hardware store at 
Marshfield to J. L. Putman. 
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Selling Automotive Accessories 


How Hardware Dealers Can Increase Their Profits by 


Handling Standardized Automotive Accessories. 


Facts 


and Suggestions to Aid Them in Giving Better Service. 





SCHOOLS ARE URGED TO TEACH 
THE RULES OF THE ROAD. 


Inclusion of courses designed to teach children the 
“Rules of the Road” will be urged upon school offi- 
cials throughout the United States by the text- 
book committee of the Highway and Highway Trans- 
port Education Committee of the Bureau of Educa- 
tion. 

While it is yet too early to say definitely what the 
recommendations for’these courses will contain, some 
indication can be obtained from studies which are al- 
ready under way in the Detroit public schools, as well 
as in some others. 


In Detroit, for example, the work starts with the 
kindergarten, where the child is taught to exercise 
care in crossing streets, always waiting on the corner 
until he is sure that nothing is approaching within a 
half block. 

Later, as the child progresses to the elemental 
grades, the course is broadened and the element of 
personal responsibility enters into the course, together 
with more detailed instructions as to the rules of 
safety, always in language which is easily understood 
and which is confined to fundamental principles. 


Gets Trade-Mark Registered 
for Spark Plugs. 
Under number 121,888, United States Patent Office 
registration has been granted to the Champion Igni- 
tion Company, Flint, 





oo Michigan, for the 
y RR -\\ TO trade-mark depicted 
121.888, herewith. No claim 


is made for the word 
“Tractors” except in the particular manner in which 
it appears in the accompanying drawing. The particu- 
lar description to which it is applied is spark plugs and 
parts thereof. The Company claims use of this trade- 
mark since May, 1919. 





Tires Should Be Deflated 
After 2,500 Miles. 


Part of the service of the dealer in automotive ac- 
cessories should include practical advice on the care 
of the tires which he sells. 

After driving a new car approximately a thousand 
miles, the wise motorist will drain all the oil out of 
his engine, give it a thorough cleaning and refill with 
fresh oil. 

This operation should be repeated every thousand 
to fifteen hundred miles’ service to clean out all parti- 
cles of metal, grit and sediment that may have accu- 
mulated. 


Tires deserve similar treatment to preserve their 
life and enable them to give maximum mileage. 

At the end of every 2,500 miles’ service a tire should 
be deflated, dismounted, soapstone and grit removed, 
and the inside of the casing washed with gasoline. 

After drying, the inside should be dusted with talc, 
the tire mounted and the tube charged with fresh air. 

During this operation a close inspection should be 
made of the tread for cuts and fragments of glass. 

The rims should be cleaned of rust and painted. 





Assigns United States Patent 
Rights for Spark Plug. 


Hubert A. Myers, Toledo, Ohio, assignor to,/The 
Myers Spark Plug Company, Toledo, Ohio, a “Cor- 
poration of Ohio, has secured United States patent 
rights, under number 1,356,304, for the spark plug 
described as follows: 

A spark plug comprising 
an insulator having an en- 


larged lower end_ portion 
forming a shoulder, with 


space around that portion of 
the insulator above the 
shoulder, and a plurality of 
elements adapted to 
move around in said space, 
which elements normally rest 
upon said shoulder, the plug 
having a restricted inlet ex- 
tending around the edge of 
said shoulder to admit the pressure against the lower 
sides of said elements. 





le 0Se 








Select Oil by Mileage, Not by 
Age of Car. 


Most oiling charts base their recommendations upon 
the make and model of the car, disregarding the mile- 
age which that particular car has traveled. 

3ut a new and more logical scheme of lubricant rec- 
ommendations has appeared, according to Motor Life. 

One of the leading oil refining companies has de- 
veloped a comprehensive chart whereby the old and 
misleading ideas of lubricant recommendations are dis- 
carded for a really scientific method of determining 
the grade by the use which the car has had. 

If a car is new, it requires the light grade. If it 
has run 3,000 to 5,000 miles, it takes the medium 
grade. If it has traveled 15,000 to 20,000 miles it 
needs the heavy grade. 

The logic of this is quite obvious. It stands to rea- 
son that, if the bearing surfaces are loose fitting, a 
different grade of lubricant is required than if they 
are less worn. 
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Advertising Help and Comment 


Send Us Copies of Your Advertisements. 
You Get Bigger Results by Advice and Suggestions. 
Service Is Free. 


In order to be helpful, criticism 
must be constructive. 

It is easy to find fault. 

Moreover, there is a certain dead- 
ly facility in our makeup by which 
we glide imperceptibly into the 
habit of hunting for flaws and ig- 
noring virtues. 

Much of the fault-finding comes 


Let Us Help 
The 


Don’t Hesitate to Take Advantage of It. 





Naturally, therefore, he fails at 
times to embody values and pro- 
portions which would enhance the 
thing he has done. 

This applies to every kind of hu- 
man endeavor—whether it be a 
book, a house, or an advertisement. 

There are positive values in the 
advertisement of N. M. Holden and 


Brother announce “Keys Made, 
Locks Repaired,’ shows that they 
have a service in their business 
which will be appreciated by cus- 
tomers. 

When this advertisement ap- 
peared, the coal man had very little 
to say in the affairs of Philadelphia. 
It was summer. 

In brief terms it defines and sug- 


CIE IEEE IIE EI EIEN MIME MB esis a picture of ample stock and 





N. M. Holden & Bro.§ 


The Hardware Store 








TOOLS! ! 


é 


Kaye Mage 


TOOLS! 


Stanley 
a a. a good stock and our prices are =" 


TOOLS ! 


Locks Repaired 





Bors service. 

Taken by itself, without refer- 
ence to other advertisements of the 
same store, it may be open to the 
objection that it is too general in 
its statements and that it does not 
call attention to particular things 
nor give actual prices. 

This objection is valid only if it 
is the custom of N. M. Holden and 
Brother to use a similar style of 
composition in all their publicity. 

On the other hand, if they are in 
the habit of running advertisements 
of particular commodities or groups 


of commodities with descriptions 
¢ and prices, then this advertisement 

has a legitimate mission of its own. 
& In that case it serves to create a 
&® general impression of N. M. Hol- 
ee den and Brother as a hardware in- 
‘. stitution. 


’ 


ERE SEM NOMEN 


Seasonable Hints 
: Nursery Refrigerator Water Coolers. 


Ice Cream Freezers 
WATER COOLERS SCREENS 


Prompt Attention given Mail Orders. 


4 





~ 





Bell ‘phone—Fkd. 95. 
We Aim to Please. 


Cae AY. 


Ce il 


7 St 


Keystone—East 445, 


Quick Service. 


; Open Friday and Saturday Evenings 
3 4325-27 FRANKFORD AVENUE, Frankford. 


Cali us on either ’phone. 


Goods Delivered. 


from failure to understand and an- 
alyze the qualities of the thing con- 
demned. 

A man may have spent hours and 
days in preparing some work. 

No matter what its imperfections 
may be, he has put something of 
himself into the work. 


However inadequately it may 


have been done, he has transmuted 
into it a part of his own spirit. 

Of course, he is too close to his 
own product to get the proper per- 
spective. 


Brother, which is herewith repro- 
duced in its original size from the 
Frankford Gazette, Frankford, 
Philadelphia, Pennsylvania. 

N. M. Holden and Brother con- 
nect their statement of tools with 
three leading brands of national 
fame. 

This is supplemented by the in- 
formation that a good stock is on 
hand and that the prices are right. 

Some hardware stores do not do 
lock repairing and key making. 

The fact that N. M. Holden and 


In this view of the matter there 
is no justification for fault finding 
as to the advertisement here under 
consideration. 

* * * 


Don’t Blow Your Own Horn 
Too Loudly. 


The only people who really enjoy 
the use of the personal pronoun are 
lovers and honeymooners. 

They never tire of hearing: 
“You” and “TI.” 

But the people who may buy your 
goods do not care a seventeenth part 
of a cucumber for the “we” or the 
“us” when you use those pronouns 
about yourself. 

They are not interested in your 
profits. 

They want to know what you are 
going to do for them in the line of 
service and dependable merchandise. 
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A New Basis for Rating and Comparing Warm Air 


Furnaces Over Their Entire Range of Operation. 


A Discussion of Some Recent Results Obtained in the Warm 
Air Furnace Research Work at the University of Illinois. 


Written for AMERICAN ARTISAN AND HARDWARE Recorp by A. C. Willard, Professor Heating and Ventilation 
and Head of Department of Mechanical Engineering, University of Illinois. 


One of the principal objects of the cooperative re- 
search program of the National Warm Air Heating 
and Ventilating Association, now being carried out at 
the University of Illinois, has been the development of 
a method of rating and cemparing two or more fur- 
naces over a wide range of operating conditions. 

The Importance of Rating a Furnace Over a Wide Range. 

The research staff has given this matter much 
thought, in the attempt to get a comprehensive method 
of expressing the capacity, efficiency and other char- 





Professor A. C. Willard, Mechanical Professor Heating 
and Ventilation and Head of Department of Engineer- 
ing, University of Illinois. 


acteristics of a warm air furnace over its complete 
range of operation. 

With positive and accurate means of measuring the 
amount of air handled and determining the correct rise 
in air temperature, it is now possible to study the per- 
formance of a warm air furnace with definiteness. 
Performance Data Easily Shown in the Form of Curves. 

Recent tests under the immediate supervision of 
Professor A. P. Kratz and Mr. V. S. Day of the En- 
gineering Experiment Station show that it is entirely 
feasible to represent this data for any given furnace 
by a series of simple curves which tell the whole story 
of furnace operation almost at a glance. 

With this information before him, the engineer, 
heating contractor, or architect can not only compare 
warm air furnaces of different types and makes, but he 


can also compare a given warm air furnace with a 
steam heating boiler or a hot water heater. 

Such information as this has long been desired, but 
has never before been obtainable. It represents, prob- 
ably, the most important single result of the Warm 
Air Furnace Research Investigation. 

It means that the warm air furnace manufacturer 
will be able to publish as definite engineering data con- 
cerning his equipment as any maker of steam or hot 
water heating boilers can possibly issue in these closely 
allied fields. 

In fact, very few makers of steam and hot water 
heating equipment possess such complete data as is rep- 
resented by these results. 

Asa result of such tests as those shown here, the per- 
formance curves of a warm air furnace can be drawn 
as definitely as the so-called “characteristic curves” of 
an electric motor, steam engine, steam turbine or pump. 


Performance Data Based on a Series of Actual Tests. 
Typical results in the shape of performance curves 


(Figure 1) are given for one series of recent tests on a 
pipeless furnace. 

Since the final data from any portion of this research 
work is not released by the University of Illinois and 
the National Warm Air Heating and Ventilating Asso- 
ciation until it is published as a Bulletin of the Engi+ 
neering Experiment Station, the dimensions and de- 
scription of the furnace are purposely withheld. 

Complete data will, however, be reported at the an- 
nual meeting of the Association. It is sufficient to say 
the curves are based on actual tests of commercial ap- 
paratus, and are used in this discussion to illustrate a 
new method of testing, rating and comparing warm air 
furnaces for the benefit and information of the furnace 
industry as a whole. 

The Essential Factors in Obtaining Performance Curves. 

The tests on which these curves are based were all 
run on the same pipeless furnace to determine the fol- 
lowing factors, all of which are essential to the proper 
design and installation of a furnace (pipeless or 
piped ) : 

(a) Rate of combustion (pounds of coal burned 
per square foot of grate per hour). 

(b) Efficiency of the furnace (ratio of heat put 
into air passing furnace to total heat value of coal 
burned, usually expressed as a percentage). 

(c) Capacity of furnace in B.t.u. per hour ( British 
thermal units), which is the heat put into air passing 
furnace. 

(d) Equivalent register temperature of air leaving 
register based upon a 65 degree Fahrenheit inlet tem- 
perature. To get actual rise in temperature it is only 
necessary to subtract 65 from these temperature 
values. 
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‘(e) The draft at the smoke outlet of the furnace 
in inches of water, which indicates the great impor- 
tance of providing a satisfactory chimney if the full 
capacity of the furnace is to be realized. It also shows 
that capacity is entirely dependent on draft for a given 
furnace and a given coal. 

In addition to the above factors, much additional 
data, such as CO, content and flue gas temperature, 
was determined but as it is not introduced into this 
discussion it has been omitted from this list of factors. 

What the Curves Show. 

An inspection of Figure 1 will show that the per- 

formance of the furnace tested is completely shown 
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the combustion rate axis at the bottom, and by reading 
to the right or left as indicated by the arrows, the fol- 
lowing rating and performance data is obtained :— 

1. Efficiency = 64 per cent. 

2. Heating capacity = 120,000 British thermal units 
per hour. 

3. Equivalent outlet register temperature = 202 de- 
grees Fahrenheit. 

4. Draft in inches of water = 0.085. 

5. Rate of combustion = 5.6 pounds per square foot 
of grate per hour. 

The heating capacity just found (120,000 British 
thermal units per hour) is not the maximum capacity 
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Figure 1. 


for all combustion rates between 4.5 pounds and 10 
pounds per square foot of grate per hour. 

The combustion rates are indicated along the hori- 
zontal line at the bottom of the figure. Five tests were 
run at five different rates of combustion and the re- 
sults from each test plotted against the corresponding 
combustion rate at the bottom of the chart. 


Tt was then found possible to draw smooth curves 
through these points and these curves have been num- 
bered and labeled as: 

1. Efficiency in percent. 

2. Heating capacity in British thermal units per 
hour. 

3. Equivalent outlet register temperature based on 
a 65-degree inlet temperature. 

4. Draft in inches of water at smoke outlet. 

After the curves are drawn, it is a simple matter to 
ascertain under what conditions this furnace will de- 
velop its maximum efficiency. 

To do this, draw a vertical line (shown dot and dash 
in figure) through the highest point of the efficiency 
curve (1). 

This line will cut all the other curves, as well as 


of this furnace by any means, but it is the capacity at 
maximum efficiency. 

The heating capacity of this same furnace can be 
increased nearly 50 per cent if the chimney draft can 
be approximately doubled. 

By increasing the draft to 0.18 inches it is possible 
to burn coal at the rate of 9 pounds per square foot 
of grate and the rating and performance data becomes 
(see vertical dot and dash line at 9 pounds) :— 

1. Efficiency = 55 per cent. 

2. Heating capacity = 169,000 British thermal units 
per hour. 

3. Equivalent outlet register temperature = 242 de- 
grees Fahrenheit. 

4. Draft in inches of water = 0.18. 

5. Rate of combustion = 9 pounds per square foot 
of grate per hour. 

The significance of this method of showing rating 
and performance data is of the greatest value in deter- 
mining upon the selection of the proper furnace or in 
comparing two furnaces or a furnace and a boiler. 

Assume the heat loss from a certain house is 170,000 
British thermal units per hour in the very coldest 
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weather, which lasts for only a few hours, and that 
the heat loss under average cold weather conditions 
which last for many hours is only about two-thirds 
of this or 113,000 British thermal units. 

It will be at once apparent that this furnace will 
handle the average cold weather load at very nearly 
its highest efficiency, which the efficiency curve showed 
to be 64 per cent at about this same rating. 

This same furnace, as shown by the rating and per- 
formance curves, has a heating capacity of 169,000 
British thermal units when burning coal at a combus- 
tion rate of 9 pounds per square foot of grate with a 
draft of 0.18 inches of water. 

It would also, therefore, readily handle the severest 
heating load during this winter, provided the chimney 
in this house could develop a draft of 0.18 inches of 
water. 

This furnace would, of course, be operating in the 
latter case at an efficiency of only 55 per cent with an 
outlet register temperature of 242 degrees Fahrenheit 
as shown by the curves at g pounds combustion rate. 

This reduced efficiency and high register tempera- 
ture is not a serious matter, however, as the very 
severe conditions referred to only last a few hours. 

It should be noted that in the example just discussed 
not only has the register temperature increased from 
202 degrees to 242 degrees Fahrenheit, but the weight 
and volume of air passing the furnace has also in- 
creased greatly. 

The curves can readily be made to show the amount 


of air handled, as well as the temperature of the air 
leaving outlet register. 

If it is desired to compare this furnace with a steam 
heating boiler operating at the same combustion rate, 
it is only necessary to fix the combustion rate in order 
to make the comparison. 

Refer to the rating curves and take nine pounds on 
the horizontal axis as the index point. 

The heating capacity as already found is 169,000 
British thermal units per hour, which is equal to 
169,000 + 250 = 680 square feet of steam radiation. 
(Each square foot of standard steam radiation trans- 
mits 250 British thermal units per hour.) 

Now a steam boiler large enough to supply 680 
square feet of radiation would need to have a rating 
of 25 per cent more than this, to allow for mains and 
branches, or 850 square feet. 

The pipeless furnace requires no allowances for 
piping connections and the capacity curve shows prac- 
tically its true heating cujacity over its entire range 
of operation. 

It must be made very plain that only a small amount 
of the data obtained in the tests referred to in this 
discussion have been presented here. 

A much more complete set of curves is kept of all 
such rating tests by the Warm Air Furnace Research 
Staff at Urbana. 

The essential operating characteristics of a warm 
air furnace are very fully shown, however, by the four 
curves which have been considered in this discussion. 


Cooperative Investigation of Warm Air Furnaces and 
Furnace Heating Systems at the University of Illinois. 


Written for AMERICAN ARTISAN AND HARDWARE Recorp by A. C. Willard, Professor Heating and Ventilation 
and Head of Department of Mechanical Engineering, University of Illinois. 


This work is being conducted under a co-operative 
agreement between the National Warm Air Heating 
and Ventilating Association and the Engineering Ex- 
periment Station of the University. 


It involves the determination of the efficiencies and 
capacities of warm air furnaces, and a study of the 
proper conditions of installation and operation so that 
furnaces may be accurately rated and properly se- 
lected to do the work required. 

This investigation has been in active progress since 
October, 1918, and the equipment employed is located 
in the Mechanical Engineering Laboratory of the Uni- 
versity, where the equivalent of a three story house 
has been erected and equipped with a complete furnace 
heating system. 


In addition to this a pipeless furnace plant has also 
been installed and equipped for testing. 


The principal problem involved in this research has 
been to determine accurately the amount of air flowing 
through the system when the furnace is operating 
under its own motive head as in an actual installation. 

Special calibrating apparatus has been developed in 
solving this problem so that when the inlet and outlet 
velocities are measured in the main plant the condi- 


tions of measurement can be duplicated in the two 
calibrating plants and the reading of all instruments 
checked for accuracy at any time. . 

In addition to this, the correct measurement of the 
air temperatures throughout such a system has pre- 
sented a very difficult problem, which is also being 
studied by the use of an elaborate system of thermo- 
couples. 

More or less auxiliary equipment for studying the 
proper shape and size of leaders and stacks and the 
effect of covering same has been erected and is now 
in operation, 

Some of this equipment has been used in deter- 
mining the heat losses from bare and covered leaders 
and casings. 

A permanent staff of at least three men is constantly 
employed on this work toward which the furnace man- 
ufacturers of the country contribute about $8,000.00 
a year, in addition to the supervision, testing instru- 
ments and other facilities provided by the Uniyersity. 

An illustrated report of progress, issued as Bulletin 
No. 112, and a second report on the “Emissivity of 
Heat from Various Surfaces,” Bulletin No. 117, have 
already been published by the Engineering Experi- 
ment Station. These publications are now available. 
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‘(e) The draft at the smoke outlet of the furnace 
in inches of water, which indicates the great impor- 
tance of providing a satisfactory chimney if the full 
capacity of the furnace is to be realized. It also shows 
that capacity is entirely dependent on draft for a given 
furnace and a given coal. 

In addition to the above factors, much additional 
data, such as CO, content and flue gas temperature, 
was determined but as it is not introduced into this 
discussion it has been omitted from this list of factors. 

What the Curves Show. 

An inspection of Figure 1 will show that the per- 

formance of the furnace tested is completely shown 
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the combustion rate axis at the bottom, and by reading 
to the right or left as indicated by the arrows, the fol- 
lowing rating and performance data is obtained :— 

1. Efficiency = 64 per cent. 

2. Heating capacity = 120,000 British thermal units 
per hour. 

3. Equivalent outlet register temperature = 202 de- 
grees Fahrenheit. 

4. Draft in inches of water = 0.085. 

5. Rate of combustion = 5.6 pounds per square foot 
of grate per hour. 

The heating capacity just found (120,000 British 
thermal units per hour) is not the maximum capacity 
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Figure 1. 


for all combustion rates between 4.5 pounds and 10 
pounds per square foot of grate per hour. 


The combustion rates are indicated along the hori- 
zontal line at the bottom of the figure. Five tests were 
run at five different rates of combustion and the re- 
sults from each test plotted against the corresponding 
combustion rate at the bottom of the chart. 

Tt was then found possible to draw smooth curves 
through these points and these curves have been num- 
bered and labeled as: 

1. Efficiency in percent. 

2. Heating capacity in British thermal units per 
hour. 

3. Equivalent outlet register temperature based on 
a 65-degree inlet temperature. 

4. Draft in inches of water at smoke outlet. 

After the curves are drawn, it is a simple matter to 
ascertain under what conditions this furnace will de- 
velop its maximum efficiency. 

To do this, draw a vertical line (shown dot and dash 
in figure) through the highest point of the efficiency 
curve (1). 

This line will cut all the other curves, as well as 





of this furnace by any means, but it is the capacity at 
maximum efficiency. 

The heating capacity of this same furnace can be 
increased nearly 50 per cent if the chimney draft can 
be approximately doubled. 

By increasing the draft to 0.18 inches it is possible 
to burn coal at the rate of 9 pounds per square foot 
of grate and the rating and performance data becomes 
(see vertical dot and dash line at 9 pounds) :— 

1. Efficiency = 55 per cent. 

2. Heating capacity — 169,000 British thermal units. 
per hour. 

3. Equivalent outlet register temperature = 242 de- 
grees Fahrenheit. 

4. Draft in inches of water = 0.18. 

5. Rate of combustion = 9 pounds per square foot 
of grate per hour. 

The significance of this method of showing rating 
and performance data is of the greatest value in deter- 
mining upon the selection of the proper furnace or in 
comparing two furnaces or a furnace and a boiler. 

Assume the heat loss from a certain house is 170,000 
British thermal units per hour in the very coldest: 
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weather, which lasts for only a few hours, and that 
the heat loss under average cold weather conditions 
which last for many hours is only about two-thirds 
of this or 113,000 British thermal units. 

It will be at once apparent that this furnace will 
handle the average cold weather load at very nearly 
its highest efficiency, which the efficiency curve showed 
to be 64 per cent at about this same rating. 

This same furnace, as shown by the rating and per- 
formance curves, has a heating capacity of 169,000 
British thermal units when burning coal at a combus- 
tion rate of 9 pounds per square foot of grate with a 
draft of 0.18 inches of water. 

It would also, therefore, readily handle the severest 
heating load during this winter, provided the chimney 
in this house could develop a draft of 0.18 inches of 
water. 

This furnace would, of course, be operating in the 
latter case at an efficiency of only 55 per cent with an 
outlet register temperature of 242 degrees Fahrenheit 
as shown by the curves at g pounds combustion rate. 

This reduced efficiency and high register tempera- 
ture is not a serious matter, however, as the very 
severe conditions referred to only last a few hours. 

It should be noted that in the example just discussed 
not only has the register temperature increased from 
202 degrees to 242 degrees Fahrenheit, but the weight 
and volume of air passing the furnace has also in- 
creased greatly. 

The curves can readily be made to show the amount 


of air handled, as well as the temperature of the air 
leaving outlet register. 

If it is desired to compare this furnace with a steam 
heating boiler operating at the same combustion rate, 
it is only necessary to fix the combustion rate in order 
to make the comparison. 

Refer to the rating curves and take nine pounds on 
the horizontal axis as the index point. 

The heating capacity as already found is 169,000 
British thermal units per hour, which is equal to 
169,000 -- 250 = 680 square feet of steam radiation. 
(Each square foot of standard steam radiation trans- 
mits 250 British thermal units per hour.) 

Now a steam boiler large enough to supply 680 
square feet of radiation would need to have a rating 
of 25 per cent more than this, to allow for mains and 
branches, or 850 square feet. 

The pipeless furnace requires no allowances for 
piping connections aud the vapacity curve shows prac- 
tically its true heating cujacity over its entire range 
of operation. 

It must be made very plain that only a small amount 
of the data obtained in the tests reierred to in this 
discussion have been presented here. 

A much more complete set of curves is kept of all 
such rating tests by the Warm Air Furnace Research 
Staff at Urbana. 

The essential operating characteristics of a warm 
air furnace are very fully shown, however, by the four 
curves which have been considered in this discussion. 


Cooperative Investigation of Warm Air Furnaces and 
Furnace Heating Systems at the University of Illinois. 


Written for AMERICAN ARTISAN AND HARDWARE Recorp by A. C. Willard, Professor Heating and Ventilation 
and Head of Department of Mechanical Engineering, University of Illinois. 


This work is being conducted under a co-operative 
agreement between the National Warm Air Heating 
and Ventilating Association and the Engineering Ex- 
periment Station of the University. 

It involves the determination of the efficiencies and 
capacities of warm air furnaces, and a study of the 
proper conditions of installation and operation so that 
furnaces may be accurately rated and properly se- 
lected to do the work required. 

This investigation has been in active progress since 
October, 1918, and the equipment employed is located 
in the Mechanical Engineering Laboratory of the Uni- 
versity, where the equivalent of a three story house 
has been erected and equipped with a complete furnace 
heating system. 

In addition to this a pipeless furnace plant has also 
been installed and equipped for testing. 


The principal problem involved in this research has 
been to determine accurately the amount of air flowing 
through the system when the furnace is operating 
under its own motive head as in an actual installation. 

Special calibrating apparatus has been developed in 
solving this problem so that when the inlet and outlet 
velocities are measured in the main plant the condi- 


tions of measurement can be duplicated in the two 
calibrating plants and the reading of all instruments 
checked for accuracy at any time. 

In addition to this, the correct measurement of the 
air temperatures throughout such a system has pre- 
sented a very difficult problem, which is also being 
studied by the use of an elaborate system of thermo- 
couples. 

More or less auxiliary equipment for studying the 
proper shape and size of leaders and stacks and the 
effect of covering same has been erected and is now 
in operation. 

Some of this equipment has been used in deter- 
mining the heat losses from bare and covered leaders 
and casings. 

A permanent staff of at least three men is constantly 
employed on this work toward which the furnace man- 
ufacturers of the country contribute about $8,000.00 
a year, in addition to the supervision, testing instru- 
ments and other facilities provided by the Uniyersity. 

An illustrated report of progress, issued as Bulletin 
No. 112, and a second report on the “Emissivity of 
Heat from Various Surfaces,” Bulletin No. 117, have 
already been published by the Engineering Experi- 
ment Station. These publications are now available. 
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Sells and Installs Five Hundred 
Warm Air Heaters in One Year. 


For every three working days during 1920, The 
Schmidlin Brethers Company in Toledo, Ohio, in- 
stalled five warm air heaters in that city and vicinity. 

That is quite a mark to shoot at, and yet Carl 
Schmidlin, who is president and treasurer of the Com- 
pany, says that he expects to better the record and 
make at least two installations a day during the year 
of 1921. 

This record is even more remarkable when it is con- 
sidered that each sale was made on the basis of service 
and not on price, for the Company sells only at one 
price for any certain type 
of warm air heater, and 
makes a special point of 
emphasizing the quality 
of the installation. 

How do they do it? 

The Company came 
into existence only three 
years ago, so they had 
to make a reputation. 

Neither Carl Schmid- 
lin nor his brother Dan, who is vice-president and sec- 
1etary, knew much of anything about the warm air 
lieating business, except as users of them in their 
homes, for Carl was a bookkeeper, and Dan was count- 
ing money in a bank up to 1917. 

But they have built up an excellent organization, 
both for the office and shop and for the installation 
end of their business. Carl is the buyer and office 
head, Dan has charge of the sales and advertising, 
while the technical work is under the charge of Frank 
Meyers, who is one of the best known practical warm 
air heating engineers in Northern Ohio. 

In the fall they have exhibits at every county fair 
within fifty miles of Toledo, and they advertise in 
more than a score of the rural newspapers in that sec- 
tion, so it is only natural that when a farmer thinks of 
putting in a warm air heater he thinks of The Schmid- 
iin Brothers Company in the same breath. 

The Schmidlin Brothers Company recently com- 
p..‘ed a large job of three furnaces in a bank with a 
fan system under the engineering direction of Mr. 
w»ayers. About a week ago they finished two more 
installations nearly as large. 





Carl Schmidlin. 


When a “prospect” is 
located, his home is in- 
spected as soon as pos- 
sible; a real plan of in- 
stallation is placed be- 
fore him and a definite 
price set on the job. Sel- 
dom, if ever, is there any 
argument about price, 
because the prospect is 
so thoroughly “sold” on 
the matter of quality and 
service that even if he at 

Dan Schmidlin. first had a lower figure 
in mind, he sees the advantage of having the installa- 
tion done in the best possible manner. 
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After the sale is made comes the most important 
part of the job—the installation, and here the two 
brothers have the “good fortune,” or rather good judg- 
ment, of having two foremen in their employ who 
know “Installation” from beginning to end. One of 
them looks after the shop work; the making of the 
ducts, the boxes for registers, etc. The other super- 
vises the actual installation and sees that everything 
is properly done; that the heater is placed to the best 
advantage ; that the pipes are joined in the right man- 
ner; that the register boxes are thoroughly fitted and 
that the ducts are suitably covered at the joints, etc. 

So when the job is completed, both the customer 
and the Company know that it is well done, which nat- 
urally helps to make new prospects. 

In an organization officered by men who had their 
early training with figures, it is only reasonable to 
expect an up-to-date system of bookkeeping, so that 
at any time it can be ascertained quickly just how far 
a job has progressed; how much labor has been spent 
on it ; how much invested in material ; how much profit 
there will be in the completed job, after all charges for 
unproductive labor and other overhead items have been 
deducted. _ 

The Company occupies a building 410-414 Orange 
Street, 55 feet wide and 65 feet deep, with a basement 
where the stocks of the heavier items are stored, while 
the lighter ones are carried on a balcony running 40 
feet along the right side of the shop and all the way 
across in the center. 

Among the heaters carried is the well known line of 
R. J. Schwab and Sons Company’s Gilt Edge. 

Three light trucks are kept busy delivering and 
bringing in material for the twenty workmen who are 
employed in the shop and on outside work. Two 
automobiles are kept equally busy in the sales depart- 
ment. 





Hess-Snyder Company Holds 
Price in Line with Cost. 


By F. H. Snyder, Secretary-Treasurer 
the Hess-Snyder Company. 

We are trying to keep our costs as low as we pos- 
sibly can, and are adding to this cost a legitimate mar- 
gin of profit, and in so doing, establishing our dealers’ 
prices. As soon as we can lower these prices it is our 
desire doing so. 

It is a common practice with many concerns to estab- 
lish prices contingent upon the old law of supply and 
demand. If every concern would do as we are aiming 
to do, prices would then always be in line with the 
cost of production. 

We have had throughout the entire year 1920 more 
furnace business than we could take care of and have 
turned down many new inquiries for furnaces because 
we were not in a position to take care of them. 

Whether or not warm air heaters give longer service 
than hot water or steam, depends very largely upon 
the user. We have Boomer Furnaces that have been 
in use covering a period of from twenty to twenty- © 
five years, calling for very few, if any, repairs. If 
any furnace is misused, it can be burned out in a few 
vears’ time. 
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Jt is our opinion that the maintenance of warm air 
heaters is less expensive than other systems of heating. 

We do not believe that the pipeless furnace should 
be used in any house containing more than four rooms 
—two down, and two upstairs. 

We are strong believers in the use of asbestos cover- 
ing for warm air ducts. 

There are many dealers who are attempting to in- 
stall furnaces, who should be better educated as to 
how properly to install the same and get geod results. 

There is no question but what considerable damage 
has been done to the warm air heater industry because 
of the small furnaces being installed. 

No doubt, much good would result from having 
dealers come to the factory and study the process ef 
production. We have had some of our dealers visit our 
plant. 

Beyond question, benefit is to be gained from having 
salesmen call the dealers of the district together and 
explain the technical, as well as selling advantages of 
the warm air heater which they are handling. 

We are aiming as far as possible to educate our re- 
spective dealers how to properly install a furnace, to 
be sure that a furnace of sufficient size is specified, 
properly located and properly connected with the warm 
air pipes and cold air duct. 

We are lending considerable assistance to our dealers 
in helping them plan difficult jobs. We are very much 
concerned about the installation of every Boomer Fur- 
nace, to the extent that we want them to give perfect 
satisfaction. 





From One Article to a Full Line © 
of Furnace Accessories. 


By C.J. Pearson, Vice-president United States 
Register Company, Battle Creek, Michigan. 

The United States Register Company, Battle Creek, 
Michigan, with branches at Minneapolis, Kansas City, 
Des Moines and Albany was organized in the year 
1901, for the purpose of manufacturing the Jones Side 
Wall Register which was invented by the president 
of the company, Mr. Almon O. Jones. 

The wide-awake furnace dealers appreciated the 
Jones Side Wall Register and the economical result it 
afforded any furnace in connection with which it was 
installed to such an extent that in 1906 the Company 
was obliged to enlarge its plant at Battle Creek, Mich- 
igan. 

This growing demand became so wide that in 1909 
the members of this organization realized that their 
manufacturing facilities at that time were inadequate 
and in the year 1910, another large addition was built 
which practically doubled the capacity of their second 
plant. 

At about the same time the Company opened 
a branch office and factory on 2nd Avenue, Minne- 
apolis, Minnesota, in a leased location, but the demand 
for Jones Register, furnace pipe and fittings increased 
so rapidly that it necessitated the purchasing of land 
and the building of a factory at Minneapolis. 


Shortly after the opening of the original branch of- 
fice and factory at Minneapolis, the demand for the 


mmproved Jones Registers began to show itself in the 
southwest, making it necessary to open a branch office 
and factory of the United States Register Company 
at 510-512 West 5th Street, Kansas City, Missouri. 

Early in the year 1912 a branch office was opened 
in-Des Moines, Iowa, for taking care of the trade in 
that state. 

At about this time a third addition was added to 
the main factory at Battle Creek, Michigan. 

In that same year it was also found necessary to 
open a branch office and factory in Albany, New York, 
to supply dealers in New York, New Jersey and east- 
crn Pennsylvania. 


When the wood cold air faces were introduced 
originally, the United States Register Company 
handled these for a short period on a jobbing basis 
but the business grew so rapidly that in 1915 steps 
were made to build and equip one of the most modern 
and up-to-date wood working mills for the purpese 
of manufacturing wood cold air faces. 

The year of 1920 showed such rapid strides in the 
increase of business for the branch office and factory 
of this company at Kansas City that despite inflated 
real estate values, they were, out of necessity, to sup- 
ply this increasing business, obliged to purchase a site 
at 332-336 West 5th Street, Kansas City, and remove 
the old buildings from this site and at the present time 
are rushing to completion a modern three story and 
basement office and factory building, with a frontage 
of over 60 feet and the depth of about 130 feet. 

For the same reason, it is necessary to be governed 
by the same policy in the Iowa territory and at Des 
Moines, the United States Register Company are 
building a new factory and office building very sim- 
ilar in size and detail to that of their new Kansas City 
factory. 

The development of the Company’s business soon 
gave rise to the introduction of the National Base 
Board Register, International Base Board Register, 
steel floor registers, faces and borders of all kinds. 

Later, with the advent of the pipeless furnace, the 
United States Duplex Gratings and United States Ad- 
justable Ceiling Registers were placed on the market. 

Feeling still a further demand for something that is 
an improvement over the regular Duplex Grating as 
commonly used with the pipeless furnace the Com- 
pany originated, manufactured and placed on the mar- 
ket the National One Pipe Register which supplants 
the unsightly Duplex Register, makes possible a better 
type of installation, and removes the objections to the 
Duplex Grating. 

The foregoing explains how with close attention, 
labor, and concentrated effort, one of the largest enter- 
prises of its kind in the world has been developed from 
one of the smallest—starting in with making one line 
and spreading out until the United States Register 
Company, at the present time, manufactures and can 
furnish from any of its factories everything that is 
needed for the installation of a pipe or pipeless fur- 
nace, excepting the furnace and casing. 





“If you would be pungent, be brief; for it is with 
words as with sunbeams—the more they are con- 
densed the deeper they burn.”—Southey. 
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Return to Pre-war Prices Is Not Deemed Practicable 
Because of Costs of Manufacture and Distribution. 


Increased Freight Rates on Raw Materials and Finished 
Products Are .4mong the Fixed Expenses Likely to Remain. 


In the matter of economics, it is unwise to dog- 


matize. 


The astronomer knows to the minute and second 
when Halley’s comet will reappear. 
est economist can not foretell with any degree of cer- 
tainty the length or curve of the orbit of prices. 

By taking thought, no one can cause Halley's comet 
to deviate a millionth part of an inch from its course ; 


and its journeyings 
through space are unaf- 
fected by passions or emo- 
tions of humanity. 

It is not so, however, 
with prices of commodi- 
ties. These are subject to 
change by the whims of 
the day. 

Even in the face of ir- 
reducible costs, prices 
often have been forced be- 
low the actual expense of 
putting the commodities 
on the market. 

The recent flurries in 
retail textiles are an ex- 
ample to the point. 

Out of the welter of 
conflicting theories cer- 
tain probable conclusions 
are taking form. 

Insofar as we may 
judge price tendencies by 
the parallels of history in 
post-war periods, it seems 
to be the general opinion 
that prices will not return 
to the levels of 1914. 

Indeed, it is a question 
whether or not the com- 
mercial welfare of the 
warm air heater industry 
would be benefited by a 
return to before-the-war 
price levels. 

The reasons are postu- 
lated upon the lack of uni- 
formity in national indus- 
tries. 

That is to say, read- 


justments do not and can not, perhaps, take place uni- 
formly, equally, and simultaneously throughout every 
part of the country, in every industry, and in every 
form of merchandising distribution. 

In this view of the matter, a return to pre-war price 
levels would necessarily entail grave injustices and eco- 
nomic inequalities which are not defensible on any 





" 


PTR MTT ATT HHHSLHAUUUEL LUTTE 


ground of national or local welfare. 


The majority of warm air heater manufacturers 


But the shrewd- 
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No fess an expert than Professor 
Irving Fisher of Yale makes the posi- 
tive statement that prices are on a 
permanent high Ievel. 

Of course, he does not mean to give 
the impression that the abnormally 
high prices of the war days will remain 
in effect. 

It is not difficult to perceive, how- 
ever, that actual return to the levels 
which obtained before the war is im- 
practicable in the present circum- 
stances. 

Permanent increases in freight rates 
have been granted to the railroads of 
the country. These increases affect 
the whole cycle of industry and mer- 
chandising. 

The added cost is not applied to 
only one phase of production or dis- 
tribution. Every step in the getting out 
and transportation of raw materials is 
involved in the freight raises. Manu- 
facture and distribution as well as labor 
are brought within their scope. 

Manifestly, wages can not be re- 
duced to pre-war levels any more than 
costs of manufacture and distribution. 
The increased expenses must be ab- 
sorbed all along the Iine. 

Making allowances for these and 
other conditions, there is a margin of 
relative costs and prices in which 
changes and reductions may and can 
become operative. On this point, it 
would be unwise to make predictions. 
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before-the-war prices. 


MT 
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questioned on this matter by AMERICAN ARTISAN AND 
HARDWARE ReEcorD are of the opinion. that no tangible 
benefits could accrue to the industry by a return to 


They believe that prices should be stabilized in order 
to eliminate as far as possible the fluctuations and un- 


certainties which are 
harmful to business de- 
velopment and which pre- 
vent planning ahead for 
larger operation. 

For example, G. A. 
Wells of Wells Furnace 
and Supply Company, St. 
Louis, Missouri, declares 
that the benefits of a re- 
turn to pre-war price 
levels are questionable. 

“We are inclined to 
think that the user is more 
likely to prefer higher ef- 
ficiency than to insist on 
reduced prices,” he says. 

“It is the natural ten- 
dency of human nature to 
associate high quality with 
high price and it is prob- 
able that comparison is 
most frequently made 
with steam or hot water 
systems when price is 
asked on warm air heat- 
ers. 

“Indeed, the enormous- 
of steam 
heating systems must cre- 
ate the impression of su- 
periority and there is no 
other reason for such a 
conclusion. 

“Heating and sanitary 


ly higher cost 


engineers know that a 
properly designed and 


well installed warm air 
furnace affords the best 
heating for a residence as 
well as the cheapest.” 


From another angle of the question, the Campbell 
Heating Company, Des Moines, Iowa, believes that 
“It does not make much difference how high or how 
low prices are. It is changing prices that hurt. Grad- 
ual reduction should be the future policy of all price- 
makers, but only as conditions justify reductions.” 


A prominent manufacturer in the South gives it as 
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his opinion that 

“When all standard commodities shall have returned 
to a pre-war price basis, the warm air furnace industry 
possibly will be benefited by like returns. 

“But since warm air heaters have always been sold 
at a price much less than their real value, we can see 
no advantage at all in a premature reduction even if 
merchandising condition should force the final move.” 

Practically all manufacturers of warm air heaters 
are agreed that a sudden and great decline of prices 
would be detrimental to the industry. 

Some believe there is room for a moderate reduc- 
tion, provided that similar reductions take place in all 
other industries. 

Indirectly, but, nevertheless, effectively, the cost of 
flour and shoes and butter and eggs and books and 
pocket knives influences the cost of warm air heaters. 

The mechanics, salesmen, and installers who take 
part in the making and merchandising of warm air 
heaters need to get enough wages or salary from ef- 
forts to buy the necessities of life. 

Consequently, these necessities have a bearing upon 
the making and distributing of warm air heaters. 

Furthermore, it should be remembered that the really 
important thing is an adjustment of the relationship 
between commodities and wages. 

If a molder gets eight dollars a day and can buy 
only four dollars worth of goods at the prices prevail- 
ing before the war, then his eight dollars is only four 
dollars. Stated in another way, the nominal wages 
are the amount of money received for labor. Real 
wages are the amount of goods which can be purchased 
with the wages received. 

It is apparent, therefore, that the problem is not one 
of a return to before-the-war prices but of adjust- 
ment between commodities and the purchasing power 
of the dollar. 

Another factor of great importance in the mainte- 
nance of prosperity is purely mental. 

We live and act largely through our imaginations. 

Set a substantial meal before a man on a rough 
wooden table in a disorderly dining room with soiled 
napkins and ugly cutlery, and he will not derive the 
same satisfaction and—some authorities assert—the 
same amount of nourishment from the food as if it 
were served in pleasing circumstances with snowy 
napery and the usual garnishments of a well-appointed 
dining room. 

Although the amount of money paid in wages and 
salary may be greater than the amount before the war, 
and although there may be little difference in what can 
be bought with the wages and salary, nevertheless, the 
psychologic effect is helpful toward maintaining a spirit 
of prosperity. 

There has been much talk about working men wear- 
ing silk shirts. 

The thing has been overdone. 

Under the Constitution of United tSates, a worker 
has as much right to such fineries as any other citizen. 

Indeed, it is good for him to take a pride in his per- 
sonal appearance. 

It gives him ambition, neatness, and helps develop 
the higher ideals of living which are basic in Ameri- 
canism. 


The bad effects are merely temporary. The good 
effects are lasting. 

It is better for our country that we have ambitious 
workers, owning better homes, and desirous of giving 
their children better educational facilities. 

Industry, in the long run, profits by workers of that 
sort. 

In the final analysis, therefore, the question of return 
to before-the-war price levels is of considerably less 
importance than appears at first glance. 

The really essential thing for business everywhere 
is that prices be stabilized so that they are proof against 
violent fluctuations which are harmful to all ¢con- 
cerned. 


It Would Be Suicidal to Go 
Back to Pre-War Basis. 


By Jesse M. McHenry, of Bridge & Beach 
Manufacturing Company, St. Louis, Missouri. 

In my experiences covering a period of many years 
| have enjoyed unusual opportunities to study the 
warm air furnace business from all angles, through 
trom the retail business and installing to manufactur- 
ing and advanced engineering. 

The further I go the more interesting the game be- 
comes and the more enthusiastic I grow. 

One who has been so intimately associated with the 
industry during its marvelous growth during the past 
decade could not be other than enthusiastic. 

My identification for the past two years with the 
engineering enterprise as financed by the National 
Warm Air Heating and Ventilation Association and 
carried on through the Engineering Department of the 
University of Illinois, has served to intensify my in- 
terest and enthusiasm. 

I wish it were possible for many retailers and manu- 
facturers of furnaces to visit the laboratory plant and 
observe the equipment and the work at close range. 

The manufacturers and retailers and, may I also add 
the public at large, are greatly indebted to the Univer- 
sity and more particularly to Professor Willard and 
associates for undertaking this important piece of work 
and for the vigorous manner in which it is being prose- 
cuted. 

To the trade journals, including your valued pub- 
lication, which have so generously devoted space to the 
finding and distribution of information as developed 
by the engineers, we all owe a lasting debt of gratitude. 
May I express my personal appreciation for the in- 
terest manifest and the rendered by the 
AMERICAN ARTISAN AND HARDWARE REcoRD? 

The questionnaire accompanying your letter ad- 
dressed to the Bridge and Beach Manufacturing Com- 
pany, with which I am now associated, comes to my 


service 


desk for attention. 

I note with interest the questions asked and the vari- 
ous subjects introduced, any one of which could be 
used for a long and profitable discussion. 

My disposition and training has, in some way dis- 
qualified me for intelligent generalizing. So I feel 
that anything that I may write, if at all interesting to 
others, will, I am sure, be more so and possibly some- 
what helpful if I take a text and stick to it. 
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With this in mind my comments will be confined to 
a subject suggested by questions one and two which 
refer to the present and possible future market price 
on warm air furnaces. 

In the face of recent events and developments af- 
fecting the market prices of various articles of mer- 
chandise, I can imagine the receipt of answers to these 
two questions revealing a great diversity of opinions. 

Some answers I fear may be prompted by the per- 
sonal desires or interests of the writers. Others no 
doubt will be influenced more or less by observations 
of local conditions only. 

The subject involved is altogether too broad and 
important to be considered in a narrow sense. 

It is national in its cope and the public’s interest is 
vitally involved. 

What I may say will represent conclusions forced 
on me from an effort to analyze fairly the general 
situation as it now is and as it may be in the near 
future. . 

I shall of necessity have to be brief, hence shall be 
permitted to touch the high spots only. 

May I abruptly ask, therefore, whether or not the 
general public’s interest demand or is there in the mind 
of the general public a deep seated desire that the 
average compensation as now established for labor be 
radically and arbitrarily reduced? 

To this question I am sure the almost universal reply 
from right thinking minds would be emphatically in 
the negative. 

All right: if that be true by what process of reason- 
ing can one arrive at a conclusion other than that it 
would be simply suicidal to attempt to return to pre- 
war prices on furnaces and kindred appliances when, 
as is easily demonstrated, 80 per cent of the cost of 
production represents labor’s compensation ? 

This being the case, how can we hope for or expect 
any material reduction of prices which are honestly— 
I repeat honestly—based on production and distribu- 
tion costs plus a fair return on capital invested ? 

I am anxiously and expectantly looking forward to 
the return of a stabilized commercial manufacturing 
situation. 

To this end it is perfectly apparent to all that many 
adjustments and equalizations will be necessary and, 
may I add, that these required changes and adjust- 
ments must of necessity affect the prices of some 
classes of materials and labor. 

I am perfectly confident, however, that the interests 
of all will be conserved by permitting these changes 
and readjustments to evolve through the operation of 
natural forces, rather than by arbitrary acts which 
would tend to exaggerate an already unstable situation. 


The foregoing is emphasized in spite of the recent 
reduction in the prices of many commodities. 

In this connection may I refer to the well known 
fact, that conditions susceptible of manipulation, and 
the selfish interests, which have conspired to force the 
prices of a long list of merchandise to excessive alti- 
tudes and subsequent developments which have caused 
precipitous descents to lower levels have never been, 
are not now and will not in the future become opera- 
tive in the furnace or stove industry. 

This being an industry established, and one which 





will continue on a highly competitive basis, there is 
no encouragement for the speculator or profiteer in this 
field. 

Some may, and undoubtedly will say, that the motor 
car industry is also on a competitive basis. Just see 
what has been done by some of these interests in the 
matter of reducing prices. 

Let us admit, if for nothing more than the sake of 
an argument, that there is strong competition in the 
motor car industry. 

I am aware, too, of the announced reductions from 
former prices of several cars, but, may I add, the 
situation confronting the motor car industry, particu- 
larly the pleasure car interests and that of the stove, 
furnace and allied interests are altogether dissimilar. 

Pleasure cars are classified and, in fact, are luxuries, 

Among thinking folk of the great middle classes, 
luxuries and extravagances are, in these latter days, 
becoming quite unpopular. 

This is rather a happy change now possessing the 
minds of persons and families of moderate means. 

This fact, together with other influences of which it 
is unnecessary to speak at this time, have operated to 
greatly restrict the demand for pleasure cars, resulting 
in the accumulation of surplus stocks. 

It is a known fact that the recent announcements of 
greatly reduced prices on some makes of pleasure cars 
was not brought about through reduced production 
costs, but solely with the view of stimulating buying, 
thus reducing accumulated stocks, and bringing about 
a situation making it possible to continue the operation 
of factories making cars and accessories. 

This leads me to cite the fact that warm air fur- 
naces, stoves and allied lines are not considered lux- 
uries. 

As a matter of fact they are universally considered 
highly essential and very: necessary to the welfare and 
comfort of society. 

I close rather abruptly with the following brief para- 
graph: 

Any marked and reasonably permanent changes in 
the market prices of materials and labor whether up or 
down, will, without delay, be reflected in changed 
market prices, wholesale and retail alike, of warm air 
furnaces, stoves and allied lines. 





New Line of Warm Air Heaters 
Will Be on Market January First. - 


An entirely new line of warm air heaters has been 
designed by the Standard Furnace & Manufacturing 
Company, DeKalb, Illinois, which will be sold to local 
installers under the name of “Titan.” 

This Company has been engaged in the manufacture 
of warm air heaters for many years, and their new line 
is a combination of the best features of some of the 
most successful heaters on the market. 

The officers of the Company are: 

A. M. Wheeler, President. 

D. H. Hunt, Treasurer. 

Seymour Hunt, Secretary. 

Wesley J. Johnson is Sales Manager. 
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Has Record of Twenty-Five 
Years of Installations. 


Twenty-five years of successful installation of warm 
air heaters is the record of Muelenberg Sheet Metal 
and Roofing Works, 423-425 East Main Street, Kala- 
mazoo, Michigan. 

John Muelenberg, manager of the concern, has been 
with the business since its inception, and has aided in 
developing it into the largest sheet metal shop in West- 
ern Michigan, employing thirty men and using a three- 
ton truck and three automobiles. 

During fifteen years of the time, Mr. 


In the judgment of the user, the warm air heater 
which gives the most service at the least expense is 
the best. 

Admittedly, without a satisfactory and substantial 
smoke pipe a warm air heater can not give the best 
service. 

Strictly speaking, the smoke pipe is not an integral 
part of the furnace. But it exercises a highly im- 
portant function in the successful operation of the 
furnace. 

There is no use in denying that a smoke pipe which 
needs frequent replacement—every year or two—is 





Muelenberg has been selling Gilt Edge 
furnaces and expects to continue to sell 
them as long as he remains in business. 

The manager of the Furnace Depart- 
ment, A. H. Coleman, was in the Air 
Service during the World War. He will 
use air service tactics this coming year 
to sell twice as many furnaces as in 1920. 
He says that there are Gilt Edge fur- 
naces that have been in service in Kala- 
mazoo for thirty years and are good for 
many more years to come. 

During 1920 the Muelenberg Sheet 
Metal and Roofing Works have installed 
nearly one hundred furnaces, but are 
looking forward to a better year in 1921. 

The Muelenberg Sheet Metal and 
Roofing Works moved to their new quar- 
ters, at 423-425 East Main Street, Kala- 
mazoo, Michigan, last spring. 

In the new location they have a large 
office and display room 25x30 feet with 
Mr. Muelenbergs’ private office in the rear. 

In addition, there is a shop 60x120 feet which af- 
fords ample space in which to store furnaces and roof- 
ing material. 

Mr. Muelenberg carries his sheets in piles on the 
floor instead of using racks. Most of the time he has 
from three to six tons of stock on hand. 

Besides, he carries an ample stock of Gilt Edge fur- 
naces, manufactured by R. J. Schwab & Sons Com- 
pany, Milwaukee, Wisconsin, and an extensive assort- 
ment of roofing material. Therefore, he is ready for 
any job in his line that may come up. 

Beginning January Ist, M. Van Haaften will be 
foreman of the Furnace Installation Department. C. 
DeSmit will be inside foreman of the Sheet. Metal De- 
partment. 

Mr. DeSmit has recently returned to Kalamazoo 
after spending three years in one of the largest col- 
leges west of Chicago where he was teaching mechan- 
ical drawing in the sheet metal department. 

The roofing department is in charge of Jim Murray 
who has served many years at the trade and has a wide 
experience embracing all types of buildings in many 
parts of the United States. 
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Cast Iron Smoke Pipe Improves 
Service of Warm Air Heater. 


The warm air heater, regardless of make, can be 
satisfactory only as long as it gives service. 





Muelenberg 





Sheet Metal and Roofing Works, Kalamazoc, Michigan. 


only partially satisfactory. 

A smoke pipe which becomes eaten out and permits 
of the possibility of sparks dropping out and causing 
fire is even less satisfactory. 

On the other hand, a smoke pipe that will last prac- 
tically a lifetime; that is indestructible from ordinary 
causes that affect other smoke pipes; a smoke pipe 
which once up is up to stay; which needs no replace- 
ment ; of which the first cost is the only cost; a smoke 
pipe that outlasts the furnace, is of as much import- 
ance to the trade as the furnace itself. 


These desirable qualities are said to be character- 
istic of the Knox Everlasting Cast Iron Smoke Pipe 
manufactured by the Waterloo Register Company, 
Waterloo, Iowa. 

The Knox Everlasting Cast Iron Smoke Pipe is 
furnished in sections to be bolted together. It is cast 
in one-half sections so that it can be tightened to fit 
openings. 

A commendable feature of this smoke pipe is that 
the sections are interchangeable to fit each other and 
that they nest closely for shipping. 

The Knox Everlasting Cast Iron Smoke Pipe is fur- 
nished in two-foot, one-foot, and six-inch lengths to 
enable fitting to any distances. 

The Waterloo Register Company declares that actual 
use under most adverse conditions has demonstrated 
that the Knox Everlasting Cast Iron Smoke Pipe is 
hole-proof, soot-proof, and wear-proof. 
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Over-size Warm Air Heater Is Recommended by Majority 
of Installers to Give Comfort Under All Conditions. 


In Severe Zero Weather a Furnace of Theoretically Correct 
Size Frequently Fails to Heat All the Rooms of a Dwelling. 


The rules for finding correct size of furnace for 
dwellings of given cubic capacity are only approximate- 
ly correct in their application. 

Take any two dwellings of identical construction 
znd you will find differences in the proportion of heat 


josses. 


have to fire it so often.” 

“I would prefer a furnace a little larger than the 
size big enough to heat the space,” says H. T. Maring, 
of Gettysburg, Pennsylvania. 

In the opinion of Martin Ludwig, Albany, Oregon, 
whose experience extends over several years of suc- 
cessful installations, ‘a futnace which is a little too 


A dwelling on a corner lot exposed to northeast 


winds is more difficult to keep 
warm in zero weather than a 
similar dwelling in a more 
protected location. 

The furnace which is of 
theoretically correct size for 
a dwelling in average winter 
weather often proves inade- 
quate when the mercury falls 
eight or ten or more degrees 
below zero. 

In such _ circumstances, 
forced draft and frequent 
firing do not suffice to give the 
comfort which the household- 
er has a right to expect from 
his furnace. 

Consequently, it is a wise 
thing to install a furnace 
which is at least one size larg- 
er than that which is theo- 
retically required for heating 
the dwelling. 

The over-size furnace has a 
reserve capacity which is most 
desirable and satisfying in 
emergencies. 

It may be said with consid- 
erable justification that one of 
the chief obstacles to wider 
popularity of the warm air 
heater is the failure of the 
warm air heater to give satis- 
faction in unusually severe 
cold weather. 

That this is the judgment 
and experience of numerous 
practical installers of. warm 
air heaters is quite evident 
from the majority of answers 
received from installers in re- 












HEN an engine or a 
typewriter or a saw or 
any other tool fails us in a 
critical moment, we are apt 
to condemn it without reser- 
vation. 

We do not stop to think of 
the satisfaction which we de- 
rived from it hundreds of 
times in the past. We think 
only of its failure in the pres- 
ent instance. 

It is pretty much the same 
with a warm air heater. No 
matter how satisfactory it 
may be in average winter 
weather, if it fails to keep us 
warm when a blizzard is rag- 
ing, we are likely to condemn 
it and to experience a sense 
of resentment against the in- 
staller who sold it to us and 
put it in. 

Rightly or wrongly, this is 
the usual slant of human 
nature. It is better, then, to 
prevent such untoward hap- 
penings than to try to explain 
them in advance of their oc- 
currence. 

On the ground of service, 
satisfaction and good will, the 
over-size furnace benefits the 
trade, serves the householder 
and prevents needless grum- 
blings and profanities. 













large is better than one which 
is not big enough for the 
house.” 

Frank D. Schneider, Presi- 
dent of Schneider Hardware 
Company, Oconto, Wisconsin, 
outlines his method of pro- 
cedure as follows: “We be- 
lieve in the over-size furnace, 
depending in what section of 
this country the furnaces are 
installed. We add Io per cent 
for every degree below zero, 
as we understand that the 
manufacturers’ ratings as 
given in their catalogues are 
based on outside temperature 
at zero. Consequently, larger 
size furnaces are required in 
places where there is much be- 
low zero weather.” 

The balmy breezes of sum- 
mer in Ames, Iowa, are often 
replaced in winter by icy 
blasts which are far from 
pleasant. John R. _ Jones, 
furnace installer of that town 
has built a fine business by 
having the wisdom to take this 
fact into consideration when 
estimating the size of the 
furnace to be installed. He 
writes that he is strong for 
the over-size furnace because 
it is better for the householder 
and better for the installer. 

Roger Keith of DesMoines, 
Iowa, says that he believes in 
the use of an over-size fur- 
nace: “if flue draft and fur- 
nace design and installation 





sponse to a questionnaire on the subject sent out by 
AMERICAN ARTISAN AND HARDWARE RECcorRD. 

The following responses may be said to be fairly 
typical of the general view in the retail trade: 

W. E. Foncannon, Ashland, Kansas, writes: “I 
think a furnace larger than is required gives the best 
service as you do not have to heat it to full capacity. 
Moreover, it will not burn out so quickly, nor do you 


ere conducive to get combustion with slow fires usually 
in oversize jobs.” 

Joseph Harmon of Duluth, Minnesota, states that 
he always figures 25 per cent in that cold weather cli- 
mate. “Too large a furnace,” he says, “is a good 
fault. The first cost to manufacture a small furnace 
over that of a large one is not very much. Therefore, 
it ought not to cost much more to put in a big furnace 
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that is sure to take care of all kinds of cold weather.” 

The Lawrence-Henry Furnace Company, Uhrichs- 
ville, Ohio, declares: “We never heard of an over- 
size furnace. We thought the bigger the furnace the 
better. Too many furnaces are installed which are 
altogether too small for the purpose for which they 
are intended, namely, to give healthful, comfortable 
heat under all conditions of temperature.” 

“T find where the under-size furnace is installed, it 
is frequently overheated and soon burns out,” is the 
report of S. J. Beard, Republic, Ohio. 

The policy which is unmistakable in its practical 
benefit to all concerned is announced by the Churchill 
Hardware Company, Galesburg, Illinois, in answer to 
the questionnaire, namely, “We always put in fur- 
naces very much over-size.”’ 

H. B. Huffaker, Manager Furnace Department of 
P. C. De Vol Hardware Company, Council Bluffs, 
Iowa, answers as follows. “We sell a pipeless furnace 
and will not install one whose rated capacity is not at 
least from 5,000 to 10,000 feet over cubic contents plus 
addition for outside walls and glass for building to be 
heated.” 

One of the most enterprising installers in Nebraska 
is W. W. Pascoe of Chadron, Nebraska. He has de- 
veloped a lucrative trade through intensive advertising 
and high grade service. He says: “I always put in 
an over-size furnace and find it will last longer and 
give better service.” . 

Even the most enthusiastic advocate of the North 
Dakota climate will not go so far as to say that its 
winters possess the mildness of Palm Beach. In 
North Dakota a furnace must be big enough to give 
continuous satisfaction during the severest months 
of winter. That is the reason why O. H. Neuenfeldt, 
Enderlin, North Dakota, emphatically affirms his be- 
lief in the over-size furnace as being better for the 
furnace installation business and better for the house- 
holder. 

The Perryville Hardware Company, Perryville, 
Missouri, states: “We always advocate a larger fur- 
nace than absolutely necessary.” 

Qualifying his belief in the advantage of an over- 
size furnace, A. C. Buzzard, Holly, Michigan, says: 
“The furnace should not be too large. Give the next 
larger size the benefit of any doubt.” 

Being in business for his own good and desiring 
to enlarge his trade, through the good will of satis- 
fied customers, Mr. C. M. Bronson, Lewiston, Idaho, 
says that he finds the over-size furnace a good adver- 
tisement. It gives satisfaction. It takes care of cold 
weather emergencies, and he never gets any com- 
plaints. Therefore, he feels free to refer to such cus- 
tomers when soliciting new business. 

The Prange-Geussenhainer Company, Sheboygan, 
Wisconsin, holds a somewhat different opinion re- 
garding the oversize furnaces from the general run 
of installers, saying: ‘A furnace may be barely ade- 
quate for eight or ten days of the heating season, of 
sufficient size for eight or ten weeks of the heating sys- 
tem and much too large for the remaining part of the 
cold period when people need a fire to keep comfort- 
able. 

“Therefore, it is hard to say what really constitutes 


an over-size. Ninety-nine out of hundred consumers 
say a furnace is being crowded when you have the 
draft open and admit as much air as is necessary for 
proper combustion. 

“Every now and then some house owner has taken 
out a large furnace and substituted a smaller one, 
but you never hear him make a holler. Invariably, 
when the cold weather sets in and a brisk fire is neces- 
sary the claim is made the heating apparatus must be 
crowded. 

“In our opinion it is better for the householder to 
have a furnace just large enough for the cold weather, 
which at the most lasts only a few days or weeks and 
at all other times during the winter the furnace is an 
over size. 

“The dealer’s standpoint, however, is different, he 
must cater to the customer a great many times against 
his better judgment.” 

Beyond doubt, a furnace one size larger than the 
theoretically adequate furnace is advisable in most 
circumstances. The warm air heater trade has strong 
competition from other systems of heating. It be- 
hooves every one connected with the industry, there- 
fore, to give the utmost service and satisfaction. 

There is no room for controversy regarding the 
superiority of the warm air heater over other types 
of heating. 

If the warm air heater is to gain wider acceptance 
throughout the country it must be through intelligent 
adaptation of the warm air heater to requirements of 
individual dwellings. 

As several installers have pointed out, it is better to 
make an error on the side of bigness than to iristall 
a heater which is not sufficient to give comfort under 
all conditions of temperature. 





Emphasizes the Rightness of 
the Farris Furnace. 


By C. H. Spaulding of the Farris Furnace 
Company, Springfield, Illinois. 

The manufacturer who builds a new machine from 
the ground up has a great opportunity. 

He is not bound by self-interest, nor constrained to 
conform to obsolete patterns and methods. 

Joseph Farris, proprietor of the Farris Furnace 
Company, Springfield, Illinois, realized this opportun- 
ity when he brought out the Farris furnace some five 
years ago. 

His only aim was perfection in his product, leaving 
problems of production and marketing for secondary 
consideration. 

The result is the Farris furnace, and the standing 
that it attained at once reflects its merit. 

The large combustion dome combined with the pre- 
heated draft over the fire solves the problem of ef- 
ficiency in soft coal combustion, while the air tight and 
gas-proof construction is a unique feature of the Farris 
furnace. 

The grate, the shaking mechanism, the drafts, in 
short, all details have been made to conform to the 
Farris standard of quality. 

The favor with which the furnace is received wher- 
ever it goes is constantly renewing the dealers’ con- 
fidence in the rightness of this furnace. 
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Chimney of Right Proportions 
Is Essential to Furnace. 


By N. W. Taplin, President and General 
Manager, Taplin Furnace Company, 

Grand Rapids, Michigan. 

Because much time and money has been expended 
in designing and building improved types of warm air 

furnaces. which would 
~|make for greater 
 |economy in heating, 
it would be no more 
than fair for archi- 
tects and builders to 
do their part in fur- 
nishing chimney flues 
of the proper size, 
“|shape and height, to 
insure the furnace do- 
ing the work for 
which it was intend- 
ed, and in an econom- 
ical manner. 

A study of the size 
and shape of the aver- 
age chimney flue to 
which the heating con- 
tractor is compelled 


N. W. Taplin, President and Gen-;, attach a furnace 
eral Manager, Taplin Furnace 
Company, Grand Rapids, Mich-shows a wonderful 


igan. discrepancy in the de- 
signing and building of these chimneys. 

A furnace itself has no draft, although the satisfac- 
tory and economical operation of the furnace depends 
more on this one item than on any other. 

The furnace may have been installed in such a man- 
ner that it could not be criticized, and yet it might con- 
sume an unreasonable amount of fuel from which a 
fair amount of heating value could not be obtained. 

In view of the importance of an adequate chimney 
flue in the operation of a warm air furnace, let us say 
a few words regarding the proper size and shape which 
these chimney flues should be and the reasons why 
they should be so shaped. 

There are two movements within our Solar Sys- 
tem, one of which requires all primary planets to rotate 
from west to east, each rotation constituting a day, 
and the other the movement of all primary planets 
which revolve around their sun in the same direction 
in which they rotate on their own axis, or west to 
east. 

I shall not attempt to describe in detail the different 
currents of air caused by these two movements, but 
will state that the circular movement of smoke or 
heated air rising in a chimney flue is always from 
right to left. 

This can be easily demonstrated in your own home 
by making three sections of chimney flue of the same 
proportions as found in the ordinary house heating 
chimney. 

‘ake some cardboard and make one section 4 inches 
by 4 inches by 2 feet, one section 4 inches by 8 inches 
by 2 feet, and one 4 inches round, leaving a hole at 
bottom of each to supply draft. 
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Now blow smoke into the bottom of the 4 by 4 sec- 
tion and watch its motion. 

You will ‘note that it travels in a circular motion, 
from right to left, and the rising column is 4 inches 
in diameter. 

Next try the 4 by 8 section, having twice the area, 
and you will note results are the same, the rising col- 
umn having a diameter equal only to the smallest di- 
mension of the rectangular flue, and leaving the bal- 
ance of the flue as a creator of down drafts to work 
against the rising column of smoke. 

Next try the 4 inch round section, and you will note 
that the rising column of smoke conforms exactly to 
its diameter. 

Thus it will be seen that a round flue is the best, 
because of the fact that the smoke traveling in a cir- 
cular motion, the entire area of the flue is utilized. 

To apply this in practice, let us suppose we have a 
furnace requiring an 11 inch smoke pipe, with an area 
of 95 square inches. 

Were this furnace attached to an 11 inch round 
chimney, or one 11 inches by 11 inches, the furnace 
would work satisfactorily, but were we attaching it to 
the commonly used 8 inch by 12 inch flue, having an 
area of 96 square inches, it would not do the best work, 
because of the fact that the smoke rising in a circular 
motion, the greatest diameter of the rising column 
could not be greater than 8 inches, or the smallest di- 
mension of the rectangular flue. 

Thus we would be attaching a furnace requiring 95 
square inches of flue capacity to a chimney having but 
50 square inches actual available capacity, with what 
dire results many of us have learned to our sorrow. 

A 4 inch by 12 inch flue has no advantage over a 
4 inch by 4 inch flue, and an 8 inch by 12 inch flue 
has no advantage over one 8 inches square, in fact is 
not so good on account of space being provided to 
encourage down drafts. 

The ideal chimney flue is round, of good height, and 
should equal or exceed in area that of the smoke neck 
of the furnace attached to it. 

An extra damper placed in this flue directly above 
the point where the smoke pipe enters is also advisable, 
as there will be times when the regular damper will 
not be sufficient to control the draft. 

Also avoid deep air pockets in the bottom of the 
chimney flue, extending the flue proper only to a 
point just below where smoke pipe enters, and in no 
case leaving more space than sufficient to accommo- 
date a 2 inch by 8 inch cleanout door. 

It is safe to say that when a manufacturer recom- 
mends an II inch smoke pipe for a certain size fur- 
nace, that there is a reason for it, and any attempt to 
reduce this area is bound to bring disastrous results, 
part of which is often times laid at the manufacturer’s 
door when in reality he is in no way to blame. 





It is not the place nor the condition, but the mind 
alone, that can make one happy or miserable.—L’Es- 
trange. 
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The Pipeless Warm Air Heater Has Gained a Definite 
Position of Service for Certain Types of Dwellings. 


Gone Are the Pioneer Days of the Pipeless When Exaggerated 
Claims Caused Distrust and Ill Feeling in the Trade. 


Progress always involves the overcoming of preju- 
dices. With extremely few exceptions, every advance- 


ment in civilization and every radical improvement in mune. 


mechanical processes have encountered more or less 


virulent opposition. 

The first steam boat 
was laughed at as a fool- 
ish device which would 
never become practical. 

The telephone and nu- 
merous other inventions 
were objects of ridicule 
during their experimental 
stage. 

It is a peculiarity of hu- 
man nature to be skeptical 
of anything which marks 
a departure from estab- 
lished custom and habit. 

The pipeless furnace 
was no exception to the 
rule. It received more 
than its share of abuse and 
condemnation in the early 
days. 

The first manufactur- 
ers and advocates of the 
pipeless warm air heater 
had the enthusiasm of 
their convictions—an en- 
thusiasm more fervent 
than practical. 

They dreamed great 
dreams. They had visions 
of marvelous accomplish- 
ments. Their imagina- 
tions swept them forward 
over all obstacles. They 
rode on air. 

In the excusable fervor 
of their hopes, they made 
claims of performance for 
the pipeless furnace which, 
unfortunately, were not 
realized and, perhaps, 
could not be realized in 
practice. 

Their advertising de- 
partments got the fever 
from them, and almost 
exhausted the supply of 
superlative adjectives 
in describing what 
the pipeless furnace 
would do in all circum- 
stances. 


Not every fever is contagious. Therefore, there 
were many dealers and installers who remained im- 


They looked with suspicion upon the highly colored 


language of the advertisements. Many of them put 


Not many years ago the warm air 
heater industry was seriously dis- 
rupted by arguments for and against 
the pipeless furnace. 

Much bitterness was developed in 
the controversy. The pipeless was 
looked upon by many as a disrupting 
factor. 

It was freely predicted that the trade 
would suffer great loss of prestige by 
reason of the defects and limitations 
of the pipeless furnace. 

In some quarters an active fight was 
carried on against the new system of 
one pipe furnaces and the matter was 


taken into the colums of trade journals. 


By degrees the rancor of the dispute 
gave way to less passionate exchange 
of argument. 

Bit by bit prejudices on both sides 
dissolved into friendly comparison of 
ideas and experiences. 

Now, at the end of the year 1920, 
the pipeless warm air heater has won 
a position of well defined service from 
which it can not be ousted without 
damage to the general well being of 
the industry. 

From the criticisms which were so 
freely expressed during the formative 
stage of the establishment of the pipe- 
less warm air heater grew certain 
definite advantages, which are em- 
bodied in the present type of pipeless 
furnace to the benefit of the customer 
and the profit of the manufacturer. 


Although in retrospect there is much 
to be regretted in the animosities which 
characterize the early days of pipeless 
furnaces, nevertheless, they were not 
wholly an unmixed evil. They stimu- 
lated the advocates of the pipeless 
furnace to make such efforts and im- 
provements as would strengthen their 
position against the attacks of their 


opponents. 





their objections into more 
forcible language. 

Thus it came to pass 
that the exaggerations in 
favor of the pipeless fur- 
nace were matched by de- 
nunciations as _ illogical 
and extreme as the claims 
were extravagant. 

In spite of these un- 
favorable conditions, how- 
ever, a demand was cre- 
ated for the pipeless fur- 
nace on the grounds of its 
lower cost and lessened 
expense of installation. 

Gradually, experience 
demonstrated the limita- 
tions within which the 
pipeless furnace gave com- 
plete satisfaction. 

Today the pipeless 
warm air heater has won 
a sure place and is capable 
of performing a satisfac- 
tory service for certain - 
types of dwellings. 

In answer to a ques- 
tionnaire sent to furnace 
manufacturers by 
AMERICAN ARTISAN AND 
HARDWARE Recorp the 
prevailing judgment and 
experience with reference 
to pipeless furnaces may 
be summed up as follows: 

The Modern Way Fur- 
nace Company, Fort 
Wayne, Indiana, replied 
that the structural condi- 
tions of a dwelling most 
favorable to the use of a 
pipeless warm air heater 
are “good openings and 
the house of square type 
or compact so that the 
heat does not have to 
travel far or through small 
and low doors.” 

“Open stairway, doors 
extending nearly to the 
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ceilings, a good open interior, or the use of grills at 
ceiling or floor lines,” are specified as the most favor- 
able conditions for the installation of a pipeless fur- 
nace by the May-Fiebeger Furnace Company, New- 
ark, Ohio. 





According to the Edwards Heating Company, Wells-. 


boro, Kentucky, the most favorable structural condi- 
tions for the pipeless warm air heater are: “Plenty of 
arches and open wherever possible.” 

In the opinion of the Huron Furnace Company, 
Huron, South Dakota, the pipeless warm air heater 
may be used to advantage in any ordinary sized dwell- 
ings, churches, or business buiidings. 

H. V. Bayse, President American Furnace Company, 
St. Louis, Missouri, answers the question as follows: 
“A one story sma!l cottage is most favorable for the 
pipeless warm air heater. 
However, we still maintain 
that regular pipe installation 
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the distribution of the currents of warm air, the better 
the results gained.” 

According to the Hess Warming and Ventilating 
Company, Chicago, Illinois, the pipeless furnace gives 
best results in a house with rooms that have “liberal 
side openings from room to room; compact form of 
house; heat-retaining construction; the storm sash, 
etc.” 

Roger Keith of Keith Furnace Company, Des 
Moines, Iowa, gives it as his judgment that the struc- 
tural condition of a dwelling most favorable for the 
use of a pipeless warm air heater where: “Wide open 
doors, open stairway, and compact small dimensions.” 


A house built on the daylight plan or square with 
place in the center of building for the register and 
transoms or grill work over the doorway is specified 
as most suitable for the pipe- 
less warm air heater by John 
H. Gundersdorf, Sales Man- 


with a bottle top casing with 
one large register over the 
same with a separate cold air 
pipe kept away from the air 
casing is much better in the 
same house. We make that 
statement as makers of both 
types of furnaces.” 

The square house with a 
hall in the center is deemed 
the most suitable for effective 
service from a pipeless warm 
air heater by the Hammond 
Heating Company, Cincinnati, 
Ohio. 

In the judgment of I. M. 
Adams, Manager, Furnace 
Department, The Favorite 
Stove and Range Company, 
Piqua, Ohio, the house best 
adapted for the-pipeless warm 
air heater is: “A compact 
dwelling with open stairways 
and large doors and archways 
between the rooms with com- 
paratively low ceilings.” 

“All rooms should connect 
so that there will be free 






[N the main, dealers and in- 
stallers agree with manufac- 
turers as to the most suitable 
conditions for the installation 
of a pipeless warm air heater. 

For the most part, the men 
engaged in the actual work of 
installing furnaces have the 
advantage of practical experi- 
ence. With comparatively few 
exceptions they keep in touch 
with the job after it has been 
completed. 

If there are any complaints, 
they are the first to receive 
them. The manufacturer is 
remote. The dealer is on the 
ground. He gets all the facts 
in full detail, without any sift- 
ing and summarizing and ton- 
ing down. 

Consequently, what dealers 
have to say about the scope of 
usefulness of the pipeless, warm 
air heater is of utmost signifi- 
cance to the trade in general. 


rill HMMA LULL 


ager, S. P. Sexton Stove Man- 
ufacturing Company, Balti- 
more, Maryland. 

“The occupant is a more im- 
portant factor than the struc- 
tural conditions of a dwelling,” 
is the affirmation of the Camp- 
bell Heating Company, Des 
Moines, Iowa. “However, 
cased opening and open stair- 
ways are essential unless grills 
are used freely in walls and 
ceilings.” 

The Sterling Furnace Com- 
pany, Grand Rapids, Michi- 
gan, says that the type of 
dwelling most suitable for the 
pipeless furnace is one that is 
“squarely built with open 
doorways and rooms not iso- 
lated.” 

Among dealers and install- 
ers of warm air heaters, there 
is a remarkable agreement of 
opinion regarding the type of 
building best adapted for sat- 
isfactory use of the pipeless 
furnace. 


It is to be noted with pleasure that service is empha- 





circulation of air through open doors or through trans- 
soms when doors are closed,” declare the Wells Fur- 
nace and Supply Company, St. Louis, Missouri. “If 
more than one story, the floor should be connected by 
an open stairway and the upper floor should have free 
air circulation as stated for the first.” 

The most suitable conditions for a pipeless warm 
air heater are tersely stated by the Majestic Company, 
Huntington, Indiana, as: “A square open house with- 
out a hall.” 

The Chattanooga Roofing and Foundry Company, 
Chattanooga, Tennessee, declares that: “In order to 
do its work, the air from the pipeless furnace of the 
Cahill type must be given free passage to all parts of 
the house which it is desired to heat. In order to heat 


a dwelling, the furnace must be able to get at the dwell- 
ing. The freer the circulation and the more equitable 


sized by dealers and installers as the chief factor in 
their business. 

J. N. Dyer, Morristown, Tennessee, prosperous 
sheet metal contractor and furnace installer, declares: 
“T believe that the idea of a true service given is the 
thing that will insure confidence and maintain a lasting 
patronage. I can not see how a dealer who knows 
nothing about warm air heating business, who sells 
and recommends pipeless furnaces for all kinds of 
houses and installs even pipe furnaces with unskilled 
labor, and who is not a practical sheet metal man, can 
do a first class job—a job that will be a credit to the 
heating trade. Such is the case in many places. I 
think this will result in the greatest hindrance to the 
heating business.” 

It is the experience of James McGonigal and Son, 
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Loyal, Wisconsin, that buildings best suited for the 
pipeless warm air heater are houses without extended 
wings. 

W. Covell and Sons, Waterloo, Iowa, answered the 
question tersely by saying: “Very small ones.” 

The one room house or a house having the effect of 
one big room, is considered the most suitable for the 
pipeless warm air heater by B. F. Stow, Wyanet, IlIli- 
nois. 

N. D. E. Richards and Son, Roanoke, Indiana, state 
that dwellings best adapted to pipeless furnaces are 
open houses, no matter how large, if the furnace is 
properly installed. 

“Any kind of building that is open for the free cir- 
culation of air,” is suitable for the pipeless warm air 
heater in the judgment of C. F. Bemis, Ruthton, Min- 
nesota. 

Frederick Y. Jensen, Ephraim, Utah, says: “I think 
the pipeless furnace is the only heating system for 
several reasons. First it is fool proof. You can fire 
it at any time. No water, no valves, no leaks, no 
bursting of pipes, nothing to worry about, yet it pro- 
duces a circulation of air that can not be produced 
by steam or hot water heating systems.” 

A significant statement is made by W. H. Williams, 
Baltimore, Maryland. He says: “When heating with 
steam or hot water, the change of air from the cracks 
and openings of doors is considered sufficient. The 
pipeless furnace has convinced a large number of fur- 
nace heating contractors that it is not necessary to heat 
the cold air from the outside of the building and that 
large quantities of coal have been wasted by this old 
method. : 

“T use the Majestic Duplex System only,” he writes, 
“and it has suited for all buildings that can be heated 
with a furnace.” 

D. D. Devore, Oquawka, Illinois, answers that dwell- 
ings of one story with plenty of openings between the 
rooms are best suited for a pipeless furnace. 

One room stores or shops are considered most suit- 
able for the pipeless warm air heater by Charles Hahn, 
Chicago, Illinois, who is well known to the trade locally 
under his happy slogan of “Hoot mon.” 

John A. Pontius, Geneva, New York, E. W. Leppla, 
Seaside, Oregon, Joseph Harmon, Duluth, Minnesota, 
and A. E. Packer, New Philadelphia, Ohio, say that 
the pipeless warm air heater is best adapted for a one 
room house. 

“The pipeless furnace is best suited to any compact 
buildings with large openings between the rooms and 
cpen stairway,” in the opinion of Prange-Geussen- 
hainer Company, Sheboygan, Wisconsin. 

C. L. Epps, Van Wert, Ohio, says that the pipeless 
warm air heater is not suitable for any building “as 
you can not get rid of the draft over the floor. Ifa 

1an does not want a complete pipe job, then I try to 
sell him a three register job, one warm air register 
and two cold air registers, placed at outside walls. I 
have never had any complaints. I have changed pipe- 
less jobs to three register jobs.” 

“T have no use for the pipeless furnace,” emphatic- 
ally declares W. F. Kasbohm, Van Wert, Ohio. “I 
use the Majestic heating system and that is a pipeless 


pipe job.” 


C. R. Oberhaltzer, Angela, Indiana, considers the 
pipeless warm air heater “best adapted to a house with 
colonnaded and large openings between the rooms.” 

Dwellings, stores, churches, and so forth, are all suit- 
able for the use of the pipeless warm air heater in the 
opinion of A. R. Chandler, Sylvania, Ohio. 

A building which is open throughout to permit a 
full circulation of air is best adapted for the pipeless 
warm air heater in the opinion of S. J. Pelz, Clinton, 
Wisconsin. 

In conclusion it is well to call especial attention to 
the answer of the Campbell Heating Company, Des 
Moines, Iowa, namely, that “the occupant is a more 
important factor than the structural condition of the 
dwelling.” 

Therefore, it is highly important that the installer 
of the pipeless furnace give clear and explicit instruc- 
tions regarding the best method of operation so that 
the householder may bestow intelligent care on the 
heater and thus derive satisfaction. 





Well Known Furnace Men 
Form New Company. 


One of the best known men in “Warmairheaterdom” 
is Walter Wimmer, President of the recently or- 
ganized St. Louis Heating 
Comany, manufacturers of 
“Home Comfort” warm air 
heaters. 

Mr. Wimmer for 
twenty-two years in charge 
of the warm air heater de- 
partment of the Wrought 
Iron Range Company, St. 
Louis, Missouri, and as 
such had much to do with 
the progress which has 
been made in that industry 
during that period. He is 
also prominent in the coun- 
cils of the Sheet Metal 
Contractors’ Association of 
St. Louis and of the Na- 
tional Association of Sheet 
Metal Contractors, having served as President of the 
former and Trustee of the latter. 

When last summer Mr. Wimmer had an opportunity 
to secure control of the patents, patterns, machinery, 
tools and good-will of the furnace department of the 
old company, he took advantage of it at once, organiz- 
ing with two other men, also connected with this de- 
partment, the St. Louis Heating Company, and in the 
six months which have passed since then, the new 
Company has demonstrated that the principles under 
which it does business are not only sound but appeal 
strongly to the local installer of warm air heating ap- 
paratus. 

William A. Tooker is Vice-president and Secretary, 
and Henry Meisinger is Treasurer, and both are highly 
experienced in the manufacture and installation of 
warm air heaters, having occupied important positions 
with the old organization for twenty years or more. 


was 





Walter Wimmer. 
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The Work of the Research Bureau of American 


Society of Heating and Ventilating Engineers. 


This Is the Last Public Address of John R. Allen, Director 
of the Research Bureau, Given a Few Days Before His Death. 


Reprinted by Permission from the November Journal of the American Society of Heating and Ventilating 
Engineers. 


This address by Director Allen of the American 
Society of Heating and Ventilating Engineers’ Re- 
search Bureau, was presented at the opening meeting 
of Eastern Pennsylvania Chapter held at the Engi- 
neers’ Club of Philadelphia, on the evening of October 
14th. As this was his last public appearance prior to 
his death on October 26, 1920, and as his talk was 
characterized by many intimate touches of his wonder- 
ful and lovable personality, Eastern Pennsylvania 
Chaper has offered the following report of the meeting 
for the benefit of those of the membership who have 
been interested in the development of the Research 
Bureau in general and Director Allen’s remarkable in- 
fluence upon it in particular. The address was, how- 
ever, extemporaneous and not given from notes. 
Therefore if any of his statements are found incom- 
tlete or obscure, correspondence is invited by the Pub- 
lication Committee, in order that proper explanation 
may be made. 

I am certainly very glad to have another opportunity 
to talk to the Eastern Pennsylvania Chapter. It is a 
real live Chapter and it is a pleasure to talk to such a 
Chapter. 

The Research Bureau of the Society is a live sub- 
ject and I am going to give you a resume of what it is 
doing and what it expects to do. When it was started 
at Pittsburgh, there were only a few offices. Now, we 
have three good-sized offices and a small laboratory, 
which the Bureau of Mines has just fitted up for us. 
We have. a constant-temperature room just finished, 
and the Bureau has agreed to give us another room 
which they are going to provide for our refrigerating 
machinery. We have also now in use the larger labo- 
ratories down at the power house in connection with 
the experiments on large boilers, etc. 

In our personnel at the Research Bureau we have 


Mr. O. W. Armspach, who was formerly with Dr. Hill. 


of Chicago and Mr. F. C. Houghten, who was formerly 
connected with the Bureau of Mines, having charge of 
the heat transmission work in the Research Depart- 
ment; also a very excellent Secretary, Miss Eleanor E. 
Mellon. The Bureau of Mines is contributing the sal- 
aries of a draftsman and a designing engineer, and are 
about to offer the services of two more members of its 
staff as assistants. Therefore, before the end of the 
year, we expect to be very well equipped in the Bureau 
for our work. 

The work of the Bureau is divided into two parts— 
the work in Pittsburgh and the work outside of Pitts- 
burgh. The Committee has felt that the opportunities 
outside of Pittsburgh are very large; there are a great 
many laboratories in this country, largely in connection 
with colleges, that have had no very definite aim in 





their work and we have been trying to coordinate them 
to assist us in carrying out this experimertal work. 


At the present time, we are carrying on at the Uni- 
versity of Minnesota experiments on radiation losses 
from radiators ; also some experiments on heat trans- 
mission. At the University of Michigan, we are carry- 
ing on a series of experiments on heat losses from 
pipes buried in the ground; and also experiments on 
friction losses in elbows and fixtures in the piping of 
hot water systems. 

At Pennsylvania State College, we are starting some 
work on the heat transmission of building materials ; 
this college has done a great deal of work along that 
line and the Bureau is céoperating with them and ex- 
tending them their work. 


We have been for some time trying to decide how to 
do that work ; the previous method of determining heat 
iosses has been the box method—after figuring on the 
box method and its accompanying troubles, we have 
determined to use the plate method, which is recom- 
mended by the Bureau of Standards at Washington. 


‘In our first experiments, we will use both methods, to 


find out which results are more accurate and more 
easily obtained. 

At Rensselaer Polytechnic Institute, we are arrang- 
ing to carry on experiments on the heat gradient 
through glass; also on infiltration and on our new 
ventilation standard. 


At Yale University we are experimenting on the 
electric boiler method of testing radiators. Similar ex- 
periments are also being made at the plant of the 
American Radiator Company in Buffalo where they 
are building an equipment according to our designs. 


At Minneapolis we expect very shortly to take up 
2. very interesting series of experiments. The City of 
Minneapolis has built a school building in which there 
is installed the ordinary fan system of ventilation ; then 
they will install in addition, the uni-vent system, the 
window system of ventilation, and the ozone system, 
each in different rooms; and we are going up there to 
analyze the results according to the ventilation standard 
adopted by the Society at St. Louis, Hf these experi- 
ments turn out at all satisfactory, I think we will have 
some very interesting data to discuss before the So- 
ciety. We have long looked for an opportunity of this 
kind. 

At the Bureau in Pittsburgh, we are starting work 
on infiltration of air through building walls and win- 
dows. We are also testing some boilers in accordance 
with the American Society of Heating and Ventilating 
Engineers’ Heating Boiler Testing Code, in order to 
correct and perfect that Code. At the annual Meet- 
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ing, we will have some suggestions to make for refine- 
ment of the testing code. 

We are also carrying on a series of experiments in 
connection with the Bureau of Mines on dust. You 
perhaps do not realize the importance of dust, because 
most of you are young, but as you get older you will, 
because most of us old fellows die of pneumonia; and 
dust is the reason for pneumonia. 

The Bureau of Mines has already worked for about 
a year on this investigation and we are participating 
in it with them. We will take it up more in detail later 
as We arrive at some conclusion. 

One of the things that I want to present tonight is 
the subject of ventilation. The Society, at its St. Louis 
meeting last. May, took the most important step in its 
history in adopting a standard for ventilation—a thing 
the Society had been trying to do for 20 years. Now 
we have that standard before the Society, and I am 
not sure that all the members are familiar with the 
standard in detail and really know what it aims to do. 

First, it might be well to state a few fundamentals 
regarding physiology, as I find in my travels that some 
people are not familiar with all the workings of the 
human system in connection with ventilation. 

The very first thing we meet with in ventilation is 
that it has nothing to do with the chemical action in 
the lungs. As far as the chemical action of the lungs 
is concerned, you can neglect it. 

A man’s lungs will breathe anything within reason— 
they are wonderful apparatus in that respect. We 
breathe in our cities the dirtiest kind of air without any 
effect chemically. A man’s lungs will stand concen- 
tration of carbon dioxide up to 500 parts in 10,000, 
when our former standard of ventilation used to be 10; 
we can therefore forget carbon dioxide as far as venti- 
lation is concerned. 

As far as the chemical analysis of the air is con- 
cerned, the air inside a room is chemically just the 
same as outside; we find practically no chemical dif- 
ference. 

A man is exactly like a steam boiler. He breathes 
oxygen in the air and eats carbon and hydrogen and 
unites those in the blood by a process called metabol- 
ism; and metabolism takes place throughout the entire 
system, so that a man’s grate bars—his furnace where 
he burns the coal—is throughout his entire system. 

After he turns that carbon and hydrogen into carbon 
dioxide and water (he doesn’t form carbon monoxide 
but makes complete combustion), he carries it into the 
lungs where it is released, the carbon dioxide and water 
being taken out by the air, which he breathes, in the 
form of water and carbon dioxide. 

Our lungs always contain about 400 parts in 10,000 
of carbon dioxide—about 100 times the carbon dioxide 
that is contained in the air—and the air issuing from 
our lungs is practically saturated with water. 

Thus, the principal function of the lungs is to re- 
move the carbon dioxide and the water. A man does 
not breathe very much air; roughly speaking, he 
breathes about 22 cubic feet of air an hour. So far 
as the question of breathing is concerned, it does not 
take much air for a man. 

The most important function is the control of tem- 
perature in the body; there is no function more ac- 


curate in the human system than temperature control. 
If our temperature rises more than 5 or 6 degrees they 
put us in bed; if it rises 8 or 10 degrees they put us in 
a coffin. 

Temperature in the human system is controlled by 
loss of heat in three ways: by radiation, by convection, 
and by evaporation. 

The latter is the process by which most of the con- 
trolling is accomplished; that is, our radiant heat re- 
mains practically the same, but the evaporated heat 
varies very largely, and evaporation is produced by 
secreting moisture on the skin, which moisture is 
evaporated. 

For the moisture to evaporate we must have proper 
temperature, humidity and circulation; so our temper- 
ature control is subject to three things: temperature, 
humidity and circulation, and those are the three most 
important things in ventilation. 

We have, however, other factors such as germs. I 
might speak of dust first. Dust and germs go together. 
There is no such thing as an air-borne germ. All air- 
borne germs, so the physiologists tell us, are dust- 
borne, and the germs ride on the dust, and when we 
have high dust count, we have high germ count—al- 
most always. 

Odors are psychological, and, of course, anything 
that affects our psychology may affect our physiology. 
During the war the Bureau of Mines got up an odor 
that would make anybody sick at his stomach, so it 
will be seen that certain odors may affect us physio- 
logically. We have not as yet, however, any good 
means of measuring odors. 

Dr. Hill has a scheme, using limburger cheese solu- 
tions of different density and an investigator going into 
a room, smells the odor in the room and then the dif- 
ierent solutions. But the troubie with a. man’s nose 
is that it has a “movable zero;” he smells with it for 
a while and after a certain period he doesn’t smell an 
odor any more. So he has ‘to establish a new zero 
point every time he takes a smell. 

That is practically one of the most unsatisfactory 
features of ventilation, and the only way of reducing 
odors today that we are thoroughly positive of, is by 
introducing air that does not contain odors. 

Dust is a very important subject. We are not giv- 
ing near enough attention to it. We have been testing 
air at Pittsburgh every day of late, and incidentally we 
get about 4 parts in 10,000 of carbon dioxide on nor- 
mal days ; out in the country about 3% parts of carbon 
dioxide in 10,000 will be found. 

The other morning we had one of those foggy days 
in Pittsburgh and got 7 parts of carbon dioxide in 
10,000; that was followed by a still foggier day, when 
we got 8.1 parts in 10,000, which was more than I 
thought ever occurred in natural air. 

When we tried to get a dust count, the plate showed 
nothing but a smudge of dirt; which we could not 
count. That is the condition of the Pittsburgh air, and 
most cities in the East are about as bad as that, and 
that is what is killing the inhabitants of the cities by 
pneumonia. 

Of course it does have an effect on tuberculosis, but 
I doubt if it has nearly as much effect as on pneumonia. 

If most of the people of the United States are going 
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to insist on coming into the cities to live, we will have 
to take care of their health. 

We have Commissions to investigate the water sup- 
ply of the city, but we can go without water for a long 
time—24 or 36 hours. We have Commissions also to 
investigate food, but we can go without food for 60 
days or over. 

However, we can not do without air for 5 minutes 
without becoming a dead one, so our air is more im- 
portant than our food and water, yet we give no con- 
sideration to air. 

We do not know enough bout it; but there are a 
great many agencies at work at the present time that 
are making very careful investigations of air condi- 
tions. 

I now desire to present in Figure 
I, a chart prepared by the Board of 
Health of Chicago, which I think 
was originally the work of Professor 
Sheppard, devoted largely to the ef- 
fect of wet and dry bulb temperature 
and movement of air. If we take a 
room at 70 degrees Fahrenheit with 
a wet bulb at 60 degrees, it shows a 
per centage of humidity between 50 
and 60 per cent—about 55 per cent. 

What we are really concerned with 
is only wet bulb—a man is a wet- 
bulb thermometer, and he is only 
concerned with the wet bulb, so far 
as comfort is concerned. 

The dry bulb does not tell us any- 
thing about comfort. We can per- 
spire in a room with a temperature 
of the air at 65 degrees, or we can be 
cold at 80 degrees if we have the 
right humidity. When we say that 
the temperature of a room should be 
70 degrees it does not mean anything. 
It should correspond with the humid- 
ity, and has nothing to do with the 
dry bulb temperature. 

This chart is made from experi- 
ment. With no air movement and 
with a man at rest, 56 degrees is a 
comfortable temperature; but as the 
air movement increases and gets up 
to 320 feet, we can go to a tempera- 
ture of 63 degrees and still be com- 
fortable by the wet bulb. 

As a man does more and more 
work he is comfortable at lower and 
lower temperatures ; that is due large- 
ly to lung action. 

Dr. Henderson of Yale has lately 
been making a series of experiments 
on the effect of carbon dioxide in 
connection with the New York and 
New Jersey tunnel. 

That work shows that when a man 
is at rest, he breathes a certain amount of air, but when 
he goes out and takes a walk he breathes almost twice 
as much; and that when a man is working actively he 
breathes one and one-half times as much as when at 
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rest. That is why he can stand high wet-bulb tem- 
perature. 

If a man is doing light work and there is an air move- 
ment of -I150 feet, the wet-bulb temperature is'59 de- 
grees. That is a degree too high—higher than it ought 
to be by a little more than 1 degree. 

Dr. E. V. Hill, President of the Society, has devised 
the scale in the Synthetic Air Chart which is now the 
Society’s standard for measurement of ventilation. 

In this 1 degree in temperature means a penalizing 
of 1% per cent; if 2 degrees too high the penalization 
is a little over. 1 per cent, as may be seen in the lower 
part of Figure 1. 

There is also a scale of penalizing for excess tem- 
perature above the temperature for comfort. In the 
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same way, there is scale penalizing for dust particles, 
starting with no dust particles at all, and when you get 
up to say 10,000 dust particles which is about normal, 
there is about 1 per cent penalization. 
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We have the same form of penalization for bacteria 
colonies and odors, according to Dr. Hill’s scale of 
odors; and there is penalization for carbon dioxide 
that was put in because the carbon dioxide shows 
changes of air. We measure the number of air changes 
by means of carbon dioxide. 

We have also penalization for other vapors where 
we allow four parts in 10,000 of carbon monoxide for 
a period not exceeding one hour in the tunnel, and for 
longer periods you can stand pretty close to 4 in 10,000. 
This, of course, must be a particular table. 

We have next a system of penalization for distribu- 
tion. The distribution is determined by taking stand- 
ards in the room. 

We take the temperatures at four or five points in 
the room and we determine the averages of carbon 
dioxide in the room. Then we take a sample for each 
average and average the variations, which taken in the 
per cent column of penalization shows the lack of dis- 
tribution. 

The only difficulty for the engineer is the fact that 
carbon dioxide in small quantities is very difficult to 
determine. 

We have been testing carbon dioxide at the Research 
Bureau for a while and find that it takes a lot of ex- 
perience to do it. We test with an apparatus that is 
about as delicate as a baby. 

When we get used to it, it works pretty well. What 
can always be done is to have more standard labo- 
tatories like ours at Pittsburgh, where samples can be 
sent and samples of these kinds are taken the results 
can be determined. 

All these penalizations are added together and if they 
total 15 per cent, we have 85 per cent of perfect venti- 
lation. Thus by means of this standard we are able 
to calculate for every room the percentage of ventila- 
tion. 

This is, of course, only a beginning; we may have 
corrections to make; we may find it necessary to give 
these qualities different weights, but until we get more 
information it will have to stand as it is. The Research 
Bureau is doing everything it can and as rapidly as it 
can to perfect this standard of ventilation. 

Another queston that has come up is the relation of 
comfort to temperature. Dr. Henderson in his work 
at Yale University, on temperatures, has shown that 
a continuous temperature is not desirable. 

He shows that we want to change the temperature 
once in a while; it is a good thing to give a man a little 
jar. Places like the Hawaiian Islands, Cuba and other 
island countries where they have almost uniform tem- 
perature the year around, are not healthy climates. 


On the other hand, very low temperatures, such as 
in northern Canada, are not healthy. After a long 
period of work in that connection Dr. Henderson has 
written a book on that subject ; he has come to the con- 
clusion that climates such as New York and Seattle are 
about the best climates for health in this country. 

He says that high humidities are much more con- 
ducive to health than low humidities; in other words, 
that dry climates are not healthful and that the best 
climates for health are the damp climates. 

He goes as far as to recommend a humidity as high 
as 80 per cent. Of course that is impossible, but the 


more humidity we have the better the result, and we 
want the sudden changes which energize our skin. 

A skin that always functions just the same becomes 
inactive ; and the skin that has to make sudden jumps 
is conducive to health. 

DISCUSSION. 

Lee Nusbaum: I should like to ask Director Allen 
if when they made the experiments on CO,, any at- 
tempt was made to take into account the effect of the 
sun’s rays on the air. 

John R. Allen: Well, on sunny days we ought to 
get pretty low CO, content, but in Pittsburgh we do 
not always have sunshine when there are no clouds. 

Lee Nusbaum: Doesn’t that account for the fact 
that on a foggy day you have a high content of CO,? 

John R. Allen: The reason we have a high CO, 
content is because on the foggy day the air is light; 
otherwise the fog would rise. That very fact shows 
that the air is extremely light. On all those days we 
had very little air movement, so that there was no ten- 
dency of the wind to carry the carbon dioxide away. 

Lee Nusbaum: Have you thought of making ex- 
periments with regard to heat curves of sunlight 
through glass? That is a very important question. 

John R. Allen: We have not gotten any yet, but it 
is a very important consideration, because the sun has 
a tremendous effect. 

Lee Nusbaum: The only record we have now is 
from the Bureau of Standards, which is not what it 
should be. 

John R. Allen: We know very little about it, but 
it is a very important consideration. The heat from 
the sun’s rays is undoubtedly very high at times. It 
depends entirely on the angle of incidence, and it makes 
a great difference what the season of the year is; it 
is a very complicated problem. 

Norman Sherrerd: Have you found that your re- 
sults from experiments on heat loss in glass vary con- 
siderably whether the glass is smooth or rough? 

John R. Allen: We know very little about that. In 
going over all the experiments made on glass we find 
that the physicists have not told us what the. conduc- 
tivity of glass is. I wrote to the Bureau of Standards, 
and although they can tell us about the diamond and 
mother of pearl, they can not tell us anything about 
glass. I have some results which show that the con- 
ductivity of glass may vary as high as 100 per cent for 
different kinds of glass. When making experiments on 
glass we have to know the glass mixture; we have to 
have a chemical analysis of the glass. It may be pos- 
sible to make a glass that is going to lose less heat. 
There is no question that the thickness is a very im- 
portant item. 

A. H. Woolston: I should like to ask your experi- 
ence on the effect of moisture in concrete buildings 
during the first year in connection with heating instal- 
lations. 

John R. Allen: My experience is that it takes a lot 
more heat to heat them. The first year they can not 
get any heat, the second year they do better, and about 
the third year they begin to get satisfactory results. 
We had that problem on one of the university build- 
ings, which was a concrete building, and it was not 
until the third year that we got satisfactory results. 
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A. H. Woolston: What would be the percentage of 
the loss the first year? 

John R. Allen: I do not know. I am going to make 
such experiments in another university. We have had 
the walls dried out all summer; we expect to make ex- 
periments on different thicknesses of walls. We do 
know that the conductivity of concrete is very high. 
lt is a very difficult form of building material to use 
from the standpoint of the engineer. 

One thing that must be impressed on the people of 
this country is that we should build real houses. I was 
tremendously struck with that question in moving from 
Minneapolis down to Pittsburgh. In Pittsburgh, we 
have a mere “shed’’; at Minneapolis we had a real 
house. In Minneapolis they build houses with plaster, 
studs, sheathing and insulating material and then cover 
it with paper and clapboards. Thus they have houses 
with fur overcoats on them and every window from 








The Late Professor John R. Allen, Director Research 
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attic to cellar is a double window. At Minneapolis, I 
burned less coal for heating with the thermometer at 
30 degrees below zero than in Michigan with the ther- 
With high-priced coal, we should 
It costs very little to put 


mometer at zero. 
build houses to correspond. 
on that insulating material, and its cost can be saved in 
a couple of years by reduction of coal bills. 

It pays to use the double windows; for they save 
all this trouble with moisture on the glass. The hu- 
midity can be run up very much higher without the 
disadvantage of moisture and frost on the glass, which 
is very objectionable to housekeepers. The people in 
the milder climates will have to learn to use double 
glass. This Society should stimulate the building of 
better houses, so that they will not have to put in such 
expensive heating plants and burn so much fuel, which 
is a waste of money. 

David Knickerbacker Boyd: 
ested in what you say about building construction and 


I am very much inter- 


outside walls. I am a member of the Bureau of 
Standards Plaster Conference, and we have a question 
we should like to settle, that is to recommend the plas- 
tering on exterior walls should invariably be on fur- 
ting. I think that perhaps on the Pacific Slope it would 
not be necessary to require a furred wall—that the 
plaster might be applied directly to hollow tile or con- 
crete or whatever the masonry of the exterior wall 
should be, but it is the general consensus of opinion 
that in all parts of the country, the wall should be 
furred. 

John R. Allen: I have not made any experiments 
but my experience is they should all be furred. Mois- 
ture penertation is very much reduced by furring and 
the heat transmission is tremendously improved by fur- 
ring. This Society has a record of coal burnt in vari- 
ous localities and we found more coal burnt per room 
in Texas than in North Dakota. In the milder cli- 
mates more coal is wasted than in the cold climates. 
For instance, there is a bigger wastage of heat in 
Georgia than in North Dakota, South Dakota and Mon- 
tana, where they really save heat, and it would sur- 
prise you to see how little radiation is used up there. 
They use less radiation in Minneapolis than in Phila- 
delphia, and also smaller boilers, and they get better ~ 
results. 

A lot of heat loss is due to absorption of heat radi- 
ated by the walls. We have had that problem in con- 
nection with a large auditorium; we used to let the 
temperature run down to 40 degrees and then, when 
we were to have a meeting, we would raise it by the 
tan system to 70 degrees. But the people could not 
sit in that room; they would freeze to death because 
everything in the room was still cold, and the radia- 
tion of the heat from the body was absorbed by those 
objects which were still cold. We found we had to 
run those fans about 5 hours instead of I. 
comfort in a room we must have warm walls, 
warm walls are produced by first class building con- 
struction. In addition to comfort there is a marked 
saving effected in fuel consumption. 

W. G. R. Braemer: It might be interesting to say 
that we have at the present time some work in con- 
nection with a reinforced concrete building in which 
there are 300,000 square feet of floor space. A very 
large portion of the walls have double-sash windows 
with wired, dull-faced glass, so that every precaution 
toward minimum heat loss is taken. 

Lee Nusbaum: Do you think that the effect of the 
double glass helping the amount of heat radiated is due 
to the circulation of the air or the double thickness of 
the glass? 

John R. Allen: The double thickness of the glass 
very largely. Of course the more we insulate from 
the outside air, the less heat loss we will have. We 
can cut the heat loss about 40 per cent. That is about 
the figure we have obtained from actual experiment, 
and, necessarily, we reduce infiltration to a marked 
extent. We are just experimenting now on infiltration, 
and while I do not dare say anything because the ex- 
periments are too new, apparently infiltration is a very 
large item—a very much larger item than we had any 
idea of. And when we talk about the amount of air 
change per hour, we have not come anywhere near it in 
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a modernly constructed room. What we.are going to 
get in the ordinary “barns” that are built for houses in 
this part of the country, I do not know, but we will 
know before the winter is out. 

A Member: I should like to ask if you have any 
idea about the percentage of the sun’s effect that would 
be diverted by having white shades. 

John R. Allen: Well, a good deal will be diverted, 
but I do not know how much. I know the reverse 
proposition, because I have tested it where the shades 
are drawn on the inside to retain heat. Drawing a 
single shade close to the window cuts down the heat 
loss about 20 per cent. When one shade is drawn close 
to the window and one outside the sash, that cuts down 
the heat loss of the window about 40 per cent, so that 
the shades have a very marked effect. 

A member: I thought that the white shade would 
Lave a tendency to reflect the sun’s rays. 

John R. Allen: It would reflect a number of the 
sun’s rays, but how much I do not know. That ex- 
periment has never been made by us. 

A Member: In*your double window do you mean 
two thicknesses of glass, or a storm sash? 

John R. Allen: Storm sash. 

Wm. C. Miller: How do you overcome in this ter- 
ritory the objection of the difficulty in opening the win- 
dows, which comes up whenever storm sash is recom- 
mended ? 

John R. Allen: What they do in the northern cli- 
mates is to have the storm sash hinged at the top, so 
as to hook over, and then they use two little adjustable 
rods at the side, so that the sash can very easily be 
thrown out in weather that they do not need them 
closed. Most people are crazy about opening windows 
at night. I do not know why they open them. It cer- 
taintly is not to get better air, because the air outside 
and inside is just the same. The only reason I can see 
is to get circulation, and they get it at big expense. 
That is all the windows are opened for. 

\W.G. R. Braemer: Perhaps it is difference in tem- 
perature ? 

John R. Allen: That may be part of it; but, on the 
other hand, when we expose ourselves in a room at 
zero temperature we can not rest as well because at 
zero it takes about 10 per cent to heat the body and 
carry it out of the lungs. The lungs are then about 
three times as active than when sleeping in a warm 
room. The only reason we open the windows is to 
make the skin function. But when we have a very 
cold room we put a whole mass of blankets on top of 
us and just why we have had this big campaign for 
fresh air and wasting coal I do not know. 

Thornton Lewis: I should like to bring out the 
tact that Dr. Allen with his usual modesty, has passed 
over this question of the New York and New Jersey 
Vehicular Tunnel. I think that that is one of the great- 
est opportunities for service that has come to this So- 
ciety since its formation. It is one of the greatest 
compliments that the Society has received, that the 
Commission handling this tunnel should come to us 
and ask for the services of Director Allen (recogniz- 
ing his ability) as an engineer. The Research Com- 
mittee looked at the proposition as a tremendous op- 
portunity for public service. 


We understand that there are in contemplation other 
tunnels in the country, one of them probably in Chi- 
cago, and this one in New York is going to be watched 
very closely. I rather suspect that before they get very 
far with this tunnel all their preconceived ideas on tun- 
nel ventilation are going to be upset by Professor Allen, 
just as he has upset all these other old theories that 
we have had. I think we all realize that this particular 
proposition is a great thing and we may congratulate 
ourselves that this Society, through Professor Allen, 
is able to render such a big public service; for, after 
all, that is the biggest work that this Society can do— 
to render public service. 

The Chairman: I think we all, after hearing Direc- 
tor Allen, realize more than we ever did before the 
breadth of vision and the clear mind with which he ap- 
proaches this whole question without attempting to 
prove any of our pet theories and arriving at the exact 
facts. 


Shortage of Dwellings Has Not 
Retarded F urnace Output. 


would seem that the 


From first consideration, it 
shortage of dwelling houses so acutely felt throughout 
the country would have an unfavorable effect upor the 
volume of warm air heater production. 

Comparatively few new dwellings have been built 
during the past year. In view of the fact that warm 
air heaters are designed for installation in dwellings, 
the inference would appear to be valid that less warm 
air heaters are bought and installed. 

The facts, howéver, run quite to the contrary. 

Practically all manufacturers of warm air heaters 
who have responded to the question bearing upon this 
point put to them by AMERICAN ARTISAN AND HARD- 
WARE Recorp declare that the shortage of dwelling 
houses has had no appreciable effect upon the volume 
of warm air heater production during this year. 

One warm air heater manufacturer of the Middle 
West explains the apparent contradiction by saying 
that ‘‘the cost of new construction has stimulated the 
remodeling and improving of old houses which com- 
pensates the situation.” 

A well known Ohio company reports the largest pro- 
duction of furnaces during this year in its entire his- 
tory. 

Similar reports come from many other industrial 
centers. Indeed, quite a few manufacturers declare 
they have had a demand for more furnaces than they 
could make during the period under discussion. 

Generally speaking, the experience of the Wells 
Furnace and Supply Company, St. Louis, Missouri, 
has been duplicated throughout the trade, namely: 
“The demand for betterments and renewals on old 
houses has for the past three seasons exceeded all 
previous records, and for these the comparatively mod- 
erate cost of warm air heat had been attractive to 
owners.” 

Undoubtedly, the heavy advertising of pipeless fur- 
naces has served to stimulate production and perhaps 
to some extent has curtailed the production of heat- 
ing stoves in certain territories. 
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More Cooperation Between Manufacturers and Dealers 
Is Essential to the Warm Air. Heater Trade. 


For the Good of the Trade, Furnaces Should Be Retailed 
and Installed by Legitimate Dealers and Installers. 


No human relationship is perfect. We have 
equations in mathematics. In theory, it is possible to 
get perfect balances. 

In practice, however, there is always some tilting 
of the scales. 

If perfect cooperation between manufacturers and 
dealers could be achieved, ideal conditions would pre- 
vail in the trade. 

But circumstances are constantly changing. 

Methods, materials, markets, and men are always 
undergoing modification. Therefore, there is need 
continuously of renewing the efforts of yesterday and 
devising new plans to meet the problems of today. 

Imperfections there are in. 
both ciasses. The nature of 2. 
one’s economic interests de- 
termine one’s . character and 





N matters which are not of 


pacity required furnaces of larger size. : 

Manifestly, this is not the kind of cooperation 
which makes for the betterment of the trade. 

Cooperation between dealer and manufacturer is 
possible and practicable only by seeking out and be- 
coming thoroughly convinced of the advantages of 
exploiting the things which both dealer and manufac- 
turer hold in common—exploiting them not in an evil 
sense of the word but for their own good and for the 
service of the people. In this direction lies genuine 
profit and sound trade development. 

Criticism is easy—especially the criticism which in- 
volves fault-finding. 

Instructive criticism which 
analyzes the weaknesses and 
supplies remedies for them is 
the kind of criticism which is 


angle of vision. 

To obtain perfect harmony 
of action between manufac- 
turers and dealers, it would be 
necessary to make their busi- 
ness absolutely identical. 

This, of course, is not with- 
in the range of possibility. 

However, it is possible and 
practicable to find a big per- 
centage of things in which the 
interests of the dealer and the 
interests of the manufacturer 
are one. 

Both are concerned with the 
making of profit. 

Both know that in order to 
increase profits, sales must be 
multiplied. 

The dealer, as well as the 
manufacturer, is more or less 
sharply aware of the necessity 
of quality and satisfaction to 
permanency in business. 





first importance the dealer 
and the manufacturer can agree 


to disagree. Cooperation does 
not imply any loss of independ- 
ence nor sacrifice of essential 
rights. 

It means that dealer and 
manufacturer work together in 


‘the promotion of the interests 


which they have in common. 
It does not signify that the 
dealer must subordinate him- 
self to the manufacturer, nor 
that the manufacturer should 
modify his business methods in 
response to every complaint, no 
matter how trivial. 

The innermost secret of co- 
operation lies in friendliness. 
This is only another way of say- 
ing that service is at the basis 
of all business and of every for- 
ward movement of civilization. 


most needed. 

In the matter, then, of co- 
operation between manufac- 
turers and dealers the first big 
fact to keep in mind is that, 
under our present ways of com- 
merce, the best and most eco- 
nomical service in the distribu- 
tion of commodities is through 
the dealer. 

Many answers have 
been received through the 
questionnaire sent out by 
AMERICAN ARTISAN _ AND 
HarDWARE Recorp from fur- 
nace manufacturers. One of the 
most important questions asked 
is: “What in your judgment 
should be done to strengthen 
the cooperation between manu- 
facturer and dealer ?” 

A leading Illinois manufac- 
turer gives his answer in a nut- 
shell as follows: “The organ- 


The main difficulty in the warm air heater industry 
arises from failure to perceive the consequences of 
snatching at present profits to the detriment of fu- 
ture business. 

To be more specific, there are hundreds of cases 
in which dealers and installers have yielded to the 
allurement of quick profits from some contractor and 
have installed furnaces on contract jobs which were 
not big enough to meet the requirements of the dwell- 
ings in which they were placed. 

This, of course, implied lack of foresight—not only 
on the part of the installer but, in many instances, on 
the part of the manufacturer who supplied the fur- 
naces and who knew, or ought to have known, that 
they were being installed in dwellings whose cubic ca- 





ization of each and mutual understanding.” 

The Majestic Company, Huntington, Indiana, de- 
clares: “One, of course, could write a book on the 
subject. However, personal touch by both salesman- 
ager and salesman with the dealer and the yearly 
dealers’ conference will do the most to strengthen the 
cooperation between manufacturer and dealer in our 
judgment.” 

In the opinion of the Excelsior Steel Furnace Com- 
pany, Chicago, Illinois, some things required to 
strengthen co-operation between manufacturer and 
dealer are: “The joint study of the proper planning 
and installation as well as operation of warm air heat- 
ing plants. The National Warm Air Heating and 
Ventilating Association should, we think, aid the 
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dealer through a competent engineering committee, 
which should formulate simple rules of installation 
which will insure at least fairly successful results in 
the average home. Such a committce might possibly 
use its influence in securing the elimination of the mail 
order and maker-to-user type of apparatus which is 
no credit to the furnace industry.” 

A Canadian manufacturer gives it as his judgment 
that: “Many of the dealers are following the line of 
least resistance; and the manufacturers who spend 
‘he largest amount on advertising should reap the 
most benefit. Generally speaking, advertising and 
working through the dealer on the prospect have been 
effective.” 

The advice of an influential Western manufacturer 
is: “Prove to the dealer that the help furnished by a 
manufacturer is for his benefit and that he is render- 
ing a service to the public when he cooperates with the 
manufacturer.” 

An Ohio manufacturer of warm air heater appli- 
ances frankly affirms that: “The manufacturers 
themselves, many of them, need education in sales 
and installation. If competent to advise, they should 
not sell to dealers who insist on using too small sizes 
or make improper installations. The manufacturer 
can effectively codperate with the dealer and secure 
satisfactory installations if he will, but most of them 
sell the dealer and let it go at that—paying not so much 
attention to aducating the dealer to make proper in- 
stallations.” 

Roger Keith of Des Moines, Iowa, speaks out of a 
fund of many years’ experience in manufacture when 
he says: “Let the manufacturer pay for an intelligent 
educational campaign about furnaces and about the 
retail trade in general for the benefit of the consumer. 
When the buyer knows something outside of preju- 
dice and the worst price cutter in the town, better 
furnaces will again be common and a better all-around 
feeling will be noticeable to the trade. But the manu- 
facturer must lead the way as he is the only one with 
enough vision and intelligence to fight the causes of 
the trouble.” 

“Incessant propaganda” is the method suggested by 
the Wells Furnace and Supply Company, St. Louis, 
Missouri. “Convince the dealer by practical demon- 
stration that furnaces are the most needed commodity 
and, but at present, the least known to the buying com- 
munity. When dealers and contracting mechanics 
realize the importance of the trade to be gained, the 
agency for a good furnace in any prosperous or 
wealthy community will be regarded as a valuable asset 
and enterprising salesmen will take the trouble to ad- 
vertise furnaces to their householding customers. 
Work with the country dealer and make a sale or two 
for him. Instruct his mechanic in the first installation 
or two. Then figure his jobs for him from diagrams 
which he can send in. After a few sales, he will go 
ahead on his own steam and surprise himself. Get 
him to trade a furnace to his country newspaper for 
advertising. Furnish the cuts and write advertise- 
ments for him. Get busy on the job and you will 
start something.” 

Briefly put, the Huron Furnace Company, Huron, 
South Dakota advises: “Do not profiteer. Give the 


dealer a square deal and make no promises that are not 
fulfilled.” 

A prominent Western manufacturer of warm air 
heater accessories offers the following advice: “If 
some plan of cooperative advertising could be worked 
out whereby the expense to the manufacturer and re- 
tailer would be a nominal consideration, we believe it 
would do much to strengthen the cooperation between 
the two. Only as a retailer succeeds can a manufac- 
turer hope to succeed and anything that will bring 
them closer together is of importance and value.” 


I. M. Adams, Manager Furnace Department, 
Favorite Stove and Range Company, Piqua, Ohio, 
says: “If there is any general, workable rule, general 
in its application, we would like to know of it. Al- 
most every case of cooperation resolves itself into an 
individual case, to be solved according to the neces- 
sities of the occasion. The greater the cooperation 
with the dealer the greater the expense to the manu- 
facturer, and naturally, these costs must be taken into 
consideration. The answer to this question is wholly 
a question of sales policy that must be individually ap- 
plied.” 

In the judgment of the Edwards Heating Company, 
Wellsboro, Pennsylvania: “The dealer should tie to 
one manufacturer if the manufacturer has a good 
product. He can not do justice to his heating busi- 
ness with several makes of heaters. Let him tie to a 
good heater and back it up and he will get all the busi- 
ness he wants.” 

There is wisdom in the advice of the May-Fie- 
beger Furnace Company, Newark, Ohio: “Become 
acquainted with the dealers personally. Have them 
into your factory. Endeavor to show the dealer 
you are always trying to codperate with him, and at 
times conditions make it impossible to render help 
that the dealer might think very easy. Endeavor to 
have the dealer stand on his own feet regarding com- 
plaints, etc., and not turn every little task over to the 
home office.” 

Campbell Heating Company, Des Moines, Iowa, de- 
clares that: “The dealer should confine himself to one 
line of furnaces and then expect much valuable help 
from the manufacturer. He can not expect much 
from several manufacturers when he is loyal to none.”’ 


F. L. Nesbit of the Standard Furnace and Supply 
Company, Omaha, Nebraska, maintains that: “The 
manufacturers should sell to ligitimate heating trade 
only, and the would-be legitimate manufacturers 
should stop selling the so-called pipeless furnaces to 
the corner drug stores, dry goods stores, department 
stores, and such like, who advertise for salesmen to 
sell these goods but do not want the experienced heat- 
ing salesmen who usually advertise to have people call 
and get the information from their heating engineer. 

“We believe also that the legitimate heating trade 
should buy goods only from manufacturers or jobbers 
who sell only to the legitimate trade. The retailing 
and installing of furnaces should be in the hands of 
people familiar with the business. 

“The policy of selling tonnage should be changed to 
that of selling real heating plants to legitimate dealers 
who can and will install them properly.” 

From the foregoing views on the subject, it is quite 
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evident that the factor of the utmost urgency in pro- 
moting cooperation between manufacturers and deal- 
ers is the kind of assistance which train the dealer in 
effective salesmanship. This assistance can be and 
ought to be friendly and not patronizing. 





Spends Half a Century in 
Making Homes Cozy. 


Making homes cozy and pleasant has been the work 
cf the Co-Operative Foundry Company, Rochester, 
New York, for 
more than fifty 
years. It would re- 
quire’ more space 
than is available in 
the average trade 
journal to set forth 
in detail the specu- 
lations which sug- 
gest themselves re- 
garding the ethical 
value of such work, 

The family is the 
basis of the nation. 
Keeping the family 
together is largely 
a matter of keeping 
the home agreeable 
—physically, first, 
and then tempera- 
mentally and mor- 
ally. 

No one will deny 
that it is easier to 
observe the amen- 
ities of life and the 
laws of the land 
when things are comfortable than when conditions are 
disagreeable and irritating. 

The Co-Operative Foundry Company was organized 
June, 1867, by Nicholas Brayer, the father of Frank 
N. Brayer, who is now its president. Associated with 
Nicholas Brayer in the formation of the Company was 
Edward W. Peck. 

The stove foundry business of the Company, how- 
ever, goes back to a much earlier date. This part of 
the production of the Co-Operative Foundry Company 
is an inheritance from the John M. French Foundry 
Company, of which Nicholas Brayer was foreman. 

Upon its organization, the Co-Operative Foundry 
Company took over the plant of the French Foundry 
which it operated until a few years ago, maintaining 
it as a branch plant for many years after its present 
factory on the southwest corner of Lincoln and West 
Avenues, Lincoln Park, Rochester, was built. 

As its name indicates, the Co-Operative Foundry 
Company started originally with its employes all own- 
ing stock in it. But today the stock is held by the 
families of the former employes. 

More than $1,250,000 worth of furnaces, heaters, 
ranges and other kinds pf stoves are being produced at 
the Lincoln Park plant of the Company this year. 

Between 8,000 and 9,000 furnaces are produced by 





Frank M. Brayer, President, Co- 
Operative Foundry Company, 
Rochester, New York. 
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the Company every year and it is a reasonable state- 
ment to make that more than one million persons are 
living in quarters warmed by heating apparatus manu- 
factured by the Co-Operative Foundry Company. 

Moreover, the manufacture of pipeless furnaces has 
grown into such big proportions that 5,000 of those 
heaters have been made this year by the Co-Operative 
Foundry Company. 

A visit to the Lincoln Park plant of the Co-Opera- 
tive Foundry Company, Rochester, New York is in- 
structive. The plant consists of six major buildings 
and a few smaller ones with a combined floor area of 
300,000 square feet. The Company employes about 
two hundred and fifty men. 

A branch agency is maintained in Chicago and the 
Company has an agency in Holland which cares for 
the prosperous European business. 

Everywhere at the plant are seen improvements and 
labor-saving devices. 

In a walk through the cleaning department, one is 
surprised to find the air free of dust and offensive 
odors. 

This is due to a suction system which carries all 
foreign substances and disagreeable odors to big pipes 
to large arrestor rooms. 

The dust is caught in cheese-cloth screens. 
are vibrated by air at intervals and the dust is shaken 
down into hoppers underneath from which it is re- 
moved on to wheelbarrows and carried away for final 
disposal. 

Visiting the factory, one can see copper or cast iron 
reservoirs, registers, fire box linings, grates, doors, 
flues, radiators, cold air boxes, asbestos-lined jackets 
and other parts of furnaces and heaters and stoves in 
process of manufacture and assembly. 

The galvanized iron sheeting which forms the sides 
of the furnaces is cut as desired by great shearing ma- 
It is later creased and worked into shape by 


These 


chines. 
other machines. 

One ingenious tool found in use at the plant is an 
electric two-ton truck. This is run under platforms 
holding a ton or more of raw materials, finished prod- 
ucts, or other things to be moved. The platform is 
raised or lowered by an electrical control so that it is 
really a powerful jack. 

During the coming year, the Company intends to 
build and equip a new engine room and to place in- 
dividual motors on all its machines and do away with 
overhead belts and shaft lifts. 





The Cash Customer Is Always 
Best Satisfied. 


There is ample warrant in the general experience 
of installers for the statement of H. T. Maring, Get- 
tysburg, Pennsylvania, that, “the cash customer is al- 
ways best satisfied.” 

John R. Jones, Ames, Iowa, writes: “Out of three 
hundred furnaces sold in four years, three were sold 
on credit and they are the only three that ‘do not work 


999 


fine’. 
“I know from experience that after settlement is 


made we rarely have any complaint, “says O. H. Neu- 
enfeldt, Enderlin, North Dakota. 
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Better Service on Gilt Edge 
Furnaces than Ever Before. 


By Henry E. Schwab, Vice-president and 
Treasurer R. J. Schwab & Sons Company, 
Vilwaukee, Wisconsin. 

The several additions to the Gilt Edge plant, though 
to a casual observer they are the most apparent evi- 
dences of prog- 
ress, are but a 
small part of the 
efforts of the R. 
J. Schwab & Sons 
Company, M il- 
waukee, Wiscon- 
sin, to keep pace 
with the trade de- 
mand Gilt 
Edge furnaces. 

This been 
from the outset a 
strenuous effort to 
constant 


for 


has 


serve: 
planning to do 
more than it had 
seemed could be 
done ; nerve-rack- 
ing trials to over- 
come the obstacles 
of insufficient ma- 
terials and in- 
competent help. 

It has been a 
trial to refuse to 
sell Gilt Edge 
furnaces to new dealers inquiring of the salesmen and 
the main office, but the company has consistently ad- 
hered to the Gilt Edge policy of loyalty to Gilt Edge 
dealers who had been loyal to the company, and has 
maintained that such dealers rightly had the first claim 
on the furnaces they were able to produce. 

They are very pleased to announce that with the 
greater space and the new faciiities and methods, they 
are getting better and better production and they want 
their friends to know that they are now again giving 
real Gilt Edge service and in 1921 will be doing so from 
the very first day. 

They will therefore take care not only of the past 
customers but also of new customers and will give them 
better service on Gilt Edge furnaces supported by more 
effective selling assistance than ever before. 

If you have not received a copy of the attractive new 
Gilt Edge Liberty Furnace Hanger, write to R. J. 
Schwab & Sons Company, Milwaukee, Wisconsin, and 
they will gladly mail you a copy. 





Henry E. Schwab, Vice-president and 
Treasurer R. J. Schwab & Sons 
Company. 





Changes Its Selling Policy. 


The Marshall Furnace Company, 14 Dobbins Street, 
- Marshall, Michigan, are not only manufacturers of the 
Marshall Wolverine Superheaters but are an organ- 
ization of heating engineers. 

They have been selling their product direct to the 
consumer for the past 40 years. 
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They have outgrown this method of doing business, 
however, and are changing their policy and giving deal- 
ers in different parts of the country the advantage of 
their long years of experience. 

They are retaining their corps of 100 heating ex- 
perts so as to give the dealers the close personal co- 
operation necessary to enable them to build a large 
and profitable furnace business. 

The Marshall Furnace Company makes both pipe 
and pipeless furnaces different in construction from 
any other furnace manufactured. 

It would be well to communicate with them imme- 
diately with reference to exclusive sale on their well 
known Superheaters. 

All inquiries should be made direct to the Marshall 
Furnace Comupany, 14 Dobbins Street, Marshall, 
Michigan. 


Company Keeps Same Personnel 


or Many Years. 
By FE. S. Moncricf, Vice-president The Henry 
Furnace & Foundry Company, Cleveland, Ohio. 

The Henry Furnace & Foundry Company, Cleve- 
land, Ohio, is the manufacturer of the Moncrief Warm 
Air Furnace which 
has enjoyed an en- 
viable reputation 
for over twenty 
years. 

The personnel of 
the Company has 
remained practical- 
ly unchanged 
through these many 
years and it is this 
fact that gives the 
trade confidence in 
their dealings with 
us and our product. 

When: the Mon- 
Furnace was 
first manufactured 
it was made in only 
one style. Now we 
have six, namely, 
the “A,” — 
“sooA,”  Pipeless, 
Three Pipe, which 
can be made from 
any series, and the 
Schoolroom heater, which also can be made from any 


crief 





E. S. Moncrief, Vice-president The 
Henry Furnace & Foundry Com- 
pany, Cleveland, Ohio. 


series. 

In what now appears to be the Pipeless Age the 
Moncrief Pipeless Furnace is taking its place, the same 
as all other Moncrief furnaces in various styles have 
in the past. 

In addition to the manufacture of furnaces, we make 
tin and galvanized pipe and fittings. In fact we carry 
a stock or make everything essential for the correct 
warm air installation. 





Every man who is getting $10,000 a year has at least 
convinced somebody he is worth it. 
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Develops from a Small Tin Shop 
to a Great Institution. 


From a small tin shop to a great institution within 
the span of a single lifetime is the encouraging history 
of F. Meyer and Brother Company. 

Equipped with a thorough knowledge of the tinners’ 
trade, a willingness to work, and a determination to 
win, Frank Meyer started a very modest tin shop in 
1866 in a building adjoining the present store and 
office of F. Meyer and Brother Company, Peoria, 
Illinois. 

In the course of a few years, he added a small stock 
of stoves, tinware, and house furnishing hardware. 

The business flourished. Soon in order to help him 
carry the increasing burdens his brother, Dirk Meyer 
became associated with him. 

The firm was then known as F. Meyer and Brother. 

In 1892 the business had grown to such proportions 
that it was doomed advisable to organize it as a stock 
company. The original incorporators were Frank 
Meyer, Dirk Meyer, George F. Meyer and George 
Harms. 

In addition to their constantly expanding hardware 
and sheet metal business, they began the manufacture 
of the Weir Furnace, purchasing the original patents, 
etc., from the Weir Furnace Company, Des Moines, 
Iowa. . 

This branch of the business developed to such an 
extent that it was decided to organize a separate cor- 
poration properly to take care of the manufacture of 
the furnaces. 

Accordingly, in 1894 the Meyer Furnace Company 
was incorporated by the same men who incorporated 
the F. Meyer and Brother Company. 

In 1896 the manufacture of the “Handy Furnace 
Pipe” was started. The factory for this purpose was 
criginally in a little room about 30 by 30 in the rear 
of their tin and cornice shep, employing one man and 
helper. 

This business increased so fast that within two years 
an addition was built to the shop making a two-story 
building 50 by 83 for the manufacture of furnace 
pipe. Two years later, fifty feet more were added 
to the building. 

Two years later the capacity of the building was 
again doubled and several years later a third story was 
placed over the entire structure covering a ground 
space of 83 by 175. 

The entire building was destroyed by fire in Sep- 
tember, 1914. The Company then purchased the pres- 
ent factory building at 916-918 South Washington 
Street, Peoria. 

In 1916 this building was again enlarged by adding 
two stories to it. From present indications, other ad- 
ditions will soon be necessary. 

Frank Meyer, who started the business in 1866, died 
in 1911. Since then the officers of the Company have 
been George Meyer, President; Dirk Meyer, Vice 
President ; W. E. Look, Treasurer ; and George Harms, 
Secretary. 

To carry on their growing business, it became neces- 
sary to establish jobbing interests in different parts 
of the United States. First of these was the Standard 
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Furnace and Supply Company, Omaha, Nebraska. 
Later on came the Meyer Furnace and Supply Com- 
pany, Kansas City, Missouri, and the Rock Island Reg- 
ister Company, Rock Island, Illinois, the Northwestern 
Furnace and Supply Company, Minneapolis, Minne- 
sota, Manny Heating Supply Company, Chicago, IIli- 
nois, The Dunning Heating Supply Company, Mil- 
waukee, Wisconsin. 

These companies are not branches or parts of F. 
Meyer and Brother Company, but the development 
of the furnace pipe industry, and the spread of this 
business has had much to do with their beginning and 
continuance. . 

In most of these companies, one or more of the 
stockholders of F. Meyer and Brother Company are 
stockholders. 

Another industry that has grown out of the original 
little tin shop, and later on, manufacturing of furnaces, 
is the present Victor Foundry Company, covering a 
large plat of ground in East Peoria, where the cast- 
ings for the Weir Furnace are made. 

Although not connected with F. Meyer and Brother 
Company, its direction and management is largely in 
the hands of the same people. 

Considering the very modest beginning in 1866, in 
1920 this has grown to a large and varied industry, 
lising great quantities of tin plate, sheet metals and pig 
iron. 

The manufacture of all of this is conducted in their 
Peoria plants and distributed throughout the United 
States by a large number of jobbers in addition to 
those directly connected with them as mentioned above. 





Tells Story of the Growth of 
Meyer Furnace Company. 


The Meyer Furnace Company is an outgrowth of a 
small hardware store started in 1866 by Frank Meyer 
on South Adams Street, Peoria, Illinois. 

In 1872, the firm name was changed to “F. Meyer 
& Brother” and in 1892 was made “F. Meyer & 
Brother Company.” 

The little hardware store and tin shop had grown 
rapidly and the firm was by this time dealing in many 
lines kindred to the general line of “hardware,” in- 
cluding furnaces. 

In the installation of warm air furnaces the Com- 
pany discovered the strong points and the weaknesses 
of several makes and in 1894 the ownership of what 
is now widely known as the Weir furnace was acquired 
and the Meyer Furnace Company was formed as a 
separate corporation owned and managed by prac- 
tically the same officers as the F. Meyer & Brother 
Company. 

Improvements and changes were made from time to 
time in the Weir furnace, but the original principle of 
construction was never altered. 

The business has grown mightily. Additional man- 
ufacturing facilities and space have been required from 
time to time, and the capital stock has been increased ~ 
as well. 

A big new foundry has just been completed across 
the river in East Peoria and the Meyer Furnace Com- 
pany owns a valuable acreage adjacent ‘thereto. ©” 
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The next change or move will be to this new loca- 
tion, and prospects are that this will be necessary very 
soon. Distributing houses are now maintained at 
Pittsburgh, Omaha and Kansas City. 

Today there are more than 50,000 Weir furnaces in 
use. 

Production of the Weir has gone up with leaps and 
bounds in the last few years—and especially last year. 

Made throughout of low-carbon boiler plate with 
almost all of.the joints now being acetylene or elec- 
trically welded so as to make the whole furnace. prac- 
tically one piece of metal, it is now looked upon by the 
manufacturers with greater pride than ever. 

With the Weir combustion principles of actually 
burning the gas and soot (as seen through the fire door 
window) and the extra-heat drum at the rear, the Weir 
manufacturers are positive that they offer the utmost 
in warm air furnace value and efficiency. 

The Weir is not a “price” furnace: it is built for 
the man who knows and appreciates that “the best is 
the cheapest’—the man who knows that an article that 
costs more to get generally costs less to keep. 

At the present time Dirk Meyer is President, George 
Meyer, Vice President, and George Harms, Secretary- 
Treasurer. R. C. Walker is General Manager and in 
the past year he has been instrumental in helping to- 
ward a handsome increase in production and sales. In 
fact, “All’s well’ with the Meyer Furnace Company 
and they look forward to 1921 with a great degree of 
anticipation. 





A Furnace Company that 
Practices an Ideal. 


An organization more than one hundred years old— 
and still young—that is the unique record The Monitor 
Stove Company, Cin- 
cinnati, Ohio, manu- 
facturers of the Cal- 
oriC Pipeless Fur- 
nace. 

The Monitor Stove 
Company, known na- 
tionally as “The Mon- 
itor Family,’ was or- 
ganized in 1819 for 
the manufacture of 
stoves and ranges by 
William Resor & Son, 
contemporaries of the 
famous Benjamin 
Franklin who was the 
inventor of the heat- 
ing stove. 

During more than 
a century of vigorous 
business life The 
Monitor Stove Com- 
S. C. Bernhardt, Vice-president Pany has manufac- 

and Sales Manager The Moni- tured first stoves, then 

tor Stove Company, Cincinnati, pipe furnaces, and 

Ohio. : finally the CaloriC 
Pipeless Furnace. They are the pioneers of pipeless 
heating. 
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The CaloriC Pipeless Furnace from its inception 
proved to be such a success that for a number of years 
The Monitor factory has concentrated on the manufac- 
ture of this one product exclusively, although there are 
still thousands of the famous Monitor stoves and 
ranges in use throughout the land. 

Its triple casing construction permits of an insulat- 
ing air channel which acts as a positive division be- 
tween the bodies of warm and return air. 

This special construction prevents the radiation of 
heat to the outside casing. , 

The patented CaloriC division plate makes possible 
the straight flush front construction that insures a cool 
cellar. . 

The heavy, double-ribbed one piece fire pot is made 
of pure pig iron—no scrap—and is guaranteed for five 
years against cracking or breaking. 

Besides these desirable features may be mentioned, 
among others, the large feed door which will admit 
chunks of wood, coal, or any other furnace fuel; the 
copper-oxidized, lacquered register that will support a 
weight of at least 1,500 pounds; the two-gallon water 
pan, properly placed so that the heated castings evap- 
orate the water rapidly; the absence of angles in the 
casings which reduces friction and prevents the pocket- 
ing of air ; and finally, the accurate workmanship which 
insures perfect fitting of all parts when the CaloriC 
is set up. 

The CaloriC Pipeless Furnace is guaranteed to 
warm any building in which its installation is recom- 
mended, to 70 degrees in coldest weather or the pur- 
chaser’s money refunded. 

The Monitor Family policy is one wherein the in- 
dividual worker is given a large amount of responsi- 
bility, and has the opportunity to develop his ability 
to the fullest extent. 

The result of this plan of conducting the business is 
unequalled cooperation and service. 

Growing out of this policy, a slogan has been crys- 
tallized by the trade. It is: “The Monitor Family— 
Good People to Work With.” , 





Asbestos Company Moves Into 
New Factory and Warehouse. 


Asbestos Products Company with offices in the Con- 
sumers’ Building, 220 South State Street, Chicago, 
Illinois, have moved into their new factory and ware- 
house at 1680-1682 Wright Street, Chicago, Illinois. 

They are carrying a large stock of Asbestos Paper, 
Rollboard, Millboard, Corrugated Asbestos Paper, 
Cement, etc. 

They are manufacturing Asbestos Cement at their 
new Chicago plant, having installed the most modern 
equipment for the manufacturing of this product and 
are using a special long Asbestos Fibre making the 
Asbestos Cement of the very highest quality. 

The president of the company is F. C. LeRow, for- 
merly of the Philip Carey Company of Cincinnati, 
Ohio. 

His many years’ experience in the asbestos business 
is responsible for the rapid growth of this company. 

Mr. LeRow insists that “Quality” and “Service” be 
the slogan of the organization. 
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What the Customer Wants to Know Is How to Get the 


Greatest Amount of Heat with the Least Coal and Labor. 


The Success of the Manufacturer Depends on How Good a 
Salesman the Dealer Is, and the Dealer’s Success, Also. 


Written especially for AMERICAN ARTISAN AND HARDWARE RECORD by J. C. Greenberg, 
Peoria, Illinois. 


(Copyright, 1920, by J. C. Greenberg.) 


Much has been said and written concerning Warm 
Air Heating. While I am alrnost entirely ignorant of 
the technicalities which enter into a warm air heater, I 
am fully awake to the fact that a warm air heater is 
made to serve, and to sell. 

There are three important human elements which 
enter into the life and success of any kind of warm air 


heater, and these elements are, 1st, The Manufacturer ; 


2nd, The Dealer, and 3rd, The Customer. 

Let us take this matter up from this human element 
of viewpoint, and see what 
can be done to make warm 
air heater selling a real and 
prosperous profit producing 
business. 

Too much has been said 
and printed regarding the 


construction, and material 
which enter into a warm air 
heater. 


The manufacturer of any 
kind of heater claims that his 
is the best. The dealer takes 
this up and also claims that 
his heater is the best. 

It seems that it is against 
the law of natufal value to 
assume or infer that all 
heaters are the best. 

There may be many good 
heaters, but it is impossible 
to have each one be the best. 
In accordance with all the 
rules of logic, that this is im- 
possible. 

Let us see if we can, what can be done to make them 
all serviceable and profit producing, both to the dealer 
and the customer, who is the ultimate user. 

The Manufacturer. 

I have heard dozens of furnace salesmen sell furnaces 
to dealers. I am not afraid to state, that 90 per cent 
of these sales efforts were centered on the material, 
construction, and heat producing power. Of course 
this is all very good. The salesman for any furnace 
manufacturer is paid for this very thing. His mission 
is to be such a good “explainer” that the dealer will 
decide to handle his make of furnace. 

The same manufacturer has art advertising depart- 
ment which devotes its brain effort in laying out ad- 
vertising matter which embraces a great many thou- 
sands of good dollars telling the dealer how good and 
profitable their furnace really is. 


OHH ML 
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The day is gone when big ad- 
jectives sell goods. 

Superlatives breed distrust. 

As Mr. Greenberg so aptly puts 
the matter, it is against the law 
of natural value to assume or in- 
fer that all heaters are the best. 

All heaters, however, can be 
made to serve the interest of 
maker, dealer and customer. 

Of course, the real object of 
the warm air heater is to render 
the home cozy in cold weather. 

Hence, all advertising and di- 
rect salesmanship must have that 
fact as the central motive. 

Profit will come logically as the 
outcome of the right kind of sys- 
tem in making, selling and install- 


ing the warm air heater. 





To my knowledge, I do not know of any manufac- 
turer who takes any time, or uses any energy to teach 
the dealer the selling art necessary to his success. 

The manufacturer takes it for granted that his dealer 
knows how to sell, and in the event that he does not 
know, it is his own hard luck. 

Certainly, the manufacturer knows that the better 
a salesman his dealer is, the more furnaces he can sell, 
and the more he sells, the busier will be the manufac- 
turer. 

The manufacturer seems 
to lose sight of this fact. He 
seems to forget that the deal- 
er must be able to back up 
the advertising matter which 
cost so many thousands of 
dollars. 

Unless the dealer can ex- 
= plain his furnace to the cus- 
= tomer and be able to inter- 
2 pret the advertising matter, 





he stops the progress of the 
manufacturer. 

Advertising matter which 
deals with “friction of air” 
and with “ B. T. Us.” and 
“cross sections of 10 inch 
pipe” is all Greek to the men 
who wants a furnace in- 
stalled. 

No man can conceive that 
which he knows nothing 
about. The customer has a 
perfect right to say to the 
dealer : 

“Tell it to me my way. Give it to me from my point 
of experience so that I can imagine it. Till then, you 
have no right to ask me to buy your furnace.” 

Does the manufacturer teach the dealer how to in- 
terpret all this? 

I guess not. 

It is not really a matter of steel versus cast iron, or 
of deep or shallow fire boxes, or of short or long ash 
pits that the customer is interested in. 

All the customer wants to know is, can he get the 
greatest amount of heat with the least amount of coal 
and use the minimum effort to get the desired result. 

Technicalities do not answer this to the customer. 

The manufacturer must put up an educational bureau 
where the dealer can learn analysis, synthesis, and com- 
parison between his own furnace, and competitive fur- 
naces. 
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He must know other furnaces as well as his own in 
crder to sell right. 

The manufacturer must go farther than this. He 
must bring this knowledge to the dealer’s door. 

He must exchange ideas with the dealer, and get on 
a better basis of understanding. 

Is it not a fact that the manufacturer sends salesmen 
on the road who knows the business ? 

Is it not also a fact that the dealer is a salesman as 
well as the traveling man is? 

Is it not a fact that if the dealer is a poor salesman, 
that the traveling man can not sell him, and when he 
can not sell him, the manufacturer can not make? 

This is what I mean when I say that the manufac- 
turer must make a salesman of his dealer. There is no 
other way. 

The success of the manufacturer depends on how 
good a salesman the dealer is. 

The answer is, district conventions, personal contact, 
lectures in selling, actual selling demonstrations often 
and many. 

The money lost in wasted and unread advertising 


will pay for this. The manufacturer should not pay. 


so much attention to Dun and Bradstreet, and put Mr. 
Webster’s Dictionary into actual use, because if the 
dealer becomes a better salesman, he sells more fur- 
naces, and Mr. Dun and Bradstreet will give him a 
better rating. This is too obvious to dwell any farther 
on it. 

The Dealer. 

From the factory the furnace goes to the dealer. 
The dealer as a rule is a good mechanic of ability. He 
is a thorough and logical man as an artisan—but gen- 
erally is not a trained salesman. 

He works all day at his trade, and has no time to put 
in on selling education. 

The knowledge he gets about the furnace he sells is 
cbtained from experience only. 

While experience is the best teacher, it is also the 
slowest teacher. By the time the dealer becomes a 
good salesman, he is ready to retire from business. 

The dealer has not only his furnace problems to 
solve, but he has his other problems which arise from 
other work than that of furnaces. 

One good lecture in scientific salesmanship will save 
him a year of experience. One actual demonstration 
brought to his door will give him more experience than 
ten installations. 

The dealer is a business man, and is willing to learn 
facts providing these facts are stripped of the usual 
hot air which the salesman includes in his talk. 

I am a salesman myself, and I know what I am talk- 
ing about. A salesman should be a friend and a teacher 
as well as a seller for his concern. 

The trouble is that many manufacturers allow their 
salesmen to work by the railroad time table instead of 
by the benefit due to the dealer. 

True is it, indeed, that a salesman must make his 
territory. If he does not, his competitor will. 

This is why a manufacturer must use other educa- 
tors instead of salesmen. 

Is not the dealer entitled to educational service from 
the manufacturer who takes his money for goods? 
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If the dealer were as good a salesman, as he is an 
installer he would be a real artist in his business. 

An artist is he who applies skillfully the facts of his 
business. He should get facts, installing facts—and 
selling facts. 

This will make him an able man in his line, and he 
can demand that laws be enacted to protect his craft. 

He could have actual laws passed which would com- 
pel every man who sells furnaces to be an artist. This 
would protect the public from faulty installation, and 
faulty selling. 

Here is how this will work out: 

The customer has a right to life, liberty and pursuit 
of happiness. Our Constitution gives him this right. 
Now then, if a faulty installation interferes with his 
right to the pursuit of happiness the sale is interfering 
with his rights as a citizen. 

I am serious about this. There should be laws 
specifically for this. 

If the dealer gets the proper knowledge in installa- 
fion, and selling, he becomes an artist, and the public 
will not be robbed of their rights. 

It is up to the manufacturer to furnish this educa- 
tion, and when this education is applied by some and 
misapplied by others, there will be a contrast between 
good and bad. 

If it is good, it is beneficial. If it is bad there should 
be a law against it. 

Education makes the piker into a useful dealer. If 
the dealer does not see fit to learn, he will soon drop 
from the list of dealers, because the law will not allow 
him to continue. 

I mean by this, that when laws are put into use de- 
manding that a dealer be able to install properly, and 
scientifically, he will have a license which will allow 
him to serve the public beneficially. 

If he does not want to learn, the law will say, “You 
are incompetent,” and he gets no license. 

No license no work. Yes. This will all come to 
pass because the public is concerned, and the public is 
the law. 

The dealer wants to learn more, the manufacturer 
wants him to know more, and they must get together 
sooner or later. 

The sooner the better. 

It is a law of nature that “He who serves best profits 
most.” The dealer knows this, and so does the manu- 
facturer. Just watch them and ste what will happen. 

The Customer. 

The customer is the most important element in any 
business. 

The furnace business is no exception to this rule. 

Without the customer, neither manufacturer nor 
Gealer could possibly exist. It is a deplorable fact that 
the customer is often the victim of misinformation, 
misselling, and misinstallation. 

Why is this? The most necessary element in the 
furnace business is so often misused. 

The dealer does not wilfully misrepresent. The an- 
swer to this is, that he is a victim of ignorance on the 
part of the dealer. (Not all dealers are ignorant. I 
am talking here to the dealer who is not an artist in his 
business. ) 
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The customer’s judgment to buy is governed by the 
number of facts the dealer has. 

If the manufacturer does not supply the dealer with 
the facts, the customer suffers. The customer talks 
price as soon as the dealer who is supposed to be a 
salesman runs out of facts. 

No furnace is worth more than the facts presented. 

Do you get this? 

If the dealer has many facts, he can put up a splen- 
did sales talk which is worth real money. The cus- 
tomer buys a furnace on some dealer’s say so. 

How can he do otherwise? It is the dealer who is 
responsible to the customer, and the manufacturer is 
responsible to the dealer. 

In order that the customer may get the best service 
and the highest degree of service, the dealer must be 
supplied with enough facts by the manufacturer to 
enable him to sell right. 

The customer may not know about furnaces, but 
he does know what to expect of a furnace. 

Here is where the rub is. He knows what he expects 
to get for his money, and insists on it. When he gets 
what he expects he is entitled to, he gets his worth 
of the price he pays. 

Mr. Manufacturer, Mr. Dealer, get together on a 
better basis of understanding. Work for a good 
Serve well, and profit most. 

Learn more, and earn more. Remember that the 
customers are your bread and butter. More power 
to all three factors—the manufacturer, the dealer, and 
the customer. 


cause. 





Three Practical Men Founded 
American Furnace Company. 


By Harry V. Bayse, President, American Furnace 
Company, St. Louis, Missouri. 

Twenty-one years ago Harry V. Bayse, W. D. Har- 
rison and J. H. Laux left a certain furnace concern 
and organized the American furnace Company. 

We had had about ten years’ connection with the 
former concern, manufacturing and installing fur- 
naces as well as furnace repairing. 

We can say truthfully that the repairing of furnaces 
is where we gathered the most of our ideas as to what 
requirements were necessary to make the best pos- 
sible furnace. 

We discovered the weak parts of all classes of 
furnaces, and made a study of the cause of the many 
weak parts. 

The result ‘of three practical men closely investigat- 
ing the causes of the many weaknesses in many dif- 
ferent furnaces enabled us to have a fairly good idea 
of the requirements to make a dependable furnace. 

We discovered that cast iron fire-pots would crack 
and we concluded that the joints between them ap- 
peared to be much like a crack and that a new section 
to replace a cracked part would rarely fit the old sec- 
tions. 

Also, we discovered that light sheet steel would rust 
out, would buckle and pull away, that the public bit- 
terly opposed a gas leaking furnace, dirty wall paper 
and parched air. 


We considered from all angles, as we had also in- 
stalled steam and hot water heating at the old concern. 

We concluded that warm air heating was the most 
sanitary system, provided it was not burnt air and as 
clean as the outside atmosphere. 

Hence we settled on a heavy steel furnace to be 





Harry V. Bayse, President, American Furnace Company. 


clean and free from cracks, with a fire brick lined fire 
pot to.prevent burnt air. 

These points well considered entered into the birth 
of the American Boiler Plate Furnaces which is our 
principal business at this time. 

We have since added a line of cast iron furnaces for 
the novices, a line of pipeless furnaces for the stove 
man and a line of room heaters for the country 
schools. 





Householders Should Be Taught 
to Keep Water Pan Filled. 


Householders need instruction on the importance of 
humidity. As a matter of fuel economy and of health 
it is urgent that householders be thoroughly informed 
regarding the importance of relative humidity and at- 
tention to the humidifying apparatus or pan of the 
warm air heater. 

That this phase of warm air heating is not as well 
understood by the user of the furnace as it should be is 
proved by the reports of inspectors. 

Thus, for example, Rogers Keith, of Des Moines, 
Iowa, writes: “Our service men get into 3,000 Des 
Moines basements per year. We furnish a three gal- 
lon water pan with each furnace which, as you know, 
is large. Less than one-third of these are reported by 
our service men as having water in them at all.” 

“Humidity is not sufficiently appreciated by dealers 
generally. It is of the highest importance from a san- 
itary point of view and conducive to fuel economy,” 
writes G. A. Wells, of Wells Furnace & Supply Com- 
pany, St. Louis, Missouri. 
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How High Ideals Helped Develop 
Modern Way Furnace Company. 
By H. W. Sigrist, Advertising Manager 
Modern Furnace Company, Fort Wayne, 
Indiana. 

No matter how cynical or disillusioned a man may 
be, he can not live and work without some ideals. 

He may not al- 
ways recognize the 
ideals as ideals but 
they are as essential 
to him as the oxygen 
which he breathes 
out of the air. 

It is the fashion in 
‘some circles to sneer 
“at ideals. Sneering 
proves nothing. It 
disproves nothing. 
Meérely,*it is a waste 
‘of muscular effort. 
The most it can do 
is to make wrinkles 
around the nose. 

Wevof the Mod- 
ern Way Furnace 
Company are proud 
of our ideals. In- 
deed, our entire or- 





H. W. Sigrist, Advertising Man- 
ager Modern Way Furnace Com- ganization is the out- 
pany, Fort Wayne, Indiana. growth of an ideal. 

The beginnings of that ideai were simple. Prior to 
1912¢ A. E. Rose was traveling over the Central West 
selling furnaces for one of the leading furnace manu- 
facturers of the East. , 

His observations convinced him of the advantage of 
building a warm air heater along lines of simple and 
substantial construction which would combine quality 
and service. 

With that ideal in mind, he organized the Modern 
Way Furnace Company in 1913. 

The ideal was held aloft and clear in spite of the 
discouragements of labor shortage and poor shipping 
facilities during the war days. 

Indeed, out of those difficulties grew new ideas of 
improvement. 

The coal shortage and consequent high prices actu- 
ated the Modern Way Furnace Company to study the 
problem of producing a heater that would save fuel, 
a heater that would burn low grades of coal with 
greater success. 

Always in the minds of the Modern Way Furnace 
Company and the men who constitute its personnel was 
the vision of a factory where every molder poured en- 
thusiasm and desire for the best furnace into each 
mold, where every grinder and mounter might see the 
finished product as a perfect product. 

The vision is developing into actuality. Its inspira- 
tion has already spurred the men behind the Modern 
Way Furnace Company to build a completely equipped, 
up-to-the-minute factory and to produce the wonder- 
ful 1921 Modern Way Furnace. 


There is a spirit of sustained enthusiasm throughout 
the Modern Way Furnace Company organization. The 
mechanics, the office employes, and the selling force are 
brought under the sway of the vision and the ideal. 

They are convinced that they are making, distribut- 
ing, and selling warm air furnaces scientifically de- 
signed—furnaces that give comfort and promote 
economy. 

The vision is becoming the reality, and it continues 
to give motive for other visions of greater achieve- 
ments in the years to come. 





Designs New Furnace Suitable 
for Present Day Fuel. 


New Black Diamond, all cast furnace, recently in- 
troduced by The Black Diamond Furnace Company 
of Monmouth, Illinois, is especially suitable for pres- 
ent day fuel. It is manufactured for both Pipe and 
Pipeless installations. 

While closely adhering to the design of their well 
known Maple City Furnace, it has embodied in its 
construction many distinctive features adapted to the 
present day quality of fuel. 

The new Furnace has square cornered ash pit con- 
struction, affording more accessibility. 

It is unusually wide with deep receding base to re- 
ceive a large quantity of water, which is strongly 
recommended by the manufacturers, claiming the 
steam generated by hot coals dropping from the grates 
in the water, is important aid to combustion where 
dirty coal is used; also, the ashes are free from dust 
and not disagreeable to remove. 

The grates are of the patented Cutter Bar type, re- 
cently brought out by the manufacturers for the Black 
Diamond. They are triangular in design, with the 
shaker bars on the outside, to prevent skinning 
knuckles when removing ashes. 

The grates are mounted in a frame and suspended 
below the fire pot in such a manner to make them 
easily removable. 

In addition, it is claimed the large space provided 
between the bottom of the pot and top of grates will 
prevent ash accumulation at this point, giving abun- 
dant air supply to the fuel. 

The water pan or humidifier is unusually large, hold- 
ing five gallons, and the cover is hinged on front so 
as to dump all accumulations on the floor. 

Two-piece fire pots are used with unusually large 
grate area. Both the top and bottom pots have uni- 
form walls, while the bottom pot is provided with a 
self cleaning air flue. 

The double feed door measures 13x14 inches. The 
combustion chamber is unusually heavy and strong. 
It is constructed with a maximum load of four pounds 
per square inch cross section at the top, point of great- 
est strain. 

The radiator is designed to provide unusually large 
heating surface and has a shape that retards the flow 
of gases in their travel to the chimney. A damper is 
also provided. 

Double seated joints are used throughout, whereby 
the fiber asbestos cement is fully enclosed in cast iron, 
assuring permanently gas tight construction. 
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ow 





December 25,1920. AMERICAN ARTISAN AND HARDWARE RECORD 101 


Practices Policy of Fair 
Treatment to All. 


The stove and furnace trade needs no introduction 
to the Fanner Manufacturing Company of Cleveland, 
Ohio. 

Its standard for quality and promptness in execution 
of orders and general fair treatment of the trade have 





John Raible, President The Fanner Manufacturing 
Company, Cleveland, Ohio. 


placed it in its present enviable position and is known 
to all. 

We are pleased, in this issue, to present the picture 
of the gentleman at the head of the institution, the one 
who is responsible for this policy, and who insists that 
the first consideration of his assistants is to take care 
of the trade—and that is why such a spirit of friend- 
liness has grown up between the trade and this Com- 
pany. 

It is better equipped than ever to continue to serve 
you promptly, efficiently and at as low prices as are 
consistent with good workmanship and quality. 





Uses a System of Straight 
Line Production. 


By C. C. Sinclair, Secretary and Sales 
Manager Premier Warm Air Heater Company 

The Premier Warm Air Heater Company, Dowa- 
giac, Michigan, is now occupying its new plant. 

The Company was only organized March 18th of 
this year, and started construction April roth. They 
purchased a six acre tract on the main line of the 
Michigan Central. 

The new buildings are of the latest architecture, 
designed for an annual capacity of 6,000 furnaces, 
with a low overhead expense. 

If you were to step into their plant today, you would 
see what authorities claim is one of the best planned 
furnace plants for economical production anywhere. 

“As the crow flies” is the shortest distance between 
two points, is the way the parts go through this model 


plant. Pig iron enters at one end, by the time it reaches 
the other end, it is in the finished product. 

Planned on the “straight line” manufacturing idea, 
it is the straightest line from the rough to the finished 
product that is possible in the manufacture of warm 
air heaters. 

In this efficient shop, workmen do not crowd and 
run into each other; interference is impossible, for the 
product passes from one department to the next until 
it reaches the shipping room. 

This straight line production, coupled with the one 
floor plan of factory buildings, saw tooth roofed, with 
plenty of light and ventilation, cuts production costs 
to the bone. 

Labor-saving machinery is installed wherever pos- 
sible. The factory is a complete unit built in accord- 
ance with the times and will be able to produce warm 
air heaters more cheaply than hitherto, due to its mod- 
ern and progressive facilities. 

The growth of the warm air heater industry is re- 
flected in this organization of the new Company to 
keep pace with the growing demand for warm air 
heaters. 

The plant is equipped with the latest Whiting Cupola. 
And the new Premier method of melting and pouring 
the iron purifies it and eliminates all impurities from 
the furnace castings. 

In the cleaning rooms there are installed batteries 
of Whiting Mills, set in heavy concrete foundations, 
because of the great vibration that results when they 
are put in operation. 





Harry L. Wood, Vice-president and General Manager 
Premier Warm Air Heater Company, Dowagiac, 
Michigan. 


The castings are then passed on through the Mount- 
ing and Fitting room to the Sheet Metal department, 
until they reach the shipping room, crated and ready 
for shipment. 

Just outside the shipping room door are the waiting 
freight cars ready to take Premiers to you, no matter 
where you may be in the United States or Canada. 
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The plant is equipped with Air Compressors of the 
latest designs. 

The Company operates its own power plant, which 
consists of two units of Fairbanks-Morse Semi-Diesel 
Engines, burning fuel oil. 

The Premier will manufacture a complete line of 
pipe and pipeless heaters. They possess many new 
features of practical value, which will appeal to the 
wide awake dealer. 

The men behind the Premier face heating problems 
with open minds. They have not made radical changes 
in design or novelty or advertising effect, and have de- 
signed a heater that will burn the present low grade 
of fuel with economy and deliver a satisfactory amount 
of warm air. 

A large percentage of the men who make the Premier 
are participating stockholders of the Company. They 
invest their lives where they invest their money and are 
proud of their product. Every moulder and mechanic 
in the Premier plant knows he is building an honest 
furnace. 

The pipe heater can be converted into a pipeless 
without the usual extra extension front and casing 
rings. The smoke collar and the clean-out are cast on 
and extended through the casing in both pipe and pipe- 
less. 

Premier radiators are reversible, so that the smoke 
pipe may have a straight run to the flue and yet have 
the furnace face in any desired direction. 

Officers of the Company are: William F. Judd, Presi- 
dent; Harry L. Wood Vice-president and General 
Manager; C. C. Sinclair, Secretary and Sales Man- 
ager; Richard M. Jadd, Treasurer; and Ralph S. Mc- 
Naney, Superintendent. 

Full particulars and details of proposition to dealers 
can be had by writing to the Premier Warm Air Heater 
Company, Dowagiac, Michigan. 





Promotes Health and Keeps 
Complexion Fresh and Rosy. 

Life without health is hardly worth living. 

Here and there there may be heroic souls who con- 
trive to get a measure of happiness out of existence 
in spite of more or less chronic illness. 
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The Humidicon, Made by Riekse Manufacturing Company, 
Grand Rapids, Michigan. 


But most of us do not enjoy the good things of this 
world without bodily vigor. 

There are lots of people who are in the pink of 
condition during mild weather but who dread the ap- 
proach of winter because it means a series of colds. 
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As in many other affairs, prevention is better than 
remedy. 

One of the easiest and surest ways to keep health 
during winter is to maintain the right percentage of 
relative humidity in the home. 

Dry air irritates the delicate membranes of the 
breathing passages, namely, nose, throat, and bronchial 
tubes. Therefore, any device which insures a con- 
tinuous supply of the right amount of moisture in the 
atmosphere of the home is a benefit to humanity. 

It‘ is strictly along these lines that the Humidicon, 
made by the Riekse Manufacturing Company, 31 Ot- 
twa Street, Grand Rapids, Michigan, is a distinct ad- 
vantage to the warm air heating industry and to the 
households equipped with warm air heaters. 

An additional selling argument in favor of this 
useful and almost indispensable mechanism is that it 
not only promotes health but aids in keeping the com- 
plexion fresh and rosy. 

The outer layers of the skin are very sensitive to 
the variations of air condition. Dry air has a bad effect 
on the outer membranes of the skin whereas moist air 
keeps them in excellent state. 

The Humidicon, shown in the accompanying il- 
lustration, is very simple in operation. It is trouble 
proof. Being made of brass and copper, it should 
last indefinitely. 

Besides, it is a great service in maintaining the 
health of the people of the household, it also protects 
the house itself and furniture. In a properly moistened 
air, woodwork will not dry out and pull apart at the 
corner joints. Plastered and papered walls will not 
crack nor floor boards dry out so that large cracks 
open up between them. 

Moreover, the piano will be kept in much better 
condition and will hold its tone remarkably well and 
seldom need retuning. 

Inasmuch as the dealer and installer of warm air 
heaters prospers in the ratio in which he is able to 
render service to his customers, the Humidicon should 
prove of immense assistance to him in the work of 
intensifying the goodwill of his patrons, 





Opinions Differ on Licensing 
Furnace Installers. 

There is a great diversity of opinion regarding state 
laws controlling the installation of warm air heaters. 

Trained furnace dealers and installers agree that 
some sort of measure is necessary to exclude unskilled 
people who make warm air heaters merely a side line 
to some other business. 

How such measures should be drawn up and to what 
extent they should be embodied in state or local laws 
seems to be difficult to determine. 

A prominent southern installer is opposed to state 
laws controlling installation if such laws are “drawn 
up by unexperienced University students and _politi- 
cians as some are.” 

C. R. Oberholtzer, Angola, Indiana, thinks that in- 
stallers should be licensed by the state, but that the 
€xamination should be taken like Civil Service exam- 
inations in order to preclude the possibility of. political 
interference and to insure the honesty of the results. 
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Hall-Neal Furnace Company 
Now Located in Finely Equipped Factory. 


For .the past two months, the Hall-Neal Furnace 
Company have enjoyed making their Victor steel warm 
air heaters in a brand new factory, equipped with the 
most modern machinery and pleasantly situated at 1322 
to 1326 North Capitol Avenue, Indianapolis, Indiana. 

As will be noted from the accompanying illustration, 
the factory has light on all four sides and the two long 
saw-tooth skylights make it possible to operate with- 
out artificial lighting on any but the most gloomy days. 


ers. That is to say, these furnaces embody the best 
selling features and are so constructed as to minimize 
the dealer’s labor expense in casing and mounting. 

Furthermore, by devising these Taplin furnaces in 
such a manner as to meet conditions existing in the 
fuel industry everywhere, the manufacturers are able 
to give customers thorough satisfaction. The Taplin 
furnaces burn any grade of bituminous coal as well as 
hard coal or coke. 

The hot blast feature of the Taplin furnaces is the 
result of much planning and experiment. 

As the same condition existing in the firepot when 

















New Plant of the Hall-Neal Furnace Company, 1322 to 1326 North Capitol Avenue, Indianapolis, Indiana. 


Among the new machines which they have installed 
is an “Eveready” welding outfit with which all seams 
on their warm air heaters are joined in a most thor- 
ough manner. 

The Hall-Neal Furnace Company maintain an en- 
gineering department through which they are prepared 
to furnish their local dealers with blue prints and com- 
plete plans for installation of warm air heating ap- 
paratus, thereby materially assisting in the work of 
bringing installation work up to a highly efficient stand- 
ard, realizing that every well installed warm air heater 
will help the sale of more. 





The Taplin Furnace Company 
Has Cooperative Policy. 


The dealer is not merely a servant of the manufac- 
turer. He is and should be the friend, agent, and ally 
of the producer. 

Having mutual interest, in theory at least, dealer 
and producer prosper above the average run accord- 
ing to*the degree in which they put their interlocking 
interest into practical value. 

There is no reason why the relations between man- 
ufacturer and dealer should begin and end with the 
sale of a stock of warm air heaters and the final pay- 
ment of the bills in connection therewith. 

It is because of these considerations that the Taplin 
Furnace Company, Grand Rapids, Michigan, has estab- 
lished a cooperative policy in virtue of which every 
dealer handling the line is given an interest in the 
company. 

The Taplin hot blast furnaces are designed and 
built to satisfy the most critical and exacting of deal- 


the new fire is burning can not exist very long after 
the ashes begin to form on the grates, the hot blast 
features are designed so as to be timed by the rate of 
combustion, be it night or day, and to insure the proper 
amount of air delivered at the surface of the fire and 
at a temperature equal to the gas within the firepot. 

Leading authorities agree that there is but one point 
at which the carbon monoxide gas can be transformed 
into carbon dioxide gas and that is directly at the 
surface of the fire. 

The Taplin Hot Blast Furnaces are designed and 
built to give long service with a minimum of fuel con- 
sumption, as well as to minimize the cost of produc- 
tion without lowering the quality of the product. 

All excess parts have been eliminated, there being 
but thirty pieces of castings to make up the entire 
heater, whereas from fifty to seventy-five pieces of 
castings is not unusual in heaters of this type. 

The entire line of Taplin Hot Blast Heaters con- 
sists of five sizes of pipe furnaces, ranging from 18 
inch pots to 32 inch pots inclusive, these same sizes 
also being made up into what is called the Triplex 
Heater, this type being designed to warm satisfactorily 
such houses where a pipe heater can not be installed 
and a one-pipe heater is impractical. 

Then the Company will manufacture three sizes of 
one-pipe heaters, ranging from 18 inch to 24 inch pots 
inclusive. This gives a very flexible line of heaters, 
covering practically every condition coming within the 
limits of the warm air furnace. 

Another feature embodied in the Taplin Hot Blast 
Furnaces which perhaps no other line possesses, is 
the scale on which they are built. The No. 46 Heater, 
with a 24 inch fire pot and 22 inch grate was designed 
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along lines which the Company believed to be the best 
proportions for a warm air furnace. 

All of the other sizes are built in exact proportion 
to this unit, the 21 inch firepot size with a 42 inch cas- 
ing being 21/24ths of the No. 46, and the 27 inch fire- 
pot size being 27/24ths of the size of the No. 46, these 
measurements being constant in everything but the 
doors. 

The personnel of the Taplin Furnace Company 
consist of men very well known in the furnace indus- 
try—men having a broad experience in designing and 
manufacturing of warm air heaters and in marketing 
them. 

During the long period in which most of the officers 
have been connected with the industry, they have en- 
countered and overcome formidable obstacles of man- 
ufacturing and marketing. Their experience is passed 
on for the benefit of dealers handling the Taplin hot 
blast furnaces. 

Neal \WW. Taplin is president of the Taplin Furnace 
Company. He has a successful record in the business 
and the reputation for fair and square dealing with all 
who have met him. 

The secretary of the Taplin Furnace Company is 
Charles E. Miller, who is also president of the Miller 
Furnace Company, Grand Rapids, Michigan. He has 
had forty-three years’ experience in the warm air 
heater trade. 

lorris D. Stevens, Treasurer of the Taplin Furnace 
Company, is also Vice-President of Foster-Stevens and 
Company, wholesale hardware dealers of Grand 
Rapids, Michigan, and enjoys a splendid reputation 
among furnace men and hardware dealers. 





Prospects for Warm Air Heater 
Trade Are Encouraging. 


By Allen W. Williams, Secretary National 
!’arm Air Heating and Ventilation Association. 

The prospects for 1921 in our industry are not so 
easy to judge as one might suppose and still it does not 
require much of an op- 
timist to feel that if there 
is even a slight increase in 
home building the demand 
for warm air heaters will 
be good. 

Notwithstanding the fact 
that the construction of 
new homes was smaller 
during 1920 than for many 
years, the trade has been 
remarkably satisfactory. 

The furnace industry is 
passing through the read- 
justment period without 
serious misfortune, and 
while no boom is expected 
during the early months of 
Allen W. Williams, Secre- the new year, no one has 

tary National Warm the least fear that trade will 

Air Heating and Venti- be much, if any, below 

lating Association. normal. 


As to prices, the manufacturers and dealers gener- 





ally seem to understand that there will be no radical 
reductions in furnaces as the margin of profit to either 
has never been more than a staple one. 

One gratifying condition which existed during 1920 
and promises to continue, is the fact that the increase 
in popularity and use of warm air heating is not con- 
fined to any particular part of the country. 

Circumstances have been favorable to the sale of 
the pipeless heater as an unusually large proportion of 
installations have been in dwellings or small buildings 
already erected. 

While it is a popular heater, I am satisfied when a 
thoughtful analysis is made of the subject a conclusion 
will be reached indicating that this does not mean a 
decline in the use of piped jobs. Further, that while 
the sale of the pipeless will continue to grow the build- 
ing of even some of the thousands of homes, that are 
so badly needed will create an equally heavy demand 
for piped warm air heaters. . : 

The research work, in reference to warm air heat- 
ing which is being carried on by the National Warm 
Air Heating and Ventilating Association at the Uni- 
versity of Illinois under the direction of such well 
known authority as Professor Willard and his able staff 
has made remarkable progress during the year that has 
passed and promises more for the twelve months that 
are before us. 

It has required both time and patience to make the 
proper preparation in instruments and to secure the 
necessary engineering data before the real work could 
start. 

All of this has been accomplished and manufactur- 
ers, dealers, architects and even the general public have 
become interested in this activity. 

Every builder of furnaces or heating engineer should 
visit the University of Illinois and see for himself how 
carefully and accurately the work is being conducted 
and thus appreciate the practical value of the under- 
taking. 

Good installation always has been and always will 
be a most important factor when it comes to economy 
in fuel, real efficiency and comfort and our Association 
believes that its research work will assist wonderfully 
to that end. 

While the manufacturers of Warm Air Furnaces are 
proud of their product as a whole, they are enthusiastic- 
ally interested in making further improvements, that 
is real improvements, not freaks, and will continue to 
work to that end. 

Manufacturers are insising more and more upon 
proper installation of the heaters which they make and 
giving each installation increased personal attention 
through their engineers_or other capable employés. 
This is doing much to properly post dealers, it is good 
business and highly gratifying to the ultimate con- 
sumer. 

Unless I miss my guess 1921 will be more than a 
normal year in every way in our great industry. 





If your relations with your competitor aren’t any 
better than they are with your wife’s relatives—but 
that’s rather too personal, isn’t it? 
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Use of Manufacturers’ Advertising Helps in Local 
Publicity Is a Good Way to Get Profitable Trade. 


Posters, Cut-outs, Newspaper Electros, Illustrated Folders 
and Circulars with Dealer’s Imprint Are Big Sales Factors. 


Messages can be sent all over the world with wire- 


less. 


But people all over the world do not individually re- 


ceive tme messages. 


So it is with ideas and information regarding warm 
air heaters. The knowledge, service, construction and 


comfort of warm air heaters is 
to be found everywhere in books, 
trade journals, pamphlets, cir- 
culars, ete. 

But everybody does not receive 
the knowledge. In other words, 
we have not reached a stage of 
metal growth where ideas come 
to us the same as oxygen out of 
the atmosphere. 

There are thousands of per- 
sons who go through life with- 
out ever receiving a single wire- 
less message, although the waves 
of ether carrying wireless mes- 
sages pass through their locali- 
ties hundreds of times a day. 

It is only when the message is 
directed to them personally and 
delivered to them that they be- 
come aware of its contents. 

It is precisely the same with 
the message of the warm air 
heater. If you do not deliver the 
message directly to your pros- 
pective customers, as individuals, 
the chances are that it will never 
reach them. 

This is only another way of 
saying that if you want to sell 
warm air heaters you must ad- 
vertise them. 

Now, from some angles, ad- 
vertising is a costly thing for the 
dealer. 

If he has to make up his own 
posters and circulars, pay artists 
for drawing pictures and engrav- 
ers for making halftones and 
electros, it will entail an expense 
probably too great for his busi- 
ness to carry in its present state 
of development. 


The manufacturer, however, can easily carry the 
burden of such a costly process because he is in a posi- 
tion to distribute it over a wider area of business. 
Hence, the proportion which each of his furnaces has 
to bear of the total cost is insignificnt. 

Consequently, it is to the interest of the dealer to 
make use of the advertising helps so freely offered him 


u 


NOU 


by the manufacturer. 


In an effort to find out to what extent the manufac- 


turers’ 


advertising 


helps are used by dealers, 
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HAT the furnace in- 
stallers of this country 
are alert and progressive, 
keeping well abreast of the 
times, is evidenced by the 
large number who make 
use of illuminated slides 
in motion picture theatres. 
This, of course, is in ad- 
dition to their employment 
of the established channels 
of publicity through news- 
papers, posters and mail- 
ing lists. 

Several installers have 
pointed out what they con- 
sider to be the need for 
more individualized adver- 
tising helps from the man- 
ufacturer. The installer 
and dealer naturally knows 
more about the require- 
ments of his locality than 
the manufacturer, and he 
is, no doubt, justified in 
suggesting certain modifi- 
cations to meet the condi- 
tions of his territory. 

Inasmuch as it is the 
purpose of the advertising 
helps to quicken the sale 
of furnaces, there is no 
doubt that this phase of 
the matter will be taken up 
and satisfactorily adjusted 
in the natural course of 


business. 
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a questionnaire to representative retailers and installers 
of warm air heaters in various parts of the country. 


Suggestions for more profitable 
use of manufacturers’ ’ advertis- 
ing helps are contained in the fol- 
lowing summary of the replies 
received in answer to the query:: 

John A. Pontius, Geneva, New 
York, says that he does not.make 
full use of manufacturers’ ad- 
vertising helps and he believes 
that no one else does, declaring: 
“What might be suitable for me 
might not be for you.” This, 
however, does not imply neglect 
of such publicity systems because 
he uses the manufacturers’ elec- 
tros for newspaper advertising, 
circulars for distribution 
through the mail, and poster ad- 
vertisements. 

An excellent way to make use 
of manufacturers’ advertising 
helps in the dealer’s local pub- 
licity is pointed out by S. J. 
Beard, Republic, Ohio, who 
writes that he connects up his 
local publicity with the manu- 
facturers’ national advertising. 

“T use the cuts furnished by 
the manufacturer in my news- 
paper advertisements,’ answers 
C. L. Epps, Van Wert, Ohio. 

C. R. Oberholtzer, Angola, In- 
diana, specializes in moving nic- 
ture advertising by using slides in 
the moving picture theatres in 
his trade territory. 

“We have a small cut of dif- 
ferent furnaces which we run in 
connection with our advertise- 
ment in the daily papers,” reports 
the Lawrence-Henry Furnace 
Company, Uhrichsville, Ohio. 


B. C. DeVol Hardware Company, Council Bluffs, 


strength.” 


Iowa, states: “The only manufacturers’ help we have 
used are electrotypes, and we plan our own campaign 
and feel that localizing our advertisements gives them 


Running slides in picture shows, electros in local 


newspapers, and tacking signs on new buildings, are 
the methods of using manufacturers’ advertising helps 
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employed by W. W. Pascoe, Chadron, Nebraska. 

A. C. Buzzard, Holly, Michigan, carries advertise- 
ments in local newspapers and also makes full use of 
the “movies” in adapting to his purposes the advertis- 
ing helps furnished by the manufacturer. 

Picture slides and newspaper advertisements are also 
the chief medium through which the manufacturers’ 
advertising helps are used by W. E. Foncannon, Ash- 
iand, Kansas. 

Martin Ludwig, Albany, Oregon, says that he makes 
full use of manufacturers’ advertising helps and pays 
particular attention to advertising through local news- 
papers. 

“We use manufacturers’ advertising helps over our 
own name,” says the Schneider Hardware Company, 
Oconto, Wisconsin. “This method we adapted as the 
result of past experience with some manufacturers. We 
make full use of the helps, but above all, we make the 
name of Schneider Hardware Company stand for good 
installation and satisfactory heating of homes.” 

“IT use most of the manufacturers’ advertising helps 
by mailing them to my prospects,” says W. F. Kas- 
bohm, Van Wert, Ohio. 

The Davis Hardware Company, Bloomington, In- 
diana, does not make any use of manufacturers’ adver- 
tising helps for the reason that this Company finds that 
its own methods of gaining customers and extending 
trade are sufficient. 

Every piece of advertising literature including cir- 
culars, folders, pamphlets, cut-outs, and the like, is 
used to the best possible purpose by A. J. Bridges, 
Bedford, Iowa, who has built up a prosperous trade, 
particularly in pipeless furnaces. 

“We use newspaper electros, motion picture slides, 
and other literature furnished by the manufacturers 
in our local publicity,” says the Perryville Hardware 
Company, Perryville, Missouri. 

C. H. Robinson, Springfield, Illinois, says that he 
makes use of manufacturers’ advertising helps in his 
local publicity only when the manufacturers offer per- 
sonal help or liberal allowance for the advertise- 
ments. 

“T have a display table whereon I place my advertis- 
ing literature,” declares O. H. Neuenfeldt, Enderlin, 
North Dakota. “I always include some folder or book- 
let with my monthly statements.” 

G. L. Yaple and Son, Burlington Junction, Missouri, 
state that they get good results from the advertising 
helps and electros furnished by the manufacturers as 
well as the folders which they include in all letters 
sent out to their customers. 

The Churchill Hardware Company, Galesburg, 
Illinois, mails out manufacturers’ advertising helps in 
the monthly statements to its customers. 


Advertising in local newspapers and using whatever 
helps for that purpose the manufacturers supply, is 
the method employed by the Roemer Hardware and 
Implement Company, Hartford, Wisconsin. 

Using fence signs on all the roads leading to town 
is the chief method of employing manufacturers’ ad- 
vertising helps, adopted by S. J. Pelz, Clinton, Wiscon- 
sin. 

Joseph Harmon, Duluth, Minnesota, believes that 
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the intaller is too often obliged to carry more than his 
share of the cost of distributing manufacturers’ ad- 
vertising helps. He makes good use of such helps but 
hints that a more equitable arrangement ought to be 
put into effect. 





Emphasizes Need for Proper 
Provision for Humidifying of Air. 


One of the best known “trouble men” in the Warm 
Air Heater field is Dewitt Van Evera, whose article 
in the following will prove of interest to the local in- 
staller of such apparatus. 

Mr. Van Evera lays particular stress upon the proper 
provision being made for humidifying the heated air 
and also for sufficient inflow of cool air, so as to make 
certain that the warm air heater will function in a satis- 
factory manner. His article follows: 

“Moisture in the air (relative humidity) is an ab- 
solute necessity with any sort of heating system. Of- 
ficials of many states require it in schools and other 
public buildings; authorities on heating and ventilat- 
ing advise it; medical authorities demand it, especially 
in hospitals ; every home should have it; every factory 
and work shop should have it, to make workmen more 
efficient. 

“Dry air makes a person uncomfortable and causes 
one to have a chilly feeling; relative humidity will re- 
move the cause. 

“Air at zero holds only 6 per cent moisture; this 
same air heated to 70 degrees, increases its capacity for 
holding water 16 times. 

“Air at 63 degrees, with proper moisture, is more 
comfortable than dry air at 70 degrees and it takes 15 
per cent more fuel to raise the temperature of air from 
63 to 70 degrees temperature. 

“According to noted authorities, and various tests 
that I have made, place a humidifier at the center, on 
top of the register (use automatic water supply if pos- 
sible) where all the air that passes up on all sides of 
the furnace and register will become properly mois- 
tened when the air is at its hottest point and as it leaves 
the furnace. 

“A disinfectant may be placed in the humidifier, 
which the air will absorb and distribute throughout the 
house. It is possible to use a very strong disinfectant 
and fumigate a house where smallpox patients have 
been quarantined. 

“The ideal heating for a residence is with a first 
class warm air furnace and a humidifier that will evap- 
orate five or more gallons of water every 24 hours in 
central and northern states. Keep temperature of air 
at 65 degrees and humidity at 55 per cent or more. 

“When inside circulation is desired, it is advisable 
to have an 8 or g inch pipe for outside air for an 8- 
room residence, installed independently, but to operate 
in connection with the inside air, thereby increasing its 
velocity without overheating and securing a greater 
pressure and more frequent change of air. 

“All joints in the entire installation should be as air 
tight as practical. Leaky joints on either a gravity or 
mechanical system of warm air heating affect the ef- 
ficiency of same.” 

















oo lee Pe epes 


December 25,1920. AMERICAN ARTISAN AND HARDWARE RECORD 107 


The Little Draft-Man Allows 
a Longer Night’s Sleep. 


To enjoy a longer night's sleep and get up in a warm 
house in the morning is the acme of comfort. 

That is precisely what the “Little Draft-Man” fur- 
nace regulator does for the householder. This device 
has no electrical connections or complicated mechan- 
ism in its operation. It is set as simply as an alarm 
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The “Little Draft-Man” 
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Showing How to Operate “The Little Draft-Man.” 


clock and works after the manner of a self-starter on 
en automobile. 

It controls the furnace draft and damper by means 
of positive chain connections direct from the control 
lever to the furnace. 

The “Little Draft-Man” is a simple mechanical de- 
vice which is mounted at elbow height on the wall in 
ény room in the house and automatically opens the fur- 
nace at any pre-determined time. 

It saves coal by providing the right amount of air 


for perfect fuel combustion at all furnace heats; pre- 
vents fuel from being half burned and wasted in the 
ash-pit ; assures complete combustion of gases and car- 
bon particles usually lost up the chimney flue and pre- 
vents damage to furnace parts, due to over-heating, 
unequal expansion and burning out of the fire-pot. 

Sahlin Manufacturing Company, of Grand Rapids, 
Michigan, manufacturers of the “Little Draft-Man” 
Furnace Regulator, believe that their responsibility 
does not end when they have sold their regulators to 
the dealers. Their Mr. Stalker told our representa- 
tives: 

“We are not as much interested 
in selling to the dealer as we are in 
showing the dealer how he can sell 
the ‘Little Draft-Man.’ We, there- 
fore, get up this Demonstrating 
Board, which we are loaning to the 
dealer.” 

With this, a customer can see at 
a glance how simple the “Little 
Draft-Man” Regulator is, and how 
perfectly it performs its function. 
Dealers who have this Demonstrat- 
ing outfit in their stores, have more 
than trebled their sales. This out- 





The Little Draft- 
Man Furnace 
Regulator. 


fit is very attractive, interesting, and convincing. We 
have often wondered why other manufacturers did 
not use similar selling aids for their dealers. 





Works for the Good of the 
Entire Industry. 


The cooperation extended to furnace installers, 
architects, manufacturers of furnaces and the entire 
furnace heating fraternity by the Excelsior Steel Fur- 
nace Company, 114-118 South Clinton Street, Chicago, 
Illinois, is unusual. They extend the services of their 
engineering department to all who care to avail them- 
selves of it. 

They are vitally interested in every prospective job, 
and are continually supplying plans, lay-outs and esti- 
mates to dealers who do not handle Excelsior Fur- 
naces. 

Their suggestions and recommendations are honest 
and unbiased, their sole object being to secure the suc- 
cess of each particular installation. 

The Company makes a very complete line of Warm 
Air Heaters. Their two new lines, the Excelsior Spe- 
cial and the Excelsior Efficient have been very favor- 
ably received by the trade. The oversized firepots have 
demonstrated their ability to economically consume all 
fuels. 

The Excelsior Pedestal Monopipe Register made by 
the Company has had a very large sale and special 
efforts are being made greatly to increase productiou 
in this department. 

The Excelsior Furnace Booster is receiving recog- 
nition from the trade and on large installations has 
accomplished savings in fuel, and time of increasing 
temperatures have been made. 

The Booster increases circulation and requires no 
shifting of dampers. An electric connection at a con- 
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venient location furnishes the power. The blower and 
motor are outside of the casing housing, and will be 
supplied for any make of furnace. 

A testing station is maintained in order that: the 
results obtained with new goods may be definitely and 
scientifically determined. Experiments are being con- 
stantly conducted with a view to further improvement 
of the company’s varied products. 





Dependability Is Foremost Thought 
of Hero Furnace Company. 


By George D. Carrington. 

Recently I read an advertisement in one of the mag- 
azines which said: “The casque maker of olden days 
always held one 
thought foremost in 
his min d—depend- 
ability. Long hours 
of patient toil were 
gladly given to in- 
sure this first essen- 
tial.” 

Now a casque is 
a part of the armor 
the Knight wore as 
he rode forth to bat- 
tle. It was the pro- 
tection for his head. 
Surely dependabil- 
ity was essential and 
nothing short of the 
work of the 
Was accept- 


best 
artisan 
able. 
This item is a per- 
tinent parallel to the 
foremost thought of 





- the Hero Furnace 

John V. Patten, President Hero Company in making 

Furnace Company. furnaces — depend- 
ability. 


If the Hero Furnace Company has done nothing 
brilliant, let it be content with that substantial, peg- 
ging-away process which has given the Company suc- 
cess. For over a quarter of a century dependability 
has been the “foremost thought.” 

The advent of the pipeless furnace and the unprece- 
dented expansion and growth of business taxed the 
manufacturing capacity of the Company to its limit. 

Therefore in keeping with the policy of substantial 
growth and dependability of service and product, the 
Company has now bought a new foundry at Sycamore, 
Illinois, has concentrated its factories and warehouses 
there and will immediately enter upon a new era of 
achievement. 

All these facilities and advantages under the direct 
control of the Company will make surer the results of 
its endeavor to render service to customer and patron, 
and doubly insure dependability of its product. 

The Hero Furnace, which has been a standard and 
“old reliable” for twenty-five years, will still be made. 


The Hero Tubular Cast School Room Heater which 
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lias made an enviable reputation will continue to be 
a “leading line.” 

The Hero Pipeless Furnace which at once sprang 
into the very forefront and first rank of “Pipeless” is 
to be known and used in every city, village, hamlet and 
country side of America. 

The patterns of a new furnace are ready and soon 
a brand new and startling line will appear. 

An office of the Company will be maintained in Chi- 
cago, but the main headquarters and offices will be 
moved to Sycamore with the central plant. 

I think it was Emerson who first said (any way El- 
bert Hubbard often repeated it) that a great business 
or institution was often the extended shadow of one 
man. 

In the case of the Hero Furnace Company, it may 
be said that the growth and success of the Company 
has been due to the energy and faith of one man. 

In the Company’s future growth and expansion that 
presence will undoubtedly dominate it and when the 
“presence” is no longer material the “shadow” will 
carry forth its influence. 

The one man is the Company’s president, John V. 
Patten, early of Kansas, farm reared, and corn fed. 

It is safe to say that these Kansas folk are early 
energized in some subtle way by rays of the sunflower. 
The success stuff is infused into their systems. 

And everybody knows that every Kansan is con- 
scious of this, and boastful of it, and of all things 
Kansan. 

Their noted poet Ingalls was one time visiting a 
friend in Delaware. As is the custom, he was boasting 
about the greatness of Kansas. His host, rather “fed 
up” on Kansas, thought he would set a little trap for 
Oysters are plentiful in Delaware and the 
He said: 


the poet. 
host was serving the poet with oysters. 

“Osyters are a great brain food, Mr. Ingalls.” 

“They certainly are and I enjoy them,” said Mr. 
Ingalls. 

“Ah,” said his host, “oysters do not grow in Kansas, 
[ believe!” 

Mr. Ingalls hesitating not a moment replied: 

“No, there are no oysters in Kansas. In the all wise 
plan of Providence the oyster was placed where it was 
most needed.” 

All the world is glad that Providence has reared 
these giants out of the western plains. This source 
may supply the departments of industry, science, and 
art with the men we need. 

An able staff has been secured to officer and manage 
the various departments of the business and loyal 
agents are legion. 

The Hero Furnace Company is now prepared as 
never before to give its customers prompt service; to 
make its products superior in quality; and far to sur- 
pass all previous records for business getting. 

The Company’s aim shall be—products of the high- 
est grade; service prompt, efficient and complete; cus- 
tomers satisfied; and profits fair to workers, officers, 
and stockholders. 





3ad luck makes good luck more appreciated. 
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Proper Installation of Warm Air Heaters Is Most 
Important Factor in the Promotion of the Industry. 


Here Are Plans and Descriptions of Successful Installations 
Which Will Assist the Installer in Solving His Own Problems. 


If there were no more difficulty in installing a warm 
air heating apparatus than there is in setting up a heat- 
ing stove, many a householder would not be swearing at 
the installer because his house is not as comfortable as 


latter organization, states that the same care and thor- 
ough consideration is given to the problems presented 
by their regular installer customers as were given to 
this case. 
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Figure 1. Basemert Plan for Warm Air Heater Installation in Home of Dirk Meyer, Pekin, Illindis. Drawn by 


Engineering Department of Meyer Furnace Company, Peoria, Illinois 


he feels it ought to be. If every installer knew all 
there is to know about installation there would be little 
or no complaint on the part of the house owner or 
occupant. In the following pages we publish plans and 
descriptions of successful installations, the careful 
study of which will assist the installer in solving some 
of the problems with which he is often confronted. 
The plans shown in the accompanying illustrations 
were drawn for the instalation of a warm air heating 
apparatus in the residence of Dirk Meyer, Pekin, Illi- 
nois. Mr. Meyer is President of F. Meyer & Brother 
Company, and of the Meyer Furnace Company, Peoria, 
Illinois, but R. C. Walker, General Manager of the 


Mr. Walker, in the following, describes how the plan 
for installation was worked out and gives reasons for 
placing registers and pipes as well as for the choice 
of sizes of these: 

“The method we use in determining the size of the 
furnace necessary to heat a house, is first to find the 
size of the pipes necessary to heat the different rooms. 

“In order to determine the size of pipe we must 
take into consideration the cubical contents of the room, 
the number of square feet of exposed wall surface, the 
amount cf glass and outside door surface and the gen- 
eral thickness of the exposed walls. 

“We first find the exposed wall surface in square 
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feet, deduct from this the amount of glass and outside 
door surface. Then we divide this sum by the thick- 
ness of the wall in inches (in no case less than ten 
inches), add to this the square feet of glass and outside 
door surface and multiply by seventy-five, thus reduc- 
ing the outside wall surface to what we term ‘equiv- 
alent glass surface,’ and we are of the opinion that one 
square foot of glass surface will cool seventy-five cubic 
feet of air per minute. We then add to this sum the 
cubical contents of the room which gives us a sum the 
be multiplied by decimal, .013, which gives us the area 
of a round warm air pipe to heat this room 25 per cent 
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Furnace with its added radiating surface, was capable 
of better things than this and our tests proved to us 
that our furnace is capable of heating, without strain, 
at least one and three-quarters square inch of warm 
air pipe area for each square inch of grate surface. 
“On the particular plan submitted, you will note the 
combined area of all of the warm air pipes necessary 
is seven hundred forty square inches. It was there- 
fore necessary to select a furnace of sufficient capacity 
to supply all of these warm air pipes, and since we 
were absolutely certain that a Number 300 furnace will 
supply seven hundred sixty-eight square inches of 
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Figure 2. First, Floor Plan for Warm Air Heater Installation in Home of Dirk Meyer, Pekin, Illinois, Showing Loca- 
tion and Size of Registers. 


less for second floor rooms). We also add one inch 
in diameter to a round pipe for each five feet of length, 
over fourteen feet. 

“By this method we determine the combined area of 
all of the warm air pipes necessary to heat a house. 

“Our next problem is to select a furnace of the cor- 
rect size to supply all of these warm air pipes. 

“All of our furnaces are not only theoretically cor- 
rect in this respect, but are given a thorough test. The 
theory used before the tests were made was the old- 
fashioned one that one square inch of grate surface 
was capable of heating one and one-half square inch 
of warm air pipe area. We were positive that the Weir 





warm air pipe area, under severe, advertise conditions, 
we knew, beyond a shadow of a doubt, that it was 
capable of supplying the seven hundred forty inches 
necessary in this case. 

“The size of the cold air pipes on this job give a 
free air cold air area of seven hundred six square 
inches, which we admit is thirty-four inches less than 
the combined area of all of the warm air pipes, but we 
do not believe that this small difference would be a 
detriment to the successful operation of this heating 
plant because we were sure, in planning this installa- 
tion, that at no time would all of the warm air pipes 
be in operation on this particular job, at the same time. 
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We found, further, that by using the size cold air pipe 
which we did, that we could use a stock size. 

“In this particular case the depth of the basement 
is seven and one-half feet in the clear. The Number 
300 furnace is sixty inches high, and we always try 
to make the casing at least fourteen inches higher than 
the heater, thus leaving a larger reservoir above the 
furnace. 

“This installation was no exception to the rule and 
therefore the top of the casing of this furnace is six 
feet, two inches from the floor. This would permit a 
slant on the warm air pipes of one foot, four inches 
in each respective run. However, we do not consider 
an excessive slant to be absolutely necessary, believing 
that the speed of circulation is governed entirely by the 
weight of the cold air in a building to be heated, and 
we arranged our cold air connections so that they 
would be more direct and unimpeded than the warm 
air pipes would necessarily have to be. 

“Mr. Meyer did not desire any heat in the hallway. 
The cold air register was placed at that point in order 
to give the direct connection to the furnace and also 
to permit the excessive pressure from the various 
rooms throughout the house to be relieved at a central 
point.” 





Warm Air Heater Installation 
in Large Church Building. 


An installation of warm air heating apparatus in 
any public or semi-public building can create more 
good will or do more harm to the warm air heating 
business than any other installation, because if the 
apparatus works satisfactorily, this very fact will 
cause favorable comment on the part of the people 
who visit such a building, while on the other hand, a 
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poorly executed job will cause just the opposite sort 
of remarks. Personal experience goes a long way to- 
ward creating good and bad reputation for any person 
or any appliance. 

It was for this reason that the Engineering Depart- 
ment of the Peerless Foundry Company, Indianapolis, 
Indiana, gave very careful attention to the problem 
presented by one of their installers with reference to 
the installation of a warm air heating apparatus for a 
church in Celina, Ohio, and in furnishing the plans 
ior this work, the department also provided for a venti- 
lating system which is operated during the summer 
time, details of which will be described later in this 
article. 

As will be noted from the plan of the basement, 
shown in Figure 1, two Peerless steel warm air heaters 
were placed in a separate room, separated from the 
other part of the basement by a thick wall. One of 
these had one 12-inch lead, forty feet in length, one 16- 
inch lead, fourteen feet long, one 18-inch lead, 26 feet 
iong, and one 16-inch lead, twenty feet long, which 
furnished the heat for the front end of the church. 

The other heater had three leads, respectively 16 
inches in diameter and fourteen feet long, 12 inches and 
18 feet long, and 12 inches by 8 feet in length, furnish- 
ing heat to the rear part. 

It is also to be kept in mind that the basement was 
heated by the same system, as it was used for social 
and Sunday school purposes, rolling partitions being 
provided, by which the entire basement could either be 
thrown open into one large assembly hall or be sep- 
arated in class rooms, these partitions being shown also 
in the basement plan. 

The two heaters were fitted with 12-inch cast iron 
smoke stacks, the chimney being shown in the upper 
left hand corner of the same illustration, indicated by 
a small square. 
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Figure 1. Basement Plan Showing Location of Warm Air Heaters, Sizes and Direction of Heating Pipes. Installa- 
tion Made in Church of God, Celina, Ohio. 
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The plan shows a very well balanced distribution of 
the registers, with comparatively small sizes in the 
rear part, toward which the warm air will naturally be 
driven every time the doors in front are opened, while 
the registers in the front part are much larger and also 
ted through larger heating pipes. The installation was 
planned and executed to comply with the Heating and 
Ventilating Code of Ohio, which has served as a model 
for almost all other codes established by other states 
and individual cities. 

The plan of the main floor, which is shown in Fig- 
ure 2, indicates the location of the registers with re- 
gard to the arrangement of the seating facilities and 
the exits. 

It will be noted that there are two 12 by 14 inch reg- 
isters near the main entrance, of which one is in the 
cuter hall while the other is immediately inside of the 
door. <A third register, 20 by 20 inches, is located 
well to one end of the lobby. In the aisle leading off 
from the main entrance there are two registers, 16 by 
20 inches in size, and third of the same size is placed 
in the other aisle. One 12 by 14 inch register is lo- 
cated in the choir room, while another, 12 by 14 inches 
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Figure 2. Plan of First Floor, Church of God, Celina, 
Ohio, Showing Location of Warm Air Registers. 





in size, is situated in the small hall to the left of the 
pulpit. 

Immediately to the right of the pulpit, there is a 24 
by 24 inch fresh air vent, through which direct venti- 
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lation is furnished, especially during the summer, and 
in this connection, the Engineering Department de- 
vised in ingenious appliance, the details of which are 
given in Figure 3. 
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DETAIL OF BYPASS OF MIKING DATIPERS 
AND FRESH HIR SUPPLY 


Details of Device for Providing Fresh Air 
Supply, Church of God, Celina, Ohio. 


Figure 3. 


In this illustration is shown in the upper left hand 
corner a mixing damper and regulator plate, by means 
of which fresh air is supplied in varying quantities, 
according to the condition of the temperature outside. 

By lowering this plate and adjusting the damper the 
amount of outside fresh air fed to the warm air heat- 
ers can easily be regulated. 

When the heating system is not in operation, the 
mixing damper is dropped to a horizontal position, so 
that there is a steady supply of fresh air drawn into 
the top of the heaters and then through the warm air 
pipes into the auditorium, so that there is no need for 
having windows open, with the attendant annoyance of 
flies or dust. 

J. R. Strahendorf, Manager of the Warm Air Heater 
Department of the Peerless Foundry Company, under 
whose direction these plans were drawn and the in- 
stallation made, states that the Company was amply 
repaid fo1 the care with which this work was done, by 
the large number of orders for warm air heaters which 
could be traced directly to this installation. 





Indicates Effective Way to 
Use Advertising Helps. 


An influential manufacturer of warm air heater ac- 
cessories points out what he considers to be the most 
effective use of manufacturers advertising helps as fol- 
lows: 

“Prepare a list of prospective and active customers 
znd mail advertising literature to them regularly at 
stated periods. Go direct to every <class with specific 
wppeals. The important thing is continuity of effort— 
keep after it.” 





The darkest hour in any man’s career is that wherein 
he first fancies there is an easier way of gaining a 
dollar than by squarely earning it—Horace Greeley. 
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These Plans Sold Eighteen Warm Air 
Heaters in Face of Lower Bids. 


One of the worst mistakes that an installer can make 
is to “skimp” on-his work in order to meet mere price 
competition. It is a foregone conclusion that if an 
installation of warm air heating apparatus is sold “on 
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Mr. Schlatter sells Victor steel warm air heaters, 
which are manufactured by the Hall-Neal Furnace 
Company, Indianapolis, and when he was notified that 
the corporation was in the market, he at once com- 
municated with the Engineering Department of his 
factory, requesting that their installation expert, R. S. 
Thompson, assist him in preparing bids and plans for 
the installation. 
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Figure 1. 


Showing Basement Plan of Warm Air Heater Installation in Houses for the Greater Garrett Improvement 


Company, Garrett, Indiana, Furnished Through Charles Schlatter, Local Installer of Victor Steel Furnaces. 


And every poor job acts as a barrier against any other 
new installation. 

In the following we describe how Charles Schlatter, 
Garrett, Indiana, sold eighteen warm air heaters to the 
Greater Garrett Improvement Company, a corporation 
that builds homes for sale. 


Mr. Thompson went to Garrett and considered the 
situation with their local agent and the architect; he 
found that there were six different types of homes, so 
that six different plans had to be worked out. 

The lay-outs were drawn, blue prints made, estimates 
figured and the blue prints were filed with the bids. 
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There were seven bidders, of which four were lower 
in price than Mr. Schlatter’s. But, the blue prints 
showing location of furnace, registers, return air faces, 
and piping system, together with the merits and fea- 
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Figure 2. Plan of First Floor, Showing Location and 
Sizes of Warm Air Registers and Cold Air Faces. 


tures of the Victor furnace as explained by Mr. 
Thompson, clearly convinced the board that dollars 
and cents were not the only factors in buying a fur- 
nace, and that heating efficiency, fuel consumption, 
class of material and workmanship, would save them 
more money in the long run than they could save on 
a proposition which cost less at the start but which 
was found to prove much more expensive in the long 
run. . 

In designing the heating system, three factors were 
taken into consideration—quality, service, and effi- 
ciency. This calls for a furnace of the proper size, so 
there will be reserve heating capacity for extreme cold 
weather, and not to use over 75 per cent of the square 
inches the furnace is capable of handling. In figuring 
the size of pipes to each room, their length is taken 
into consideration, and if a very long pipe, it is in- 
creased one or two inches in diameter so that the job 
when completed will balance up. 

The total amount of square inches taken off the fur- 
nace in hot air pipes gives the amount of cold air to 
be returned. This was also figured at least 25 per cent 
more than necessary, which adds life to the furnace 
and reduces coal bills. In locating the return air faces, 
they took into consideration the doors, exposed walls, 
windows, and stairways, using two returns on all jobs, 
and where possible three. On some jobs where the 
joists ran right, they were boxed in, wherever it was 
possible to maintain the square inches required. 

One rule was adhered to strictly—a single run of 
pipe to each room up and down, and double safety wall 
stacks. Of course, this will make the job cost more 
at the start, but the installer can always depend on a 
booster after the job is completed, and in the long run, 
contracts are obtained by the dealers which are not 
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: 
price considerations, but where they want real heating 
plants that are installed according to the best rules, 
learned from experience. 

From the basement plan of one of these houses, 
which is shown herewith, it will be noted that provi- 
sion is made for a large amount of cold air returns, 
the two cold air faces giving 600 square feet and the 
two 18-inch cold air pipes furnishing 508 square feet, 
while the total amount of warm air carried is 465 
square feet, thus having an allowance of nearly ten 
per cent. 

The warm air is sent to the rooms in five 9-inch 
pipes and two 10-inch pipes. 

The warm air heater has a tested capacity of 555 
square feet of heated air, so that there is no danger 
of its failing to handle the distribution properly. 

Another point of interest is the fact that the warm 
air pipes are well balanced, thus avoiding “dead” 
spaces in the top of the casing. 

The real feature of this article should not be lost 
sight of—that these eighteen warm air heaters were 
sold at price which averaged thirty dollars each more 
than the lowest bid and only a few dollars lower than 
the highest bid. 

Almost anybody will buy the better article, even at 
a higher price, if the matter is presented to him in the 
froper manner; also keep this in mind—that if you 
make your bid low and then “skimp” on the installation 
work, either by slighting the work of joining the pipes, 
or by using smaller pipes, or by putting in a smaller 
heater, or by any other means, you will only make a 
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Figure 3. Second Floor Plan, Showing Location and 
Sizes of Warm Air Registers. 


“knocker” instead of a “booster” out of the customer 
for whom you installed the apparatus—and further- 
more, you will make it more difficult for any one to sell 
a warm air heater to this man’s friends. 





No incompetent proprietor ever. succeeds in keep- 
ing for long the kind of help he most needs, the com- 
petent kind. 
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Warm Air Heater Provides Warmth 
and Ventilation for Theater. 


A building which is occupied for a considerable 
period of time by large numbers of people must be 
provided with some automatic system of ventilation 
which will operate satisfactorily under all circum- 
stances. When such a system is based upon a properly 
installed warm air heating apparatus, its action can 
always be depended upon to give satisfaction. 

The chief problem which confronted C. L. Pilking- 
ton and Son, West Milton, Ohio, installers of Front 
Rank warm air heaters, in connection with the new 
moving picture theater which was being put up in 
their city was that there was no basement under the 
building. This was solved by placing the warm air 
heater with ventilating fan attachment in a small build- 


pany, Cincinnati, Ohio); over that a layer of metal 
lath, and as an outside covering a thick plaster of ce- 
ment. There is a 3 inch clearance between the warm 
air pipe and the housing. 

A large space was provided in the building for a 
vent shaft and the smoke pipe made of heavy sheet 
metal is run through the center of this shaft, thus as- 
sisting in obtaining positive ventilation without the 
necessity of an exhaust fan. 

Specifications required in accordance with the Ohio 
State Code that the air must be changed six times per 
hour. It is also provided that the fan must be capable 
of delivering 5,020 cubic feet of air per minute. 

By means of a bypass connecting the cold air in- 
take and the warm air outlet, the apparatus is used as a 
ventilating system during the summertime. The rapid- 
ly moving air taken directly from outside is cooled 
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Plan for Warm Air Heater and Ventilating Apparatus Installed in Moving Picture Theatre by C. L. Pilkington and 
Son, West Milton, Ohio. 


ing at the rear of the theater proper, as shown in the 
accompanying illustration, the drawings and the gen- 
eral plans being prepared by the Engineering Depart- 
ment of the Haynes-Langenberg Manufacturing Com- 
pany, St. Louis, Missouri, makers of Front Rank 
warm air heaters and fittings. 


It will be noted that only two warm air pipes are 
used in this installation, and in this connection atten- 
tion is called to the fact that a peculiar condition had 
to be met was that the heating room could not be ex- 
tended to the width of the main building, due to an 
exit door being placed in the wall of the main build- 
ing. This difficulty was overcome by constructing a 
“housing,” details of which are shown in the main 
drawing and also in the smaller drawing jpst below 
the general layout (in the center). 

This housing was made in four layers—first, a gal- 
vanized sheet; then a sheet of corrugated asbestos, 
(“Asbestair,” manufactured by the Philip Carey Com- 


several degrees, thus providing an excellent air cooling 
system. 

Attention is called to the simplicity of the complet- 
ed plant which provides heat, ventilation and cool air 
with the minimum amount of equipment. 





Furnace Installer Outlines 
His Business Creed. 


Worthy of general adoption by the trade is the busi- 
ness creed of B. F. Stow, Wyanet, Illinois. 

He condenses it into three essential paragraphs, as 
follows: 

1. Larger furnaces of best makes. 

2. More air capacity within furnace casings. 

3. Larger air pipes from and to the heater with 
registers and faces to correspond. 





You can walk farther in a day than you can run. 
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Warm Air Heater Installation ing them the privilege of making such changes as their 
experience shows are necessary. 


That Has Stood Severe Test. We have procured a set of fioor plans which we are , 

There are many opportunities to plan more satisfac- reproducing. This set shows a typical job laid out by | 
tory jobs at lower installation costs if blueprints or the Engineering Department of The Excelsior Steel 
sketches are sent in with the dealer’s suggestions, giv- Furnace Company, Chicago, Illinois, and we prefer to 
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Basement and First Floor Plans for Warm Air Heater Installation in Two-Story and Basement House. Showing 
Location of Heater, Pipes and Register and Sizes of Same. 
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describe this installation in their own language, as fol- 
lows: 

“Here is a layout of a job installed in a well con- 
structed home. While not as ideal as we wished, we 
had an opportunity to check it up last winter, and 
prove to ourselves as well as to the owner that our 
theories were correct. 

“In the first place the building is very uniformly 
heated with the exception of the kitchen, same being 
on northwest side and subject to the severest cold 
and wind. 
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hour firing periods with Illinois soft coal. 

“We also call attention to the large room on second 
floor at the front of house marked ‘bedroom.’ This 
is a sleeping porch and was not intended to be heated 
to any particular degree of temperature. 

“The owner wished to take advantage of the stack 
to bath room and only supplied heat to the sleeping 
porch during the day when all windows were closed, 
thereby having the beds more comfortable for the oc- 
cupants when retiring. 

“As stated above, the owner is very well pleased 
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“We wanted to install the cold air return in the 
kitchen near the outside door and avoid any col: 
drafts retarding the flow of warm air. The owner, 
however, insisted he would take his chances and we 
placed the return on the opposite side of the house. 

“In testing the job we found that regardless of 
which door (there are three) was left open for the 
exit of cold air from the kitchen the cold air pressure 
was sufficient to retard the warm air, but by placing a 
shield in front of the register this room has been heated 
satisfactorily. 

“Unfortunately, there was an unusual amount of 
leakage from the rear door and the owner expects to 
have the same made tight and also place a storm door 
on same. 

“This, of course, makes conditions better but will 
in no case be as satisfactory as if a cold air return 
had been placed at the cold joint. The air circulates 
very freely through all pipes and owner has been able 
to operate the system in zero weather on from 8 to 12 


with his heater. He formerly was an advocate of hot 
water heating, but with his experience with this in- 
stallation is an ardent advocate of Warm Air Heat- 


”” 


ing. 





Parker Supply Company Reduces 
Prices Ten Per Cent. 


In line with its policy of giving customers the bene- 
fit of market declines, the Parker Supply Company, 780 
East 135th Street, New York, wishes. to announce a 
reduction of 10 per cent in the price of the various 
Parker products. This reduction is to be effective 
January 2, 1921. 





No business ever succeeded except on the new- 
starts-and-as-many-of-’em-as-may-be-needed principle. 





Wisdom doesn’t think folly is any rasher than folly 
thinks wisdom is duller. 
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Emphasizes Importance of 
Warm Air Furnace Insulation. 


By W. L. Steffens, Manager of Insulation 
Department of the Philip Carey Company 
Cincinnati, Ohio. 

Until the early part of 1920 very little was known 
about the heat radiation losses from warm air furnaces 
or the savings to be made by stopping those losses. 
The entire trade and consuming public are indebted to 
the National Warm Air Heating and Ventilating As- 
sociation and their research staff for the valuable in- 
formation on this subject developed at the University 
of Illinois. 

In an average size installation containing 150 square 
feet of leader surface, which is equivalent to from 50 





Installer Applying Magnesia Cement on Sloping Part of 
Casing. 


to 60 lineal feet of leaders, the heat loss in one month 
of cold weather when leaders are covered with plain 
asbestos paper only, can easily account for 1,800 
pounds of coal. While the University of Illinois tests 
on losses from the jacket of the furnace itself are not 
yet completed, it is quite evident that in the average 
size furnace installation the loss may be as great or 
even greater than the loss from the leaders. Fortu- 
nately, the heat that escapes from these surfaces is 
not all lost, as some of it eventually works up into 
the house. 

There are entirely too many warm air furnace own- 
ers, however, who have just cause for complaint that 
their cellars are too warm; that heat escaping in the 
cellar if delivered upstairs would be the source of con- 
siderable satisfaction. 

It is probably conservative to say that from 1 to 2 
tons of coal can be saved per heating season by insulat- 
ing the leaders and that an equivalent amount can be 
saved by insulating the furnace jacket. These are sub- 
stantial savings. In general, they pay for the cost of 
the installation in one year and seldom are more than 
two years required. 
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A cool cellar for vegetable and preserve storage, and 
the extra heating capacity obtained by forcing prac- 
tically all the heat into the house, are also valuable 
considerations. It should be borne in. mind that the 
heat saving properties of insulating materials are in- 
herent qualities of those materials and not subject to 
any change. Mechanical devices for obtaining fuel 
economy may get out of order or may give results in 
proportion to the amount of attention given them, but 
heat insulating material once applied gives the same 
results year after year as long as the furnace installa- 
tion lasts. 

Heating engineers and architects are beginning to 
recognize the necessity and value of insulating warm 
air furnace pipes and jackets. In a recent issue of 
the Builders’ Journal Maurice M. Osborne, in a spe- 
cial article on “Hot Air Heating for Houses,” says: 
“The exterior of the furnace should be covered with 
asbestos air cell covering or, still better, 1-inch mag- 
nesia blocks wired on and finished with hard cement. 
If the outer metal covering of the furnace is double, 
with an interlining of asbestos, this is not necessary. 
Leaders in the basement and vertical stacks should be 
covered with asbestos air cell covering, wired on or 
held with bands.” 

The University of Illinois tests clearly indicated that, 
for the leaders, corrugated asbestos paper is the sim- 
plest to apply, the least expensive and the most prac- 
tical material. One or two layers can be used, but 
three layers (34-inch thickness) seems to be the proper 
amount for best results. A good method for insulat- 
ing warm air furnaces is as follows: 

Cover the ieaders, including bends and elbows from 
the body of the furnace to the risers, with 3 layers of 
corrugated asbestos paper, each layer being securely 
held in place with light wire loops spaced on approxi- 
mately 9-inch centers. The edges of the paper should 
butt together, not lap. Apply each layer so that the 
butt joints and horizontal seams will not fall over 
those of the previous layer. Finish all seams and joints 
of the outer layer with strips of flat asbestos paper 
pasted on, to give a smooth, neat finish. 

Partially fill the hollow portion at the top of the fur- 
nace with sand; the last 2 inches of the fill should be 
made with dry 85 per cent magnesia cement. Cover 
the body of the furnace from the top ring downward 
z distance of 36 inches, with 3 ply (34-inch thick) 
asbestos air cell blocks 12 inches wide by 36 inches 
long curved to fit the body of the furnace. Hold these 
in place with 3 wire loops tightly stretched, one at the 
top, one at the bottom and one at the center of the 
blocks. Finish the block joints with narrow strips of 
asbestos paper pasted on. 

Cover the sloping portion of the top with approxi- 
mately 34-inch thickness of 85 per cent magnesia 
cement troweled on. Do not use so-called asbestos 
cements. They are usually nothing but clay and a very 
short cheap grade of asbestos fibre. Eighty-five per 
cent magnesia cement is the only kind that should ever 
be used at the top of the furnace where the real in- 
tense heat is found and where a real heat insulator of 
the highest quality is needed. The amount of cement 
needed for.a single job is very small, consequently the 
cheaper and inferior grade should never be used. 
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The insulation of warm air furnaces and leaders 
means a big saving to the householder, more work for 
the furnace erector and a more satisfactory heating 
device in every respect. 





Furnace Salesman Meets With 
Uncommon Success. 


Knowledge of salesmanship is necessary to success 
in marketing commodities. But there are two other 
factors of equal 
importance, 
namely, friend- 
liness and good 
cheer. 

The big men 
of the selling 
world are the 
friendly men. 
No one has ever 
yet achieved no- 
table success as 
a salesman who 
lacked _ pleasant 
manners and 
who showed no 
interest in the 
purely human 
side of the trans- 
actions. 

Once in a 
while we meet 
persons who pro- 
fess to believe 
that there is 
some mysterious 
knack of sales- 
manship, some 
strange magnet- 
ism by which 





Thomas I. Peacock. 


one man succeeds in the same circumstances where an- 
other man of apparently equal talent fails. 

But, the truth is that salesmanship is a matter of 
knowledge of the commodity, honesty of purpose, sin- 
cere interest in the customer, friendliness and agreeable 
manners. 

These are not only virtues, they are also attainments 
that can be cultivated. 

It is because he is naturally friendly and of buoyant 
disposition as well as sincere and studious that Thomas 
I. (“Gilt Edge”) Peacock, has met with remarkable suc- 
cess as a furnace salesman. He has been sales repre- 
sentative for R. J. Schwab and Sons Company, Mil- 
waukee, Wisconsin, during the past four years, cover- 
ing Michigan, Northern Ohio, and Indiana. 

In connection with his work as salesman, he has 
found time to help the Michigan Sheet Metal Con- 
tractors’ Association in membership campaigns. He 
has been and is an enthusiastic worker in behalf of the 
Salesmen’s Auxiliary to the Michigan Sheet Metal Con- 
tractors’ Association. 

Frequently, he makes addresses to various locals of 
sheet metal contractors in his sales territory on topics 
concerning the welfare of the trade. 


He has a sunny temperament—not due entirely to 
the years which he spent in California, where for six 
years he was interested in the manufacture and sell- 
ing of the Perfection Gas Furnace at Los Angeles. 

Mr. Peacock is looking forward to a much larger 
business next year. He knows that the furnace which 
he sells is a sound and satisfying product. He feels 
that the straightforward truth as to its merits is the 
best selling argument that he can devise. 

He could not continue to increase the number of his 
friends and customers week after week if it were other- 


wise. 





Is a New Addition toa 
Live Organization. 


In order to keep pace with the steady, rapid growth 
cf their Wood Cold Air Face business, The Marsh 
Lumber Company of 
Dover, Ohio, recently 
made arrangements 
whereby Mr. H. E. 
Marsh became affili- 
ated with them. 

He took charge of 
the sales and of their 
business on October 
first, and is the fifth 
brother to become an 
active worker in the 
new company which 
was formed early in 
the year by the con- 
solidation of The Gar- 
ber-Marsh Lumber 
Company and The Do- 
ver Wood Face and 
Lumber Company. 


H. E. Marsh, Sales Manager The Marsh Lumber 
of The Marsh Lumber 
Company, Dover, Ohio. 


el 








Company stock is 
owned by the six mem- 
bers of the organization, all of whom are actively en- 
gaged in the following capacities: A. C. Marsh, Presi- 
dent; F, J. Huff, Vice President ; W. P. Marsh, Secre- 
tary; J. H. Marsh, Treasurer; J. J. Marsh, Assistant 
Secretary ; and H. E. Marsh, Manager of Sales. 

They built a new plant this past summer, and have so 
equipped it with new machinery especially designed for 
the manufacture of Wood €old Air Faces, that they 
have increased their capacity approximately 300 per 
cent, in order to keep pace with the rapid growth of 
their business. 

The special machinery also enables them to produce 
a much higher grade product than would otherwise be 
possible. 

The Marsh Lumber Company is an organization of 
young live wires who believe in giving the kind of ser- 
vice and quality and the kind of fair treatment that 
make it a pleasure to do business with them, and they 
have our very best wishes for their continued success. 





The man who lacks confidence in his own ability to 
succeed will find his lack of confidence shared by al- 
most everyone else he meets. 
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Practical Helps for Tinsmiths 


No Two Jobs Are Exactly Alike. 


Metal Worker Has to Meet 
Send Your Problems to Us. 


Therefore, the Sheet 
Each Difficulty as It Comes. 
Let Our Experts Help You. 





PATTERNS FOR SPHERES. 


By O. W. Kothe, Principal St. Louis Technical Institute 
and Instructor in the David Rankin, Jr., School of Mechanical 
Trades, St. Louis, Missouri. Written especially for American 
Artisan and Hardware Record. 


When a workman makes a sphere it often puzzles 
him which method to apply; the zone method or the 


gore method. 
The zone method is the most suitable for all around 








lowed ; but lines are described so the belts can be held 
straight. 

The circumference of the middle belt is made equal 
to the diameter of sphere times 3.1416, and is 8. 5.8 
inches in this case. 

The second belt is made to conform to this girth, 
and, after the belts are shaped up, it is often neces- 
sary to take up a bit of girth or layout one or the 
other belts a bit. 








DEVELOPMENT 
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Patterns for Spheres. 


work. It is easier to assemble, quicker, and is con- 
siderably stronger. 

The gore method is generally made in so many 
pieces, that it is hard to put the curvature in the pieces, 
and this also helps to elongate the sphere from pole 
to pole, rather than absolutely round. 

To set out the belt method, first draw the elevation 
and divide the body up so the middle belt will be a 
straight strip. 

The other flaring belts are made the same as a fun- 
nel or any true flaring article and is described from 
0 in this case. The dished top is set out equal to the 
radius of the slant height. 

These belts must be bumped out to conform to the 
curvature of outline of elevation. A little edge is al- 


This is done so a snug fit is produced, and no buck- 
les are forced in the one edge. 

The gore method is very simple, a quarter of the 
elevation is divided in equal spaces and lines are 
dropped to the center line of plan. 

The miter lines in plan are set apart at such widths 
as you desire. 

That is, the ball is divided in say 12 equal parts. 
then one part would be straddled over the center line 
of plan, and this is the gore. 

From elevation drop lines to cut these miter lines 
as shown. Then pick the girth from 1-6 of elevation 
and set it off as 1-1 in pattern. 

Draw stretchout lines, and from each point in miter 
lines project lines to intersect those of similar number 
in stretchout. 
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Trace a line through these points and the gore is 
finished. A small lap is allowed for soldering. Each 
gore is bumped to suit the curvature of ball. 

Enough of these patterns are cut out to make the 
ball, and all are bumped out, rounded out, and the 
gores are then assembled. 


Interview with the President 
of Parker Supply Company. 


Here is an interview with the President of the Parker 
Supply Company, manufacturers of Parker products. 

The Parker 
Supply Company 
of New York 
was organized in 
1912 by its Pres- 
ident, Hyman 
Rosenberg, as 
the outcome of 
his connection 
with the sheet 
metal industry. 

For many 
years prior to 
the inception of, 
this Company, 
and until the 
early part of 
1918, at which 
time he retired 
from the sheet 
metal business, 
Mr. Rosenberg 
was President of 


the Parker Sheet 
Metal Works Hyman Rosenberg, President 

. Parker Supply Company. 
another corpora- 


tion which was organized by him. Through this con- 
nection he had taken part in the construction and erec- 
tion of some of the largest heating and ventilating sys- 
tems in the country. 

The present Company was originally organized for 
the manufacture of Parker Hardened Sheet Metal 
Screws, as readers may recall, in a small loft at 517 
West 45th street, New York City. 

The rapid growth of the organization, through the 
adoption of the various products by the trade, neces- 
sitated the procuring of larger floor space. In I915 a 
building extending from 135th to 136th street with a 
floor space of about 20,000 square feet was leased. 
Additional machinery of the latest type and construc- 
tion was also installed, so that the demand of the trade 
would be satisfied. 

We also understand that the Parker Supply Com- 
pany contemplates the erection of a building to facili- 
tate the handling and manufacturing of the Parker 
products, for which the demand is constantly growing. 

The Hardened Sheet Metal Screws, as apparent 
from the many unsolicited testimonials received by 
the manufacturers are conclusive proof of the enor- 
mous savings incurred in their use for joining and mak- 
ing fastenings to metal. Fully 80 per cent of the tin- 
ners’ supply jobbers throughout the country now carry 
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the screws as well as other Parker products, among 
which are: 

Parker Damper Quadrant. 

Parker Dial Damper Regulator. 

Parker Metal Hand Punches. 

Parker Combination Bench and Hand Punch. 

Parker Sure Grip File Holder, etc., etc. 

These and other products are being used extensively 
in most of sheet metal shops. 

In our interview with Mr. Rosenberg, he attributes 
his success and high standing in the sheet metal indus- 
try mainly to the fine training afforded him in the vari- 
ous Evening Trade Schools in the city of New York. 

It was there that his mechanical ability was devel- 
oped, and he praised highly the opportunities that the 
Trade Schools offer to young men that are inclined to 
follow the mechanical field. 

Readers and users that have adopted the various de- 
vices of Mr. Rosenberg’s invention, in connection with 
their work, will agree that they have proved time and 
labor savers in every sense of the term. 

In concluding mention may be made of the effective 
advertising of the Parker products, which has been a 
big asset in the growth of the above company. The 
contention of Mr. C. S. Trott, advertising manager, is 
that intensive and extensive advertising goes a great 
way, not only to acquaint the trade with Parker prod- 
ucts but to increase the usage of the many time and 
labor saving devices manufactured by the Parker Sup- 
ply Company. 





Wants Bottom for Wheat Tank. 


To AMERICAN ARTISAN AND HARDWARE RECcORD: 

I am enclosing: drawing for a wheat tank. 

The tank is sixty-four inches in diameter, and the 
opening 614x14 inches. 

















Diagram of Problem. 


I want a bottom on the inside on a 45 degree. 
I would like a square opening in the bottom 614x14 
inches which is eight inches from the tank. 
Would like a drawing on this problem. 
J. M. CAMPBELL, 
Lincoln, Nebraska, December 12, 1920. 
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Instructive Notes and Queries 


The Service of This Information Bureau Is Free to 
Our Subscribers and They Are Urged to Use It Freely. 





Describes How to Color Soft 
Solder the Same as Copper. 


For giving the solder used in soldering copper the 
same color as the latter, prepare first a saturated solu- 
tion of pure sulphate of copper and apply it to the 
solder. 

By then touching the solder with an iron or steel 
wire it becomes covered with a film of copper which 
may be augmented as much as desired by repeated 
moistening with the solution of copper and touching 
with the wire. 

If the soldering is to show a yellow color mix I part 
of saturated solution of sulphate of zinc with 2 parts 
cf solution of sulphate of copper, apply the mixture 
to the coppered place and rub the latter with a zinc rod. 

If the soldered place is to be gilded, copper it as 
above described, then coat with solution of gum or 
isinglass and scatter bronze powder upon it. 

This forms a surface which, when the gum is dry, 
can be polished. 





Gives Directions for 


Making Solder. 


The soft solder most frequently used, consists of 
two parts tin and one of lead. A cheaper solder is 
formed by increasing the proportion of lead; 1% tin 
and one lead is the most fusible solder unless bismuth 
be added. 

To prepare soft solder, first melt the tin, best in a 
porcelain or stone vessel, as with the use of an iron 
vessel, there is danger of the absorption of iron by the 
solder. The tin being completely melted, add the lead 
in small portions and combine the two metals by stir- 
ring with a stick of wood. Then pour the finished 
alloys into suitable moulds, the best shaped being that 
of thin bars about 734 by 1% inches and % by 4 
inches in thickness. 





Tells How to Prepare Solder 
for Aluminum Bronze. 


The important ingredient in the preparation of solder 
for aluminum bronze is zinc amalgam. 

The zinc amalgam is used with ordinary soft solder 
in varying proportions— the one most commonly used 
being ordinary soft solder, two parts and zinc amalgam 
one part. 

It is easy to prepare zinc amalgam for use in this 
solder. Zinc amalgam is an alloy of zinc and mercury. 

It is prepared by adding two parts of pure zinc to 
one of mercury, thoroughly stirring, cooling it off as 
quickly as possible. 

Zinc amalgam when cold forms a very brittle alloy 
which has a silver white color. 

In the making of the solder for aluminum bronze, 


the ordinary soft solder is first melted and then the 
finely powdered zinc amalgam and the whole mixture 
is poured at once into the moulds. 





Tells How to Soften Old Putty. 


A good way to make the putty soft and plastic 
enough in a few hours so that it can be taken off like 
fresh putty, is by the use of kerosene, which entirely 
dissolves the linseed oil of the putty, transformed into 
rosin, and quickly penetrates it. 





Reports on Tin in Alaska. 


About 31 tons of stream tin concentrates were mined 
in Alaska in 1920, compared with 86 tons in 1919, ae- 
cording to the United States Geological Survey. 

Most of this tin was mined in the York district, at 
the west end of Seward Peninsula, where one dredge 
and several small operators were working on placer 
tin deposits. 

Several tons of stream tin were also recovered from 
gold-placer mining operations in the Hot Springs and 
Ruby districts, but this was not shipped. 

A total of 35 tons of stream tin was shipped from 
Alaska in 1920, but a considerable part of this was. 
mined in previous years. 

K * ok 
Wire Brushes. 


President 
East 


Pioneer Metal and 


From George C. Powers, 
Grand Avenue, Des 


Plumbing Company, 630 
Moines, Iowa. 


We would like to know who manufactures wire 
brushes of all kinds to use in cleaning radiators. 
Ans.—Western Brush Company, 24 North Wells 
Street, Chicago, Illinois; F. L. Curfman Manufactur- 
ing Company, Maryville, Missouri. 
Aquariums Manufacturers. 


From B. T. Wood, 1504 East 26th Street, Minneapolis, 
Minnesota. 


Please give me the names of 
aquariums. 

Ans.—Co-Operative Flint Glass Company, Beaver 
Falls, Pennsylvania; J. W. Fiske Iron Works, 80 Park 
Place, New York City. 

Address Morse Chain Company. 
From J. Oscar Smith, 537 Reed Street, Moberly, Missouri. 

Can you tell me where the Morse Chain Company, 
manufacturers of the silent running “Morse” chain, 


manufacturers of 


2re located. 
Ans.—Ithaca, New York. 
Wire Brushes. 


From Harry L.. Wood, Premier Warm Air Heater Com- 
pany, Dowagiac, Michigan. 


Kindly inform us who manufactures a wire brush 
for cleaning radiators. 

Ans.—F. L. Curfman Manufacturing Company, 
Maryville, Missouri; Western Brush Company, 2 
North Wells Street, Chicago, Illinois. 
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Illustrations of New Patents 


Watch This Page. Keep Yourself Informed Concerning 
Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 





1,358,287. Fastening Means for Oven Doors and 
the Like. Lee S. Chadwick, East Cleveland, and Car] 
C. Rehmer, Cleveland, Ohio, assignors to The Cleve- 
land Metal Products Company, Cleveland, Ohio, a Cor- 


poration of Ohio. Filed March 15, 1919. 


1,358,299. Underreamer. William C. Cutler, 
North Glendale, Calif. Filed January 12, 1920. 

1,358,314. Chimney-Cowl. Mary Jezova, Wallis, 
Texas. Filed June 4, 1920. 


1,358,321. Calipers. Joseph Wencelass Lovell, St. 
Catharines, Ontario, Canada. Filed November 25, 1919. 

1,358,369. Broom. William Henry Forester, Port- 
age La Prairie, Manitoba, Canada, assignor of one-half 
to George Francis Bailey, Toronto, Ontario, Canada. 
Filed October 25, 1919. 


1,358,382. Fishing Reel. Lewis P. Mallow, Laona, 
Wisconsin. Filed October 15, 1919. 
1,358,399. Mop Holder. Henry J. Sommer and 


Jacob Reigh, Hollidaysburg, Pa. Filed April 26, 1920. 
1,358,405. Washing Machine. Henry H. Young 
and Walter E. Young, Kearney, Nebr. Filed January 
18, 1919. 
1,358,445. Combination Lock. Stephen Hermano- 
wich, Eilwood City, Pa. Filed March 27, 1920. 
1,358,507. Washing Machine. Patrick John Ber- 
ford, Sprankles Mills, Pa. Filed November 14, 1919. 
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Auger. Charles Henry, Manayunk, Pa. 
1920. 

Ice Skate. Mellen Ulysses Smart, All- 
Filed February 13, 1920. 


1,358,545. 
iled May 7, 

1,358,591. 
ston, Mass. 

1,358,597. Shaving Brush. Leon Tobias, New York, 
N. Y. Filed March 22, 1920. 

1,358,601. 
huhn, Appleton, Wis. 


Washing Machine. Edward F. Witt- 
Filed August 14, 1919. 
1,358,710. Gate Hinge. James Edward Day, Isa- 
bella, Manitoba, Canada. Filed March 26, 1919. 
1,358,746. Juvenile Car. Andrew S. Jones, Spokane, 
Wash. Filed March 1, 1920. 
1,358,749. Animal Trap. Robert E. Jones, Bremer- 
ton, Wash. Filed January 17, 1920. 


1,358,762. Combined Wringer and Washtub. Kath- 
erine M. Longworth, Jersey City, N. J. Filed August 
17, 1918. 

1,358,804. Window Cleaning Device. Harry Way- 
well, Cleveland, Ohio. Filed July 24, 1919. 

1,358,854. Draft Regulating Apparatus. John F. 
Kendall, Brooklyn, N. Y. Filed October 10, 1918. 

1,358,932. Toaster. Frederick William Collier, 


Worcester, Mass., assignor to Economy Appliance 
Company, Marlboro, Mass., a Corporation of Massa- 
chusetts. Filed February 15, 1917. 

1,358,948. Tire Tool. John F. Giese, Portland, Ore. 
liled May 15, 1919. . 


—_ 
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of the Markets 
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Prices and Tendencies in Sheet Metals, Pig Iron, etc. 





- OPINIONS DIFFER AS TO RATE 
OF STEEL OPERATIONS. 


The rate at which the iron and steel industry is op- 
erating is a never ending riddle with a startling dis- 
parity in the guesses. 

Bold assertions are made and in some instances an 
imposing array of figures are given to back up argu- 
ments, but it would be interesting to know the origin 
of the statistics. 

One authority says the Steel Corporation is operat- 
ing close to go per cent of capacity and the independents 
below 50 per cent, and the next day we run across 
statements elsewhere to the effect that the operations 
of the leading interest are about 75 per cent and those 
of the industry as a whole 25 per cent. 

There are many men in the trade in close touch with 
the manufacturing end of the industry whose estimates 
come nearer to the latter figures and some put them 
even lower, and it is a foregone conclusion that more 
plants will shut down than resume in the near future. 

As a whole the trade is optimistic and banking on a 
renewed activity and a buying movement to commence 
after the first of the year. 

Some are so optimistic as to believe that another 
wave of prosperity is rolling up and will sweep the 
country in as full force as the one just now ebbing. 

The most important development in the iron and 
steel industry during the past week was the acknowl- 
edgment by steel companies that wages would be re- 
duced from 15 to 25 per cent beginning the first of the 
year. 

This was foreseen some time ago when these com- 
panies commenced lowering their prices of finished 
steel products and finally came down to the same level 
as was established by the Industrial Board in March 
of last year. 

At this level many of the independent mills were 
losing money and an adjustment in production costs 
became a necessity. 

As the labor at these plants is for the most part paid 
according to an established sliding scale, the drop in 
prices operated automatically to reduce wages, but as 
the mills continued to pay at the higher rate the trade 
was in a quandary as to how long the higher rate was 
to be maintained. 

During the past week officials of the Midvale Steel 
& Ordnance Company, the Lackawanna Steel Company 
and other independents announced a reduction in wages 
of from 15 to 25 per cent beginning the first of the 


year. 
Announcement was made of a reduction from 46 to 
38 cents an hour at four Ohio Valley plants of the 
Wheeling Steel Corporation, with elimination of éxtra 
pay for time over eight hours. 
Judge E. H. Gary of the United States Steel Cor- 
poration declined to make any comment on wage re- 


ductions, nor would he give any indication as to the 
policy of the corporation. 

The open shop policy is maintained at most of the 
p‘ants of the leading interest and wages are not paid 
on the sliding scale, and even if they were this inter- 
est still adheres to the former schedule of prices and 
is not confronted by the same adverse change in ratios 
of selling prices and production costs. 

It is anticipated in many quarters, however, that the 
corporation will announce a cut in the not distant 
future. 


Steel. 

As a whole, steel prices are more satisfactory than 
in several weeks, but, broadly, so little attractive busi- 
ness is coming up that the market simply is drifting. 
The Iron Trade Review composite price average of the 
iron and steel market last week is $53.57, against $54.24 
the preceding week, $63.34 four weeks ago and the 
highest point of $68.87 in August. 

Wage reductions have touched the base of the steel 
industry, the Lake Superior iron ore fields. 

One independent operator has put in effect a cut of 
25 per cent and another one of 20 per cent. 

Other companies are expected to follow this lead. 
There has been a further scaling down of both wage 
rates and salaries in equipment, automobile, shipbuild- 
ing and other industrial plants in various directions. 

At the present time the steel market is the dullest in 
many years. Reduction of prices by the independents 
to the Steel Corporation level has elicited no response 
from buyers, and mill after mill has shut down. The 
independent steel plants at Youngstown, Ohio, have 
closed down the main departments until the first of 
the year, affecting about 20,000 men. 


Copper. 

The dominant feature of the domestic copper indus- 
try last week was the cut in wages effective January 
1, and which was announced at the mines and smelters 
of almost all the copper companies of the country. 

The largest exception is the American Smelting and 
Refining Company which has made a wage cut of its 
East Helena, Montana, smelter only, but officials of 
the company are now making a trip of inspection to 
the different properties in order to decide as to how 
much of a cut will be made. 

The copper market was growing somewhat softer 
last week, but the larger producers held firmly to 14 
cents for December and January delivery and 14.25 
cents for February and March. 

Smaller interests were said to be willing to shade 
these prices, but there were no general offerings from 
second hands who practically closed out their stocks 
on the recent revival. 

One interest representing South American interests 
and customs smelters is reported as bidding for busi- 











December 25, 1920. AMERICAN ARTISAN AND HARDWARE RECORD 


ness at 13.50 and 13.75 cents for deliveries over the 
next 60 days. 

At any event wire drawers and others have been 
forced into the market and a sale of 16,000,000 pounds 
was effected last week at better than 14 cents a pound 
for first quarter delivery. 

It is reported that the present government of Mex- 
ico has removed the export duty on copper going into 
the United States until the price shall have reached 15 
cents. 

Wire and cable makers report their mills running at 
from 50 to 75 per cent of capacity. 

Tin. 

Both the domestic and London tin markets have 
been characterized by violent fluctuations. 

A further decline has taken place in Chicago prices. 
Pig tin has gone down from 38 cents to 3634 cents per 
pound and bar tin from 40 cents to 38% cents per 
pound. 


Lead. 


The domestic lead market held fairly firm until the 
end of the week, when it showed signs of softening. 

The opening prices in the outside market were 4.85 
for New York and 4.75 cents a pound for St. Louis, 
but by the close they had receded to 4.70 and 4.65 cents 
respectively. 

The leading interest maintained its quotation of 5 
cents for both places throughout the week. 

Some 800 tons of base bullion were imported from 
Mexico, but no exports were recorded during the week. 

Total exports so far this month aggregate 600 tons 
only. ‘ 

The London market continued to decline during the 
week, but stiffened up some at the last. 

With the recent declines in London another inva- 
sion of foreign lead hangs over the market and fur- 
ther reductions are anticipated to head this off. 

A better inquiry was reported last week, but no real 
business developed in the domestic market. 


American pig lead was reduced in the Chicago mar- 
ket from $5.20 to $4.95 per hundred pounds and bar 
lead from $5.95 to $5.70 per hundred pounds. 


Solder. 

No further changes have occurred in the Chicago 
solder market. Prices now in effect are as follows: 
Warranted 50-50, per 100 pounds, $25.00; Commer- 
cial 45-55, per 100 pounds, $23.00; and Plumbers’, per 
100 pou.ads, $21.00. : 


Zine. 

No additional price declines have occurred in the 
Chicago zinc market. In general, the domestic mar- 
ket is firmer on account of an improved demand from 
galvanizers. There has been steady buying during the 
past few days though without any real rush of de- 
mand, and the inquiries at the present moment are 
numerous, strengthening the view that consumers’ 
stocks are quite moderate. 

Some producers were meeting last week’s market in 
a limited way, and the tonnage of prompt shipment 
sold has lessened the desire shown for realization. 

Buyers seem slow, however, in advancing limits, 
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with the recollection of the briefness of the last ad- 
vance. 

But at present the buying interest decidedly exceeds 
the selling, especially as whatever costs may be they 
are certainly below the present level even allowing for 
all the labor reductions that can yet be reckoned upon. 


Sheets. 


Pittsburgh reports indicate that buying of sheets 
has not been stimulated as the result of the action of 
most independents in reducing prices to the basis of the 
American Sheet and Tin Plate Company. 

The leading interest, which recently reaffirmed its 
present prices for the first half, is alloting its tonnage 
to regular customers on account of having a large car- 
ryover which takes it practically through the first quar- 
ter, and also because of its shortage of steel. 

It is believed that it will be a matter of only a short 
time until independents will have taken good sized 
commitments for the first half, although some consum- 
ers appear to be under the impression that lower prices 
may be obtained. 

This, according to the makers, is improbable so far 
as the first half, is concerned. 


Tin Plate. 


Current demand for tin plate is extremely light and 
new business which is moving involves stock items 
mostly. 

The latter figure now is quoted by both leading in- 
terest and independents on first half business and the 
former is allotting tonnages for that shipment and is 
committed for the first quarter. 

It is likely contracts for the first half also will come 
to indeper dents in good volume in the near future now 
that the market has more stability in view of the de- 
termination on the price of $7. With this in mind in- 
dependent makers have begun to test the market for 
sheet bars and it is reported are about to place ton- 
nages for the latter at $47, Pittsburgh, although cer- 
tain interests tried without success so far to buy lots 
at $42, Pittsburgh. 


Old Metals. 

Wholesale quotations in the Chicago district which 
should be considered as nominal are as follows: Old 
steel axles, $20.00 to $21.00; old iron axles, $32.00 to 
$33.00; steel springs, $19.50 to $20.00; No. 1 wrought 
iron, $16.00 to $16.50; No. 1 cast, $18.00 to $18.50; 
all per net tons. Prices for non-ferrous metals are 
auoted as follows, per pound: Light copper 8 cents; 
light brass, 5 cents; lead 3% cents; zinc, 3% cents; 
cast aluminum, 10 cents. 


Pig Iron. 

According to Rogers, Brown & Company, Cincin- 
nati, Ohio, a better feeling prevails and the general 
trend is optimistic for the future and it is thought that 
when inventories are completed or right after the turn 
of the new year, a buying movement will set in for the 
first quarter and first half. Many foundries are now 
running on low stocks and a matter of a few weeks 
will force them into the market, at which time it is ex- 
pected the buying will be more for the future than for 
spot needs. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 
publication containing Western Hardware and Metal prices corrected weekly. 


The 


ices and discounts quoted on this and the following pages, are, for the most part, subject to change without notice. Owing 


to the unsettled conditions of the narkets and the shortage of matervals st ts practically tmpossible for any manufacturer to 
guarantee his prices for any given length of time. 





METALS 





PIG IRON. 


Northern Fdy. No. 
Southgrn Fay. No. 2 
Lake Sup. Charcoal 
Malleable 


70 
67 


35 70 


FIRST QUALITY BRIGHT 


TIN PLATES 

Per 
Ic 14x20..112 sheets $ 
IX 14EBO.. cccccccce 
IxXxX BERBO... ccc cccse 
IxXxX Serer T 
IXXXX er 
Ic SOMEE: sce ueseses 
Ix a 
{XX ee 
IXxXX | ee 
TERR BOmBS...cccvecee 


COKE PLATES 


Cokes, 180 Ibs.... 20x28 $ 
Cokes, 200 Ibs.... 20x28 
Cokes, 214 Ibs....IC 20x28 
Cokes, 270 Ibs....IX 20x28 


Box 
13 10 
15 15 
16 40 


80 
00 
39 
30 


17 
18 
18 
20 


BLUE ANNEALED SHEETS. 


Base per 100 lbs 


$4 68 


ONE PASS COLD ROLLED 


BLACK. 
No 18-20........ per 100 lbs 
NO. 33-34.....00% per 100 lbs. 
Me, B.cccccccecs per 100 lbs. 
rere rT per 100 lbs. 
> Sr per 100 lbs 
WO. Bvecciccuwes per 100 lbs. 
GALVANIZED. 
MO, BG. cccvcveces per 100 lbs. 
We. 16-80... cc06 per 100 Ibs. 
Me. 33-34... .ccece per 100 lbs. 
NG, BBiccccvccees per 100 lbs. 
a eee rere per 100 lbs. 
Me BB..ccscceses per 100 lbs. 
MO. B.ccccecseces per 100 Ibs. 
BAR SOLDER 
Warranted, 
Pe éc00%eun per 100 lbs. $ 
Commercial, 
Re éceceees per 100 lbs. 
Plumbers’ ..... per 100 lbs. 
ZINC, 
De Se sc acntvecne 
SHEET ZINC, 
BE aiviesctwdececcccsews 
Less than cask lots.....13%- 
COPPER. 
Copper Sheet, mill base..... 
LEAD. 
BmmerieeRM PIG oc ccccccccccs 
DT “beudeencdaes 6 bekeerionéns 
Sheet. 
Full coils ....per 100 lbs. 
Cut coils ....per 100 lbs. 
TIN. 
POON. 686 b<b cleave cedcev euas 
DP, cicscadc aw kaactw awh a 


- -$6 


$5 80 

5 85 
90 
95 
00 


5 
5 
6 
6 10 


NANA AAD 


25 


S 
i) 


0 
00 


So 


23 
21 


35 


13%c 


22%ec 


$8 50 
8 75 





HARDWARE 
ADZES. 

Carpenters’. 

a Per doz. $29.00 
Coopers’. 

DD Scccteciiceseoeesan Net 

TD sxevenaeesannteee .-Net 
Railroad. 

PY atisetcbes Per doz. 30.00 

AMMUNITION. 


Shells, Loaded, Peters. 
Loaded with Black Powder, 18% 


Loaded with Smokeless 
PE <a cua hws Saw cense ees % 
Winchester. 


Smokeless Repeater Grade, 15% 
Smokeless Leader Grade...15% 


SE cc sencssnaed 15% 
U. M. C. 

RL Ts 66 6 ern a nreiee Kaewe 18% 

RO hi ncéadncaswendsesdes 18% 

Be Pic siwnewesnsseeedes 18% 


Gun Wads—per 1000. 

Winchester 7-8 gauge 10&74%% 
9-10 gauge 10&7%% 
11-28 gauge 10&7%% 


Each 
25 
19 
56 
00 
75 
00 
50 


Powder. 
DuPont’s Sporting, kegs. .$11 
= % kegs 3 
DuPont’s Canisters, 1-lb.. 
kegs.. 22 
% kegs... 5 
canisters 1 
22 


“ “ 
“ 


Hercules “E.C’, 


Hercules 
drums . 
Hercules “Infallible’, 10 can 
drums 
Hercules 


22 00 


9 00 


“E.C” and “Infal- 
lible”’, canisters ......... 
Hercules W. A, 30 Cal. Rifle, 
canisters 
Hercules Sharpshooter Rifle, 
canisters _ 
Hercules Bullseye Revolver, 
canisters 


00 
25 


ee ee ee ee 


eee eeeee 


ANVILS 
Solid Wrought....23 & 23% per Ib. 


ASBESTOS. 
Paper up to 1/16 10c per Ib. 
Millboard 3/32 to %..10%c per Ib. 
Corrugated Paper, (250 


Ps Wade cescawes $6.50 per 100 lbs. 
rr lle per lb. 
AUGERS. 

Boring Machine ..... 40@40&10% 
So gg ee 50% 
Hollow. 
PO. ecusene per doz, 30 v0 
Post Hole. 
Iwan’s Post Hole and Well...30% 
Vaughan’s, 4 to 9 in. 
oereee eeseeese-per doz. $14.00 
Ship. 
a ee ee vet 
AWLS. 
Brad. 


No. 3 Handled....per doz. $0.65 


No, 1050 Handled = 1 40 

Patent asst’d, 1 to 4 on 85 
Harness, 

re ea ' 1 06 

E- Gbscweaes ‘ - 1 00 
Peg. 

Shouldered ....... “ 1 60 

POMUNOR ccccoses - 75 


Scratch, 
No. IS, socket 
Handled ......per doz. 2 50 
No, 344 Goodell- 
Pratt, list less..... - -35-40% 
No. 7 Stanley..... < 2 26 


AXES. 


First Quality, Single 
Bitted, 3 to 4 1b., per doz. 16 50 


First Quality, Double 
Bitted per doz. 22 50 


Broad. 
Plumbs. 


Single Bitted (without handles). 
Plumbs, 4%-Ib. 19 50 


Double Bitted (without handles), 


Can. Pat., 6-lb. 65 00 


Plumbs, 4%-Ib. ....... -- 23 50 
BAGS, PAPER, NAIL. 
Pounds 10 16 20 25 


Per 1,000..$5 00 6 50 750 9 00 


BALANCES, SPRING. 
Sight Spring....... eceese coccclWtet 
PGE cdcdacrovcccuenessevcs Net 

BARS, WRECKING 
W.-W BBs écascve seems $0.45 
W. We ER TE, Bis acccsccscsvcs 0.75 
Ft 2 aE 0.80 
We A DB Gere vnvccawwwees 0.85 
> 2 ae 0.90 

BASKETS. 
Clothes. 
Small Willow....per doz. 15 00 
Medium Willow.. = 17 00 
Large Willow.... = 20 00 
Galvanized. 1 bu. 1% bu. 
Seer $16 08 $18 72 
BEATERS. 
Carpet. Per doz. 


No, 7 Tinned Spring Wire..$1 10 


No. 8 Spring Wire Cop- 
DOTOE  cccceseseesiccrces 1 50 
No. 9 PrestOM.cccccccccce 3 TS 
Egg. Per doz. 
No. 60 Imp. Dover........$1 10 
No. 102 “ “ Tinned 1 35 
No. 150 “ < hotel 2 10 
No. 10 Heavy hotel tinned 2 10 
No. 13 wad - ' 3 30 
No, 15 = 7 4 3 60 
No. 18 S e a 4 50 
Hand. 
8 9 10 12 
Per doz.$11 50 13 00 14 75 18 00 
Moulders’. 
BEGG ccccccese Per doz. 20 00 
BELLS. 
Call. . 


3-inch Nickeled Rotary Bell, 


Bronzed base....per doz. $5 66 


Cow. 
DEE cebnsdwens anaes + -30% 
Door. Per doz. | 
New Departure Automatic $7 50 | 
Rotary. 
3 -in. Old Copper Bell... 6 0¢ 
3 -in. Old Copper Bell, 
CN  cceeécssencases or 
3 -in. Nickeled Steel Bell 6 0f 


3%-in. Nickeled Steel Bell 6 5 


Hand. 
Hand Bell polished List plus 15% 








White Metal...... = 15% 

Nickel Plated..... = 5% 

DE Ginebessctua 7 10% 
Miscellaneous. 

Church and _ School, steel 

SE Wdedvetetesicncseces 30 

Farm, Ibs...40 50 75 100 
Each ....$3 00 3 75 5 50 7 2f 


BEVELS, TEE. 
Stanley’s Rosewood handle, new 


TEE cccwccesse 6466 6086sE008 Nets. 
Stanley iron handle..........Nete. 
BINDING CLOTH. 
er Ghetwesbonne 65%. 
MD ca tiweeescesescéue tenes 40%. 
ee, NE vescccewene ++ 60% 
BITS. 

Auger. 
Jennings Pattern ....... ..-Net 
Ford Car.........List plus 5% 
Ford’s Ship...... sd “ 6% 
SEWER cccccs TTTTeTT Ts 0010 85% 


Russell Jennings......plus 20%. 
Clark’s Expansive +200 -33%RQ%. 
Steer’s “ Small list, $22 00..5% 

- “Large “ $26 00..5% 
Irwin Car... ccccccce SO 


Ford’s Ship Auger pattern 
COP ccvccccccccccc kee Shue 64% 


CP nn.osssccnwecavececsoneey 


Countersink. 
No, 18 Wheeler’s..per doz. $2 265. 


No. 20 - oe ° 3 00 
American’ Snailhead saa 1 76. 
™ Rose.... ” 2 00 
” Fiat.... ” 1 40 
Mahew’s Filat.... vd 1 60 
- Snail..... - 1 90 
Dowel. 
Russel Jennings.......plus 20% 
Gimlet. 
Standard Double Cut Gross $8 40 
Nail Metal Single 
Cut .......Gross $4 00—$5 00 
Reamer. 
Standard Square...... Dez. 2 50 
American @ctagon... “ 2 50 
Screw Driver. 
No. 1 Common...... 4e 
No. 26 Stanley...... 76 


BLADES, SAW. 
Wood. 
Disston 30-in. 


rere rT ys 66 26 
$9 45 $10 05 $9 45. 
BLOCKS. 

WOOGER 2 ccccescccocseocsessce 20% 
Patent 2. ccccccccccceses oe 20% 
BOARDS. 

Stove. Per aoz. 
BOE cnccesecesecasucacs 13 60- 
Bee theese ere ee 16 05 
28x28 . (senGusenteanee 18 85 
30x30 beedeeennnncens 21 30 
SBEBS cccccce oeeeeesnnnd - 26 50 
oo eer sbbesseacewns 30 50 

Wash. 

No. 760, Banner Globe, 
(single) cooe-per doz. $5 25. 
No. 652, Banner Globe, 
(single) ...... per doz. 6 75 
No. 801, Brass King per doz. 8 26. 
No. 860, Single—Plain 
PU évecesecswsseuess 25 
BOLTS. 
Carriage, Machine, etc. 
Carriage, cut thread, %x6 
and sizes smaller and 
SNE cwannesacni 40 & 10% 
Carriage, sizes larger and 


longer than %x6........+15% 


Machine, %x4 and_ sizes 
smaller and shorter......50% 


Machine, sizes larger and 
longer than %x4.........40% 
BROVS ccccece b00-cen6eu ss - -5-10% 
WE cesetccvecucssensedus 40-5% 
Mortise, Door. 
Gem, §FOR. ec ccccvccceccse 5% 
Gem, bronze plated...... ---5% 
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Barrel. CEMENT, FURNACE. Quilt Frame. DIGGERS. 
GE: 6005: 0:060.045. 00 Ke ncn isens Net| American Seal, 5 Ib. cans, net $9 45 No. 30 Ball and Socket, Pest Hele. 
EE ES “ “ 10 Ib. cans, * 90 2%” head..... per gross $13 00| Mureka........ +-Der doz, $14 60 
Wrought, bronzed ........ - “ =“ 2651b cans,“ 187) No. 50 Ball and Socket, Iwan’s Split Handle (Eu- 
Asbestes, 5 ib. cans..... “ 45 3%” head..... per gross 14 50 reka) 
eam. Pecora, 5 lb. cans.,.... “ 45| Hose. 4-ft. Handle..per doz. 15 00 
Wrought ....ccccsesee <a. hh “ 10 1b. cans...... “ 90 ; a 7-ft. ¥ --Per doz. 20 00 
. " Sherman's, apn, %”, per Iwan’s Hercules pattern 
eute. 25 Ib. cans...... 1 87 nach ony eceeuiake +++ + $0.48 per doz 18 00 
Ee comes bien Double, brass, %”, per doz. 1 20 Dividers, Wing .............25% 
Wrought, heavy ....... weg POP BOR ic eansvcecanases cece $3 00|Saw Filers, 1D nares 
Wentworth’s, No. 1, $12.50; No.| Blacksmit Twist. (New 
uare. 
Sa CHAINS. 2, $18.25; No. 3, $16.25. DE Sstnes Sore 
Wrought cccccce error rr “ |Breast Chains. oa 
With Slide...... doz. pairs, 5 50 CLAWS, TACK.. Breast. 
BOXES. ‘ Without Slide.. “ 5 06|Wood hdl. No. 10...per doz..$0 95; Millers Falls No. 12, each $46 06 
Mail. No.... 2 4 10 Doubleslack... . ” 9 35|Forged steel, wood hdl. “ 1 76 * *S * oe 
With t s “ g|Solid steel.........++. 7 2 40 
Per doz...$18 00 23 00 29 00 Soe =? SEE © Sv ccicsnncandcaes . go| Hand. 
Mitre. Picture Chains. Goodell’s Automatic. 
Light Brass, 3 ft. per doz. a 25 CLEANERS. Nos, 01 03 
StamIeys ..cecccccess Net Prices} Heavy Brass, 3 ft. 75| prain. Per doz. 12 00 14 40 
Stearns, No, 2..per doz. $48 00|Sash Chain. santa ®)| twan’s Adjustable.........25%| 0odell’s Single Gear, per 
Steel amt 280 @. eee eee 30% | eee i teettteess 16 1b 
BRACES, RATCHET. || 0 ...... Cs ahiade en ceceacensl $2 50 — ony - Goodell-Pratt No. 4%, Der 
é . : 2 ete peabawenehsanieee 3 10 oz, Hat, less......++++. 
Goodell-Pratt We. 408 ......-06 OO) poor rrr cccccccccconcevcce 3 60 ~ aor. 30 16) gael-Pratt No. 378, per 
om “ o PO cececceeeecs r doz. oz. list eoecccsece 
No, 410 ......- 80 Champion Metal pe ess - 30% 
‘i “No. 412 ......- 5 00 on 2 ELE EO s “0 CLEAVERS. Reciprocating. 
V. & B. No. 444 8 in........ $4.65 iR PA AS hehe ROR AA 7 7 Family. ee per doz, 26 00 
Beatty’s, 
V. & B. Ne. 883 © in....... leas Champion Metal.—Extra Heavy. | ‘inch...--. 7 8 9 10 DRIVERS, SCREW. 
Tv. @ DR Wa: SEB SO Mececcecss 4 GOl BFE cccccevones cleaned ee cae Per doz. $2700 29 00 3300 36 00 Tt Ligdeshsseentosat . -Nets 
V.& B. ee) 2 ee 3 50 Cable Sash Chains. Re BD. nccnewiedetns a 
v.& B.No. 118 in. ; 3 05| Steel........ List Net Plus 15% CLEVISES. Clark’s Interchangeable ... “ 
ee Malienhe cécvccscecesccccDO Til Gaetan Gee ccccccctacs @ 
CHALK, CARPENTERS’. Yankee Ratchet ....... a = 
BURRS, RIVETING. Se cc chahumianue per gro. $1 40 CLIPPERS. “ Spiral “ 
Copper Burrs only..25% above listiRned ...........ce0e: 40 Bolt $2 25&6 00 a ee 
Tinners’ Iron Burrs only..... 30% |White ..........--- 7 i — eee 
Common White School EAVES TROUGH. 
CGHOVOR ssccdarses 25¢ CLIPS. 60 & 7%4% off Standard List. 
BUTTS. AD occa xanrsencetaceeuns 65 @5% 
Cast Iron ....... Mi 7% % CHIMNEY TOPS. ELBOWS—Stove Pipe. 
Wrought Bronze, No. 175 AC Em BASS cccccecse ..-per bag $1 70 Damper. 1-piece Corrugated, Uniform 
oscccccecescoce rae | Standard ..........per doz. 70c Doz. 
Steel, Bright, Narrow 15-7%-5% CHECKS, DOOR. TEE cccvccccccceses - SBeiS-imoh .nccccccccccccccccces $2 26 
Steel, Japanned, Narrow OSDIR. 5 ccessevsscesssee Net Listigiame ........ Sia Rea a “ SOc|Brinch ....cccccccccccecs eee 2 30 
netbheterseeseuane oo -Liist+65% |Russwin ......cecceeeeeeeees 20 TERE cvcccccesescsesescses OOH 
COLLARS, STOVE PIPE. 
CALIPERS. CHISELS. Lacquered. Uniform, Collar Adjustable 
WOE cwcccnkKaddunéoucodevil vet | Cold. | feches 6 5 > Doz. 
Inside and Outside......... “ Good quality, : _ each $0 ‘<i Fancy pattern, SOM accccse oueesneecooncenel ae 
 Micincoudicancssuenen . ” per doz.... 80c 85c $1 15/6-inmch .......... Ceveces eoee 2 70 
Diamond Point. TR cc ccccccneccdsssceses 8 00 
CALKS. |v: & B. No. 15, 4% Bis cgeceves 0 COMPASSES. 
Tee Vv. & B. No. 15, % in........ 0 00 |Curpenters EEE Or eee 15% ELBOWS—Conductor Pipe. 
. ¥ : Galvanized Steel, Tin and Terne, 
Blunt and medium, 1 prong FIRMER BEVELLED. COPPERS—Soldering. Round Corrugated. 


per 100 lbs........ eeese 


Sharp, 1 prong, per 100 Ibs. 6 70 


CANS. 
Milk. 
Ohio. 
Gals. ..ccee 5 8 10 
Each .....$3 65 $4 45 $4 70 
Gem, 
Gals.ccccce § 8 10 
Each .....$3 85 $4 95 $5 20 
Jersey or Holstein, 
Gaas.ccsses § 8 10 
Each .....$4 15 $5 60 $6 90 
CAN OPENERS. 
See Openers. 
CAPS, GUN. 
See Ammunition. 
CARRIERS. é 
Hay, 

Diamond, Regular...each, Nets 
Diamond, Sling..... > ” 
CARTRIDGES. 

See Ammunition. 
CASTERS. 
Standard—Ball Bearing, 
etsbaceee Scnnsecesseose SO 
SD. ntnencactasceessasevecus 40% 
Common Plate. 
Brame Wheel ..ccccicecsasss 15% 
Iron and porcelain wheels, 
mew HBHat .ccccccccccccees 50 
os ~waenns Plate, new 
errr cesuenes 50% 
lg errr es e ovecwed 40% 
CATCHERS, GRASS. 
No, 1608S, per doz..........$12 25 
No. 1655S, ~~ -geees ccsce 86 68 





Berg’s (Swedish). 
%-inch, per doz 
 . “ 








Pointed Roofing. 


3 Ib and heavier....per Ib. 37c 
oe * “  ‘Micwcksasedannas wide " $8¢ 
2%. “ “ Mt Dicesnccnstesndeses “ s%¢ 

 rerere eeccece “ 40¢c 
Round Nose. “i. “ *" 48e 
V. & B. No, 65, SB Morsccoes FE ye ae 
V. & B. No. 65, 4% i nee OS CORD. 
SOCKET FIRMER. Picture. 
Berg’s (Swedish). White Wire ...... woes e COME % 
*- -inch, per GOR ccvcwess $11 ~ Sash. 
< “ “ vsrssees 28 2°! ‘Sampson Spot, No. 7, per 
2- “o in 35 95 GO. <ceescsoseces eeeesee .$29 4° 
Cape. - ‘nits COTTERS, SPRING 
V. & B. No. 50, im... ° 2s F 
Vv. & B. Ne. 60, & in........ 071 All SISOS ceccecccecer eee e 87TH 
CHUCKS, DRILL. COUPLINGS, HOSE. 
Goodell’s, for Goodell’s Screw Brass ..ccccccsscess per doz. $2 20 
Driver® ..ccoses Juist less 35-40% 


Yankee, for Yankee Screw 


DrivGPS cccccccccscccccess $6 00 
CHURNS. 
Anti-Bent Wood, 
OE. essovsesée 5 7 10 
Bach cccccces $3 00 460 4 85 
Belle, Barrel .......+++- 65&7%% 
Common Dash, . 
Gel ccccccccccccess 5 7 
Per GOB. ccccccess $17 00 19 00 
CLAMPS. 
Adjustable. 
BMartin’® .ccccccccccccceces 30% 
No. 68, Screw... .ccccsccces 20% 
Cabinet. 
GRO occedsceveseccccesess 20% 
Carpenters’. 


Steel Bar...List price plus 25% 
Carriage Makers’. 


OP .csscnhas ....-per doz. 7 06 
OF acawcccncees es 14 00 
SO  wbecensevces ” 28 00 
Oe” ceuetSebeese me 46 00 


CRADLES, GRAIN. 
Morgan’s Grapevine per doz. $45 % 


CUTTERS 
Glass, 
Woodward  ..cccccssesseces 40% 
Ment. 
nterprise—Nos. 6 10 12 
Each.... $2 50 $4 25 $3 7! 
Nos. 22 32 
7 seco 6 50 8 50 
Pipe. 
Saunders’, No. 1 2 3 
Each .....-. $1 85 275 6 TE 
Slaw and Kraut. Per doz. 


4-knife Kraut......$20 00-55 0¢ 


3-knife Kraut, 
8x27 Im. ....cee+- 18 00-18 06 
l-knife Slaw...... 2 560 
2-knife Slaw ..... ° 3 00 
WaGheP occcossce eteee 11 of 


DAMPERS, STOVE PIPE. 
Diamond. 





All sizes 


Size. Doz. 
SAME cccccccccccccccccec ce oO 
DORE ccccese err cocccece cO® 
t-inch ooccccsccecesceecescteee 
SeIMOH cccccccccccccccccccce nO 
er ocecececceeeteee 
ENAMEL, STOVE. 
fron, Black. Per Gross 


Peerless Gloss, \% pt.......$16 20 


Drifting Pick .... 


Hooks and Eyes— 


Brass, 1%”, No. 60, per 
BTOGD ccccccces peoctecceene OF 


Iron, 1%” No. 50, per gross 1 60 


--60, 10 & 5% 


FASTENERS, STORM SASH. 
Shroeder’s ...... ..-per doz. $1 50 
Sensible ......006. - 3 00 


FILES AND RASPS. 
BmmenGW ccccccccccccescecse cd 
Disston’s oeeee 50% 
.. -50&10% 
BGR cccccccce revere ere yr) te 5% 


FIRE POTS. 


Clayton & Lambert’s— 
each .$4 00 @ $6 00 


Gate .-@ach, 6 25 


eee eee eeee 


Cty 





Gem ........each, 36 15 @ 8 50 


” ©  BPRecccccee OD 
Per doz. 
* * % gal......$12 00 — 
= - 1 gal...... 21 00 
Aluminum Per Gross 
Peerless, % pt....... ++. «++ $42 60 
= TE Seccccocess we Ce 
EMERY. 
Domestic, Ib. ......++.+- cose Al BC 
EYES. 
Bright Wire Screw—See Woods, 
B. W. 
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FORKS. Coal Pick ...... PrerrrrrrTT. HOOKS. KNIVES. 
Manure. Drifting Pick .............-.40%|Awning, No. 60.....per gro. 50% 

4-tine PT eTTT TT TT prices File, assorted, 30c; Large, 360 per Belt. Beet Topping. 

Fn . Ciyde, 9-in. Sclmiter Blade, 
GAUGES. Brown's seteereceeeeese TOMEI GOR, coccccecccccccccoccege OF 
Cream Pail. Hammer. TOMOW ccccvccceccees «++ -65H5%| California ......csecceeees & 

Fairmount.......per doz $8 75) sdze Bye ..per doz. 40c to $1 00/Box. Butcher, e Per doz, 

Marking, Mortis, ote......... | Blacksmiths “ 45c@1 00) No...........- 10 «(12 Syewers That 6 96 00 
eee eee eee eee eee tee eee eeee Machinists’ “ 50c@1 00 Bach . ae oes 0 85 0 40 Beechwood” Handles, “7""" 
Wire. eoccccccccccccocoe 4 BS 
insta .ccscesescoscoses SSE Oe NO Bem....... 25% | Bush. Beechwood Handies, 8” 
Screw Driver. Common Axe Handle, BERGS ccccccecscccccccee § GS 
GIMLETS. oe wectoeipe tl FF GEE, ccccccen esses Cipcemarly BND .0.00200000000 8 
Discount ....+.+++++++++-86@40%| Large ............ eecceee -++ 9/Chain, Corn. 
Shovel and Spade............ 25%| Inch.. %&5/16 % 1/16 %| Clipper ...........per doz. #1 75 
Bulk a. Pr 100 $7 60-8 10 9 75 1160 1260| Disston’s ........ 2 75 

S alates om 8 HANGERS. MASITS ccccccccccs a 3 00 

“4 —**" coeeee ++ PO We. a B Deer. Clothes Line. Woodford ........ 2 26 

= 8 ae... gq] U: & Roller Bearing..... 12%%| Japanned ... Saat doz. s80@1 40| Drawing. 

Ci nc cvces ME Sietetieee .....< cccccces .12%%| Galvanized. 5c@2 50) Standard .............List&6% 
Liquid. Warehouse Tandem, No Adjustable ... evccecene 

Army & Navy...... ovascetth sececceccuececscecse 88% %|Coat and Hat. Barton's Carpenters’.......16% 

Le Page’s— ——— Common Wire per gro. 1 25-1 65/ Hay. 

ar . 87% % | Conductor P. Iwan’s Solid Socket. +dos. 13 00 

op Iwan’s Perfection...... ....45% |Conductor, Heath’s ccieacRers ee i3 00 

EMG “WP occcceses ounsesnee - . 7“ SnEe sacsnccassscs: 4 3B OS 

“cur wan’s da i veceeeckil ee 
List “C”......- seeceeeee+35 %/ Eaves Trough. wana . “| Iwan’sImpv'd Serrated “ 18 00 
REA AXLE All sizes, 5” or smaller, 
Wood waa _ chet tata per gress $8 80 Net , iveted, red, per dz. Net —_ 
* All sizes, larger than , riveted, red, per dz. Ne 2 allenge ..... ona doz. $6 00 

Frager’s ........pergro. $18 00 5” ........pergross 6 00 “ Little Giant......  “ * feston’s ..-.+++- 3 75 

Bub Lightning .......... 7 50 Mincing. 

Weel Pale. Garage Door. Grass. nl Single .. 60 
Right Angle ...ccccce --50&10%| Common Nos. 1 3 5 7 Common, Double... et 90 

Fraser’s, 15 lb, $1.00; 25 Ib. $1.50) siding Folding ..... -++e+-50%| Per Doz...$450 350 375 325| Streeter, 4-biade.. “ i 30 
each. Recedin 50% Streeter, 6-blade.. 7 2 60 

Hub Lightning, 15 Ib. 900; 26 Ib te a eas bei Hammock. Putty 

$1.21 each. Parlor Door. With plate....... per doz. 110)| Common ...per doz. $@ 75@1 50 
Tin © a. seaeaees? -- per set, ¥- 75| with screw....... “ 1 00| Landers .... , 1 75@2 50 

Vv mproved.... - 40 
Frazer's : ‘“ scraping. 
1% th per Ges...........82 98 Lane’s Standard... 3 50/Lambrequin, or Drapery, Beech Handle ..... 90@1 10 
3 Ie per dos 3 25 Lane’s New Model as S10] PEF SFO. ccccccccccccccce ccc cD) EMRECES ccccqecccs & 50@6 60 
. ea es Le Roy Noiseless.......40&10%|Picture .............50%&50&10% 
GRINDSTONES. Richards ............++++++256%|Potato and Manure........ . Nets KNOBS. 
Family. RBVEREO ccccccccccceces 40£10% Door. 
Inches.. 7 8&8 10 18 ~ a Mineral iain -++ sper dex, $1 1 se 
Per doz. 2050 21765 2625 38060 HAS POBB wcccccccccccccccccece 10% orcelain ........ 
Hinge, Wrought...Add 50% to list (See Goods, ee Wire. ) J eeecesooece ee = ; 00 
—"s a : ‘ ‘ P With Staples—See Staples. Seat Spring. ecccccce . per Ib. be 
earing.. 
Each .........84 75 6 00 6 25 HATCHETS. HUSKERS. a 
GUNS. Plumbs, Claw No. 1........$1 65|Boss. Common Long. 
Iver Johnson Champion Single Cast Claw, per doz... 1 50@ 1 85) Nos. ..........+..++. B E Per G8. ccccs 6aesee oe ---170@238c 

Barrel Shot Guns..........Net)/Cast Shingling - 1 60@ 1 85| Per doz....... ++ee+++-Neow Neta/ extension, 

Double Barrel, Hammerless “ GermantOwn ...ceccssscceee -74%4% No. 69......- -per doz. New Nets Per ft. . C-ieebetenn .--22 te 38 
Plumbs, Octagon, Half...... $2 00 St 
‘i HAFTS, AWL. Plumbs, Broad, No. 1...... 1 90/piane, — i. 

rad. Plumbs, Lathing No. 1..... 1 50 es SEF A 

Common ........ -Per doz. $0 35 Wood Bench...Ad@ 10% to list (X oeNneR, Ween Shett, 066 160. 34 
ng oathenkssdesveneesseceneeel 

| er « — go|... HAY RACK BRACKETS. Sad. Challenge, € to 9 ft.........55¢ 

rw , : ae D.- Wenzleman’s No. 1 eee per doz. $11 00) 10 tO 16 ft....ceeeeeeveees -60c 
Bo atent, leather top 90 wens pnonaee Se doz. sets $18 00 Common, polished, per 

wing. enzlieman’s No, 2 j —«§  [{ 100 IDB. ceseeeeseneees 76 

Common .......... “ Ba] coteeet tees per doz. sets, 19 20) ‘No, 70 Asbestos...... $1 50 net — 

I “ 55 HINGES No. 100 e  enee - 175 net a = —. doz. $12 00 

‘ Common, nickel plated.... 8 25 in. Plas sht per coz. 
HAMMERS, HANDLED. _ clie Mrs. Pott’s, 
each, net No, 50 J, Enterprise, per set Nets LEADERS, CATTLE. 
Blacksmiths, Hand, No. 0, wee Basses — om. — $3 36) No. 55 J. = . ' 

26 OB, ceeececcsececcesees$l 85) NO, 8.......- 575) No. 50T “ “ co [NOB. ccccccerseccecers 61 52 
Engineers’, No. 1, 26 oz.... 1 35 Gat No. 55 Tr “ “” ce [COP GOS... ccccccccece $1 35 1 45 
Farriers’, No. 7, 7 oz.....-..1 41] olerk 6: ieee de relies 

j ark’S ....+-- a” ere perlb. “ 
Machinists’, No. 1, 7 ez.... 106] ies@Ltch.dz. $550 700 975 LEATHER, LACE 
° Tailors’ Goose ° perlb. “ 
Nail. Hiagesealy “ 495 660 800)" @2+-~- ” 
Rawhide " seceeeee 100 ft. ° 60 
Vanadime, No. 41%, 16 o2., — Latches only, 190 190 ..../sdaeal. “ a vasdawese 40 

Vv. & B,, No. 11%, 16 oz., Screen Door. 6 Ib, Household.......... $3 50 
MD. weccaneaes dense Oe es os doz. $2 30 9 lb.Dressmakers’ ........ 4 26 LEATHERS, PUMP. 

Gorden as Cus, No. 111%, 16 g5| 1758-24 x2% «..-..-- “ 216] 141b. Tailors’ Goose....... 5 50\ valve and Plunger.......... 10% 
Tinner’s Riveting, No. 1, 8 Spring. Tuyere. 

tee ano a wae a ... 110| Chicago ....... Add 12%% to list} Single Duck Nest..per doz. $5 25 LEVELS. 
Shoe, Steel, No. 1, 13 oz. GEER cccccccccccesccoes -+-+-25%| Double Duck Nest.. “ 6 25 Disston, ae $22 06 
DG wacncnentuntas eeeeee 1 00} Ideal Detachable, per gro. $11 00; Sutton ............... each 2 60 : No. 18, PP cab -. 4 
Tack Matchless ............. +++ 40% , mo 32, 34 in....... 
° Shafting, 6 in...... 19 80 

Magnetic New Idea ........ per gro, $7 20 JACKS. eo « 6 in, gr. glass 24 20 

No. 6 each... .cccccceee 1.00) OFfOTA «0. eee eee eeeenenes 20% “No. 1 Asst. ...+---- 5 75 
weenche teen EE ee 30% rid _ ey be Zee cecee i bg 
HAMMERS, HEAVY Ld fe Ww: - o. 14, Dedaceee 
° : , agon. * Be 8 Biecceccecs 12 40 

Farriers# ...... ceseeee-20%| Per 100 pairs with screws: , “ r “Re 
secant Light Strap Hinges, No. 8 $13 20] jrinerd’s No 1--per doz. $98 00) 8-5 dn. cossescsss 48 8 

si ‘ Heavy Strap Hinges, No. 4 16 50 = OURO Nes eHseErs 
ngle and Double Face....50%| Light T Hinges..... No, 3 12 60 Cie. ‘ a 

HANDLES. Heavy T Hinges....No. 4 20 60] pach... 2.112! $0 66 $0 80 einen 
4 Extra Heavy T Sages, i ig laa Steve Cover. 
ae sdk i LT eeiaek ein ..No. 4 22 60} Standard Coppered ..per, gro. $3 25@5 50 
Common Assorted, per doz. $0 75/screw Hook and Strap. D> ae he) i See 10 90 
“er ye ee Nos. o9| _& t@ 12 in....per 100 Ibs. $7 75] R-w “ 
: sper ep 14to20in.... “ “ 7 60 gy nonce 

Ives’ Adjustable....per set 1 35 22 to 36 in.. ai - 7 25 3k rere TT rere 40% DD. éacéctncadasenasue 55% 
BB: cccresdcecccesevrevevsese 30% 0S .) S 40% 

Chisel Screw Hook and Eye. LINES. 

Wichery, Tenced, Virmer, Ac % in...... ++ per dos. 9 pair $2 00 KETTLES. Jlothes. , 
sorted, 55¢c; Large, 85c per| % in------ eee 3 60-ft. Jute......per doz. $0 9 
doz. eek sés sa " 5 Ch, Die acects ™ 40 

Hickory, Socket Firmer, As- 60-ft. Cotton..... ” 15 
sorted, 70c; Large size, 80c HOES 0-ft. Braided Cot- 
per doz. x. cd panacea oud sense esa’ Net Ge -¢bnes0ens 25 
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LINING, STOVE. 


Bricks ....+..-. eeee-per crate 42c 


LOCKS 
Barn Door. 


No, 60 Stearns...per doz. $12 00 
No. 8@ = 686ee a 24 00 


MACHINES. 
Riveting. 
Stearns No. 1...per doz, $16 00 
Tenoning. 
No. 80 Peace’s Spoke, each $16 00 


MAIL BOXES. 


See Boxes. 
MALLETS. 
Carpenters’, 
Fibre Head, No. 2 per doz. $16 560 
- No. 3 - is &e 
- No. 4 ” 28 60 


Round Hickory 
seceees-per doz. $3 00— 6 00 


Round Lig- 

numvitae. . € 25—10 50/84 
Square Hickory “ 3 50— 6 50 
Square Lig- 


numvitae.. “ 8 00—12 00 


NAIL SETS. 
See Sets. 


NETTING, POULTRY. 


Galvantzed before weaving. ..50% 
Galvanized after weaving....40% 


NIPPERS. 


End Catting. 
Berg’s (Swedish) In. & 6 
Per dozen ........$12 60 15 20 


End and Diagonal Outting. 
Berg’s (Swedish) In, 6 
Per dozen .......$10 056 13° 00 


Hoof. 


Heller's ...cssceceseeses <0nnee 
V. & B., No. 62, each....$2 25 


NOZZLES. 
Hose. 
Magic ..ccccccces per doz. $9 50 
Diamond ......- ” 6 76 


NUTS, HOT PRESSED. 


uar Tapped. 
$1 85 off per 100 Ibs. 


Hexagon Tapped. 
$1.85 off per 100 Ibs. 


Tinners’. OILERS. 
Hickory .........per doz. $2 26 
Chase Pattern. 
Brass and Copper.........- 10% 
Door. ~ ee. Zine ceccoce ecceceescccsese 20% 
National Rigid ..... - -56&10&5% | railroad 
Acme Steel Filexible....... 50% PED i cenccasawensens 33% % 
Stove, Steel. 
NO. 8.000000 ++++per gro. Nets! Copper Plated ......-- 50-10-5% 
Be. Lecccccecccsese ™ 
No. 1 Asbestos Toasters or 
wire-covered Stove Mats, OPENERS. 
with handle....per doz. 1 10 
No. 2 Asbestos Toasters, Delmonico ....... per doz. $1 30 
with ring......per dos. 60) Never Slip........ 65 
Crate. 
MATTOCKS, V. & Breecces per doz. $7 25-11 00 
POUND cecccccceséccesecee -25% 
OUTFITS, COBBLING. 
MAULS. Combination .....per doz. $16 00 
Wood Choppers’. Boonomy ...-seees m 8 60 
—— Superior & Oregon Family ......-++++: 14 60 
cocccccecceocccs ] CORES 
PAILS. 
MEASURES. Cream. 
— without gauge, 
Galvanized, doz. ...........Nets steessekounen doz. $9 50 
Tapann GOK, 2. cccesccreeee NOts 18- t, without uge, 
oe “at, without gauge doz. 11 00 
0-qt. without gauge, 
MILLS, COFFEE. te Parsccascn Corpor Ges. 11 16 
Enterprise ....... ererrrrrc. 2) Sap 
Parker ...ccceee cece rse es HOMER 10-at., IC Tin.....per dos. 4 00 
ATCAGE 2... . cc ecccccceees + 40-10%] 13 eevee 5 60 
Steck. 
MITRE BOXES. Galv. is 320 
See Boxes, Per oun. wT) " 10 1 1275 1460 
Water. 
MO) Galvanized qts. 
we Per doz, cathe Pro ote 73 
Cotton, Star (Cut Ends). 
Pounds 12’ 16’ 18° 24-3 oz,| Wood. 


Per doz. $4 60 & 66 6 75 9 00 


NAILS 

Gab Goats. cccccccccecccce o- $4 46 
GH BO 00 cewetctivdeces -. 4 465 
Wire. 

COMRMBOR ccccccccccccccccs 4 45 
Cement Coated. 

Small Lots ........seeeees 4 20 
Horseshoe. 

AMBRDIO ~ cccccccccccccccs 55&5% 

Capewell .ncccccccccccce +1 5% 

BPasGees cccgecccceccesce -55&5% 

ee eee - -20&5% 

BU wedcccevecdesecedes -8045% 
Picture. 

Brass Heads ........ covcecce 25% 
S- cansedeudssacuaes -- 50&5% 
CUUEID ccccccces List plus 15% 


NAIL PULLERS. 
&se Pullers. 





Cable, 2-Hoop.....per dos. — 
Cable, 3-Hoop... 


Cedar, 3-Hoop, brass ” Nets 
PANS. 

Dripping .......-eseeeerseees Net 
Fry. 

GOGRTROM cccccccccccccccces ets 

ACME cccccccesscccecescs 
Roasting. 

Paxton, 

N coos A 2 3 4 
Per doz, ..ccesees eccccccce Nets 
Neverburn ...--+++- 

Savory, No. 200. ‘per’ doz. $s 40 
PAPER. 
Roofing. per square 
Major, l-ply ....---s++seeee $1 83 
ee BRE ‘cccceececeesess 2 24 
S =BeMEF ccccccccccccece 2 
Red Rosin.......- per ton $111 45 


Sand and Emery. 
No. 1, per ream, best grade $5 40 
No. 1, per ream, cheaper 
BTAGO cccccsess sadcoscee 4S) 


Apple. 


Goodell’s 


seeee DOr dos. $38 " 


Turntable ..... 
White Mountain nad 4 ‘8 


Reading No, 78 ' 


Potato, 


11 40 


ag ag Saratega, 10% 


cocccsocccee & 5O 


Goodeli’s “Saratena, 6 in, 


Adze E 


PTTTTTITTT Tits k.. 
Driftmg and Poll Picks.....22%% 
Plumbs, lroad 


Surface 


eee eee eee ee eeeeeee 


PICKS. 
ye Ore 


% 
Je 


eee Cee eee eee eee 


Carpenters’, ane steel, 


No. 4.2.2.6 8 10 12 
Each ..$0 63 -80 106 Fe - 
Blacksmiths’, No. 10 .......+. 
Heller’s ...+++++++-List plus io% 
PINS. 
Clothes. 
Common, per box of & gro, $0 95 
Picket. 
Fluter, 16-in... on Sox. $1 10 
Fluted, 21-in. 1 6t 
| errr - i 90 
PIPE. 
Conductor. 
Plain Round and Round Corru- 
gate 
Of 0 Se ee 55% 
i, ital RR NES eae A 45% 
—_ © ( seasnessensens cad 35% 
24 7. ‘eedonganenenuawe 10% 
Square Corrugated A and B and 
Octagon. 
DPD scecceceeeacsaced 45% 
28 =  rxtasssavanenecien 40% 
26 6 —shapsbaduakeutemed 80% 
=  . eeawenbsatanduat -10% 


Galvanized Toncan Metal, Genu- 


O. H. Iron, Lyonore Metal, 


Charcoal Iron and Keystone 
C6 B. 


Plain 


24 


Round and Round Corru- 
ed. 


Square Corrugated A and B Pol- 
ygon and Octagon. 


Se GD ad sb ac evccéescee -40% 
a ft  sccedcuusheeuasa -30% 
24 ee 10% 
14 and 16-oz. Copper. all de- 
GE Seseccvecascomncesses 10% 
Portico Elbows. 

Galvanized and Terne Steel. 

S GRE acccccccccvcceccess 35% 
1%-inch ...... errrrrrrret |) 3 
BEEN «0 00000600066000606 36 
CN Tish enek acerca oneal 35 


Discounts on Round apply on/|~ 


sizes 2-inch to 6-inch, inclusve. 


Freig. 


more, 


ht allowed on 15 dozen or 
to all points where 


freight rate does not exceed 
$1.00 per 100 ibs. Less than 


15 dozen F. O. 


B. Factory. 


Terms 30 days net, 2% ten days. 

Standard Gauge Con uctor Pipe, 
plain er corrugated. 

Not Nested ....... evcecce --50% 

Nested solid ........... 60 & 6% 

Stove Per 100 

Joints 

29 Gauge, 8-inch........+-. $19 00 

SOBER e cc ccccce 19 60 

” B-inch......66. 20 26 

si 6-inch......... 31 60 

- TOMER: ccccccce 23 00 


T-Joint Made up. 


6-inch 


énseseeed per 100 $60 00 


Furnace Pipe. 
—— Wall Pipe and Fit- 





penthenbepneehsune 30% 
hn. Wall Pipe, Round 
Pipe Fittings ...... ,ecvee 30% 
Galvanized and Black Iron 
PIO, GTROGR, C0O.ccccccccce -80% 
PLANES. 
Stanley Iron Bench.......... Net 
PLATE, TIN, 
See Metals in Column 1. 
PLIERS. 
*. @B. No.6 ...... pocestaa @ 2 
* Me. T GOs ccocccceces @ 67 
“ Double Duty “06... 0 63 
o §6Nwt, We. B.ccecs - © 70 





Lineman’s Side Cutting. 


Berg’s 

(Swedish). In. 6 7 s 
Bik. Pol. Face, 

doz. ...... $1670 2000 23 36 


Long Nose Side Cutting. 
Berg’s (Swedish) In. 6 6 
Bik, Pol. Face, doz. $1225 16 20 


flat and Round Nose. 
Berg’s (Swedish) 


Fiat, In. + 6 8 
Blk.Pol. Face. 

Doz. ...+. $890 1386 19 66 
Berg’s (Swedish) 

Round. In, 7 b s 
Blk. Pol. Face. 

DEB, cccce $1116 1680 23 36 


POINTERS, SPOKE. 


Stearns’ No. 1....per doz. $10 06 
- Me. B.cce ” 12 oe 


POKERS, STOVE. 


Wr't Steel, str’t or bent, 
+++-per doz. $0 75 
Nickel Plated, coil hanl’s “ 1 le 


POLISH. 
Metal. 


Wizard, 6 -oz.. per gross $21 0¢ 


\%-pt. P “ “ 24 oe 
- %-gal. “ - 12 0@ 
= 1 -gal. “ “ 21 60 
Hove. Per grom 
Block Eagle Paste 5 -oz, $19 20 
nad “ —-‘%-lb. 31 60 

== - Liquid, 6-oz. 
ocese cocccccce 16 90 


mack wma waste, 
POF CASE 2... ceseeess soee 19 30 


Black Kid Paste, a; Ib.. 
Black Jack Liquid, %- 
DOF GTOSD cccee coccccee 16 80 
Black Kid Liquid, %-pt.. 24 0¢ 
Black Jack Paste, No. 10 


PCr GTOBB ....cecess oe 16 20 


PRESSES, FRUIT AND JELLY. 
Enterprise Manufacturing Co. 25% 
PRUNERS. 


Disston’s Pole....per dos. $18 60 
Water's Improved..per dos. 60% 


PULLERS. 
Cork 
BOR soceccscess ++» @ach $3 1¢ 
Phoenix ....eeeees » = Be 
Quick and Basy...... * te 
Nail, 
SE. sccecscoed per doz. $14 60 
Never-Slip ..... ” 17 o 
PULLEYS. 
Awning—Jap’d ..... eesveeee +1 O® 
Clothes Lime ........seeee: --10% 
Gay Fork. 
Iron Wheel, 5-in..per dos. $3 6¢ 
Wood Wheel, 6-in. “ 266 
Wood Wheel, 6-in., 
pass knot ...... i 3 ee 
dash, 
GHG.  coccccncccececseee Net 
Common-Sense, 2-in. ...... Net 
Empire Pattern, 2-in....... Net 
DROME ccccccccccescceccosene Net 
WENEE no w00006ceeieneseseus Net 
PUMPS. 
pray. 
Midget Junior....per doz. $3 76 
New Misty ....... ” 6 00 
GHOSOEME ccccccces " 6 50 
PUNCHES. 
Conductors. 
et, We edeccceced per o- $3 00 
Dy tsocnececewe 
Saddlers’. 


Common..per doz. 1 50 to 6 00 
Revolving Spring. 
Stearns, No, 10...per doz. $8 60 
- No. 40... ie | 

” No. 60... “ 19 0 
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PUTTY. ay SAWS. “elt, SETS. SPRINKLERS, LAWN. 
n a 
Strictly pure..per 100 lbs. $6 00 Disston’s 2-in. to 18-in. 10&6%| Square: head...... r doz. 1 84/Stearn’s No, 1....per doz. $11 60 
\%-in to 1%-in...20&10% Cup point, Gaalees i 1 78 
RAIL. Butchers’. Rivet. SQUARES. 
Barn Door. . Disston’s te * oes ° = Ho + mee ae ++-per doz. 2 .e eee Se OL, oc. cacecenness Net 
» LniM. Le ee eee eeeeee OC oo oO. 2, “IM. wcce nne Bee cecevenccseces 5 7 
net: ie ee “ No. 2, 22-in..... 20 86 WO UEE ginctenun tes § 95) LAOS Sor Chuing, 06.99 per Gon, wet) 
Matchless, cocoeeses « No. 7, 16-in..... 20 00 EE in tyne ba Oe hea ea coer Net 
Storm King ..-+++. . eeeees 5c “ No. 7%, 20-in..... 31 36 |Saw. Try Stk Kesh eOe C6 @ 6s 0046S oe 6% a 
. No. 7, 24-in..... 23 35) Aiken’s Pattern..per doz. $6 50 Try and Bevel............... se 
Sliding Door. “ Ma. ¥, 904m... B® Disston’s Monarch 7 20|Try and Miter............... Nets 
. sston’s X-cut. “a 13 60 ‘ 
mrenaeé Denne oe bow ™ ft. 8%c c|Compass. ta. .... aera anid “ g0| Fox’s ....... tees oe duz. 6 00 
eeeee Disston’s No. 20 Jackson.. 4 30) WNash’s Hand “ 3 15 Winterbottom’s ..........--10% 
No, 40 Sampson 2 60 ’ —_ “ 
«“ No. 277, 10-in.. 6 70) Sans X-cut ‘= 
ee . °  amactie man’s Lever... i 1 J 
RAKES. Per doz. No. 9, 10-in.... 7 70 Stillman’s X-cut “ 2 SQUEEZERS, LEMON. 
Garden. sins Teeth $8 50}Cross- -Cut. Whiting Pattern, Common Wood ..... per doz. $0 70 
Steel, Bow, 1¢-in. = Disston’s No. 289, 4-ft.... 3 50 NO. 21.....+---. ™ 7 50/ Porcelain Lined,Wooad ‘“ 1 25 
Steel, Bow, 14-inch 9 25 “ "No. 289, 6-ft..-- 6 85| Eccentric Anvil, Boss, malleable iron “ 1 20 
Malleable Iron, 12-in. “ 4 75 o Ne. 886, 8-#.... 11 & a hora — = peerey porc’n — 
Malleable Iron, 14-in. 7 5 00 ere on se 0 tern. CESSECCO OCS - 14 50/ [ron pe a 
s . Re cccce ° MONE. -ccvecceeceues - 2 35 
Hay. - D19, 20-in coc BS Little Giant, tin’d 
Wood, 10 Teeth........++ 06 00) se ant SHARPENERS, SKATE. | cee IPRs 4 00 
Disston’ s No 7, 80-in.... 38 60 OO, eee --per doz. $1 66 Orum, japanned. ES 3 60 
Lawn. ©, 7, 32-in.... 42 90 DEE: Seatedeseeueneeanes . 1 20| Drum, nickel plated 4 50 
20 Teeth ...--e-+0+- per doz. 5 50 “ No. 8, 16-in.... 21 35 
“ No. 8 20-in.... 25 15 SHEARS. STAPLES 
“ No. 8, 24-in.... 29 60 Per Doz.| sind ° 
RAZORS—SAFETY. “ No. 8, 28-in.... 35 45|Nickel Plated, Straight, 6” $12 90 2 
5 00 oo No. 8. 30-in.... 39 90 ; “ : S96 G6) MATEO oc cccssecs Seat” oe 21@22c 
Giette ..<cceveces per doz. $ ‘ ‘ ‘ 8” 16 30| Gutter, Tub. 16@19¢ 
Aste Strop ..-+++- 7 45 00/Keystone ...... seseee+-New Nets 
ae ere ee. “ 3 00 Keyhole. Japanned, Straight .... 6” 11 00| Fence— 
oon (3 doz. lets) -- a 8 40| Disston’s No. 5........... 3 65 Ss ye “7 La . 4 es pitted 100 Ibs. $5 45 
Ever Ready ... A No. 10 4 00 e @ vase om 
Ever Ready (3 doz. lots) niin “ No. 96.0..11cl1) 6 80 oe 
Netting. 
Miter Box. GEEAVES, GLIBENG BOGE. Galvanized......per 100 lbs. 6 50 
RAZOR STROPS Disston’s No. 4, 4x20-in... 36 15|Common. 
- No, 4, 5x22-in... 43 25 Wrought 
Honing) «..--e++eeeee** 50% ae © Inches ..... 3 gnt. 
Star ( ad No. 4, 6x22-in... 47 20) per set....... > 3$1 40 1 “1s 2 wn Wrought Staples, Hasps and 
Patternmakers’. Staples, Hasps, Hooks and 
° REGISTERS. Disston’s 7%-in.......... 12 05| Hatfield’s. Staples, and Hooks and 
Pree ee eee = Per set $1 86 210 2 75 26 Staples ....cccccccces 50&10% 
Steel and Semi- bissascted “ee Disston’s No. 20.......... 20 80 Bxten BOAT o0oescccscve --35% 
Baseboar es . SHELLERS, CORN 
A Ceilin ‘Ventilators 10% | Stairbuilders’. 
Adjustable E Disston’s 6-in. .......... 7 90|Union ........ .e+-ePer doz. $6 76 oma 
a Wood. scoun %. 
REGISTER Disston’s Neo. 332. se- in... 22 20 SHIELDS. sroune. 
0. -in... 23 75 
ar R yy one —_ = -— ” No. 47, 30-in.... 20 25|Expansion Bolt Shields......60%| Axe. 
to B8X42.....+++ 0000+ 85% “ 0. 47, 32-in.... 20 80 Hindostan ..... per Ib. New Nets 
1éxié Shoes. More Grit....... . “ 
NE... cae cekanecikeancen 60% BERR «sees : 
REVOLVERS. SAW FRAMES. Emery 
Iver Johnson Safety Automatis Net/Common, plain....per doz. $1 50 SHOT—See Ammunition. No. 126........per doz. New Nets 
Hammerless ...-----++++++++* e Common, painted... = 210 Oil—Mounted. 
I. J. Model 199......----eees SHOVELS AND SPADES. Arkansas Hard 
Coal. MO. Fo ccccossfP doz. New Nets 
SCISSORS. Hubbard's Arkansas Soft.. 
», Benes AND RINGERS, No. A B c D Washita No. i. mn 
Bull. Star cchnetdameaseaescueel 60% 1 $1600 1510 1445 1370 TIT weeeeeee 
Copper ......:.-.-.-2%-in. 3-in. 2 1635 1560 1485 1410 
Per doz. ......----$2 40 $2 65 3 1675 1600 1625 14 45| Oil—Unmounted. 
Rea’s Improved Self- + 1710 1635 1660 14 85 Arkansas Hard..per Ib. New Nets 
ripened hog 3 40 SCOOPS pe Arkansas Soft.. re 
° oe Hub Western Post Drain & itching. Lily White..... nie ” 
Steel, per doz...... 150 1 80 — r oe — Seapenine Queer Grock.... . o 
Washita ...... ’ 
Hog. 1 ..816 75 16 00: 16.35 14648) “HEL -* A, ee as es 
Blair’s Rings. -+++per doz. J bi 4 .. 1785 1710 16 35 165 60 16” ..... 17 50 16 75 16 00| Scythe. 
Blair’s ngers. 2 : 18” ..... 17 85 1710 16 35) Black Diamond per ro. New Net 
Brown’s Ringers. “ ee ee ee ae ee Be ae ae Geom... _—— — 
Brows's Biagers > : +4 22” ..... 18 55 1780 1705] Green Mountain “ o 
’s gers... SCRAPERS LaMoille ...... ” 
N’s Ring, boxes “ 72 P a 
Maier Buse. 60 | Box. cna. — “ 
Perfect Ringers “ 1 50| Triangular, No. 6 per doz. $6 25| Hubbard Special, — saa" re * 
Wolverine Rings “ 1 65 a Long Handle ........ --$10 00 eecee 
Wolverine Ringers “ 110 Road. Dae. ccccececcece . 1 00 
Cubic ft. ..... 1 6 3 Sidewalk Scraper...... 6 60 STOPS, BENCH 
Fruit Jar. With runners, ea. $700 6 50 6 20 : . 
White per lb. 30 Alaska Steel No. 10 Morrill pat- 
ep rerente errs P a oy eet se $3 bo CEPR ccc -per doz. $11 00 
ng ndle ... No. 11 Stearns’ pat- 
aay round per doz. $0 17 ae SS COEM cccccccccssce .< 10 00 
Split, equare...... oe See SOO ccccece --8ross $13 00 SINKS. we. 15 Gute putters ve 
Ball, round ...... ” ee SEE |. kesnekscedin ” 9 60/Cast Iron. 
Painted, 16x24. + -.. 2-2... et STOSPERS, FLUE. 
namele me. BEG. ce > COR . oncudseeees per doz. $1 10 
RIVETS. SCREWS. Wrought Steel. Gem, flat, No. 3.... ” 1 00 
Copper Belt Add 15% to list|Bench. Painted, 16x24 ............ “ |Gem, No. 1......0-. ™ 1 10 
Coppered Iron ......+++++++-30%/ Iron,ins. 1 1% 1 1% 
Giemee nel pe ee OC 6S OTET 945 1600 SNAPS, weiner —_— 
io Wood, white maple, per doz. 6 00 Covered Goring 4 30% TRS accccccs ..pDer doz. 85c&1 20 
Slotted Clinch...per doz, 60@1 10|\Hand—wWood eeccccccccesccee OOH Judd’s I ommg Ada 33 1- # to list 
a ; a Oe STRETCHERS. 
Nos. 1 and 2 assorted sizes, DOE occ ccc cscccccecs sone 20% SNATHS, " 
SPO BOR ccccsees ..-doz. 75c|\Lag or Coach—all sizes, gimlet Bullard’s ........per doz. $3 90 
Nos. 1 and 2 assorted sine, pointed .........05+++++ 45-50% |DOuble Ring, a> per Aoz. 8 76) Excelsior ....... § 36 
10 fm BOK .cccccccce GOS, 1 4 Patent Loop, Bush 6 00| Malleable Iron.... “ 70 
Saw—Centennial, Patent Loop, Grass.. ” * 7| Perfection ....... = 6 30 
ROPE. eee a | 2 3 4 HEIRE cccccccces ee ” 4 50 
Cotto Per doz.....47 Wire. 
*. ‘s- 16 in. Com. on reels, _— oS i SNIPS, TINNERS’. O, 8. Elwood, No. : per doz. Nets 
| 3c | Wood. Clover Leaf....... os eceee-40&10%| O. 8. Elwood, No. 
y> + 16 in. Com. in cotfis, Be ee. MBs cceccne - -67%-20% National ..........0+-- ---40&10% 
DOP TA sewesevovestdeseee 8c F, H. Blued............65-20% WOAF ccccccccces eccoeccceocoecs 50% SWIVELS 
Sisal. F. H. Jap’d........++++-65-20% Malleable Iron.......per lb. $0 10 
- & proved cocces 16%c to 17%c| F. H. Brass...........57%-20% Pert SPRINGS, DOOR Wrought Steel.......pergro. 4 50 
occcccccess 14%c to 15%c| R. H. Brass..........35%-20% ie a 6 7 
Pure Manila. Per doz..55c 60c 65c the 90c 100 TACKS. 
ist Quality, base, eS, Ib. sei SCYTHES. Reliance. alan i Bill Posters’ 6-oz., 26 Ib. boxes. 
eth oie EST g oo ee "ES era eee 
Hardware Grade, per Ib ; Clipper, Grass ...per doz. $18 60) per doz,...$1 55 210 3 2| Upholsterers’ 6-oz., 25-Ib, 
cee cece cecceee 24%c to 2£%c lHonest Dutchman... “ 13 00' Torrey’s ..........perdoz. 1 65' boxes, per Ib.............15%e 
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TAPES, MEASURING, 


Asses’ Skin............-List&40% 


WARE, 


Glue Pots. 


Tinned ........Add 15% to list 


Enameled ....cceesesceeee- 30% 
THERMOMETERS. 
Tin Case......perdoz. suc@$ 1 25 WASHERS. 
Wood Back... “ $2 00@ 12 00 
GS canis 26s > S ot Om, Oe 
Wrought steel in 5-Ilb, benen, 
TIES. per Ib.: 
Bale. In 3/16 A 6/16 i % 
Single Lonp, carload 18¢ l6c 156ce 18¢ 12¢ 
SOE esasgeséesde na wee - T5&T% 5% % % 1 
Single Loop, less than 1l%e lle lle Ile 
GOP TOED cccdcesccccce tts 
WEDGES. 


TOOLS, SAW. 


Disston’s Universal ........ 


--10% 


TRAPS. 


Game with Chains, 
Victor No. 
Oneida Jump No. 1....... 2 75 
Newhouse No, 1.......+.. 5 62 


Per doz, 


Pe: sassnanenes 
a 
Saw 


+see-per doz. Nets 
-+++-per Ib. Nets 
coccces per Ib. 8% 


WEANERS. 


Li. ccccccesecccGt C2) 00M. 


Fuller’s, per doz. $2 00 to $2 50 


Tyler’s Safety, per 


Mouse and Rat. Net per gross doz. ba geminctnicirh at to 2 40 
Out O'Sight Mouse.......88 00 Carroll’s, per doz. 3 00 to 3 76 
“ a Hoosier, per doz.. 3 50 to 4 60 
ry “ Mole ......100 00 Shaw Perfected.. 3 00 to 3 75 
No. 44 Pocket Gopher.... 20 00 
Victor Mouse .....-.e..- 2 60 WEIGHTS. 
Hold Fast Mouse......... 3 60 Hitching ............per Ib. Nets 
Victor Rat ..ccccccccccce 11 Sash—f. 0, b. Chicago 
Hold Fast Rat.......... 11 00) ‘Ton lots, per ton.........$73 00 
Official Rat ............ 13 60/ Smaller lots, per ton..... 75 00 
Wood Choker Mouse, 4 
BOE dvsccccticcccesccee ES 
WHEEL BARROWS. 
TROWELS. No. 4 Tubular Steel......@$10 25 
Brick. Common Tray or Stave 
eet Leaf apsecsesseot aie BO scnsccsesesoneseesele 8 
DURES co cceccccscesoocesh 
EMMONS scccsccceccessur tt = qarden.......0 9 
ROGGE occcccccticvcccccesceclee 
Plasterers’. WHEELS. 
Clover Leaf .......2+2000-40% Carbo 
WSSOOND coccccccazeccceccotee Tundum = .......-+-+ ++. 50% 
W. & MCP. 2... ccc cece ee Net] EMMOTY «. 2... eee cece enn ees OO 
Well, Ins...... ‘ 10 12 
Per doz.......$5 50 7 25 8 60 
TRUCKS. 12-in. heavy hoisting, 
BOP GOR. cesccccecscss 1G @ 
BOE ccccccccccccces cos CRGR B83 TE 
Warehouse or store, WIRE 
No, 1, each...........-.$24 50) Brass, 
NO. 2, “© cocccccrocces 33 50) In colle ........ceeeeeeee NOtS 
In 1-lb. spools, new list...Nets 
TUBS, WASH. Broom—Tinned..........-... Nets 
Standard, wae Ex. | Copper. 
Nos..... large| In coils .........++-+++-++-Nets 


2 1 
Per doz. 33 50 1125 1275 15 50 
Galvanized. 


WO. seccees 38 2 3 
Per doz. ..138 75 15 95 18 60 





TWINE. Picture—In coils. .80% @80 & 10% 
In 5-lb. spools....per Ib,....26¢ 
-ply Cotton Wrapping. necees oe 
4 ” cecccee 
4 7 Extra Wrapping WRENCHES. 
4 - ‘Hvy. Wrapping 
: “ Wrapping cones... Coes Steel Handle, bay inch. ° 120 
4 = = eerer Ty ct hd >. a sister .80 % 
India meme. %-lb, balls, ” o = 12- sans 
—— oe > cesseereeseeeeees BOG Coes Knife-Handle, 6- "" ... ae 
No. iJ = o Sethe. 
1 - = 10-. cece -* 
No. o eo i] 12- iid ie 30% 
2-ply Jute, 1%-Ib. balls, Ib..49¢/ 4,45 all Patterns.........-- 06 
Se Bemis & Ca 
raed er Mb Net Adjesabte 10%; Adjustablo 
-~ Thdeboaagle peteeeseeeeeN S Pipe, 10%; Briggs’ 
Hard a tae yi ae PACCOPN 2c cccccccccesccce eSO® 
Staging, \- -Ib. ball, ‘size 2 al Combination Bright ......25% 
= ae Zz Steel Handle Nut..........30% 
“ Combination Black .....25&5% 
B % -lb. ball, size 
ba jee > RAEEEcceoe * Merrick Pattern .........-30% 
4- oe “BB” it) i] 





3- ecccece 
3- “ Silver Finish iu hanks “ ™~ 62, Screw Wrench, List 
VISES No. 60, Steel Handle........30% 
No. 700, Hand, WRINGERS. 
Inches ..... 4% 4. 
No B conge Sth U8 13, ad *. No. 790, Guarantee, per dos. $66 00 
Dog. ......$11 15 18 00 16 70|No. 770, Bicycle... 64 00 
— 1. hon eo a ae 15 00|N® 310, Kingston.. =“ 59 00 
oiseless w...per % 
No. 2, Genuine Wentworth, No. 110 Brighton.. 57 00 
Noiseless Saw...per doz. 22 50/No. 2 Old Reliable 40 50 
a By Wentworth, .. 99|No. 740, Bicycle... “ 64 00 
Noiseless w...per a 
No. 600, All Steel Folding Be, 8, Plonest...- = ins 


DP cdctcesveccsscee 


Fence—Smooth, 


Hair—New list..... 


« |Knife Handle Pattern, 


z. 16 00'No. XGG Guarantee 


new list......Nets 
Annealed Galv’d 


Nos. 6 to 9, less than 
car, per 100 Ibs, $4 35 $4 95 


-++0240 & 10% 


1-lb. spools, 
































| 
| ’ Nat'l Enameling & Stmpg. Co, — 
ADVERTISERS INDEX National Stove Repair Co..... 5 
The dash (—) indicates that the| Niagara Machine & Tool Wks. 140 
advertisement does not appear in| Nicholson File Co............. - 
this issue, Nickel Plate Stove Polish Co.. 
hee " q North Bros. Mfg. Co......... — 
A- Ss 2 See Pe os ae 
A-B Steve Co sornee SO Northwestern Stove Rpr. Co, 47-51 
Abbott Mfg. Co. ...... +++ “| Parker Supply Co....... rach, ae 
Ajax Bracket & Outlet Co .141 =. it Minant dehadanketus 0% 135 
aS ae .| Peerless Foundry Co....... - 25 
Am rican Furnace Co....... 18 Pttsburgh Steel Co........... = 
American Sheet & Tin Plate Co.141| Premier Warm Air Heater Co. 2 
American Zine Products Co...139|]Quick Meal Stove Co.......... 50 
ee a inn ( Quincy Pattern Co......«..... 51 
Amers an Steel & Wire Co...144/ Riekse Ss Ginn sonceseseenns 49 
American Wood Register Co.. 33] Richards-Wilcox Mfg. Co..... -- 
Asbestos Products Co....... 32| Rock Island Mfg. Co.......... 144 
: . »|Rock Island Register Co...... 45 
Ammen. BRR Ges 0 ccncenie ones 142) Roesch Enamel Range Co..... 15 
Auto-Wheel Coaster Co........ DID “noct gene cuuew stacae 135 
Basman Co., Inc., A. M......1389 =e Heater Co...... ae -- & 
— ‘ — . yerson & Son, Joseph T... 5 
Bemis & Call Hdw. & Tool Co. — Sabie Wie Ge.............. ay 
Berger Brothers Co.. ..+...187]|Seheible-Moncrief Heater Co.. 17 
Bernz Otto ...... aa; &§ 4. ee a 2 
i Schwab & Sons Co., R. J...... 38 
Bertsch & C0..........0++-+ 140) Sedgwick Machine Works....144 
Black Diamond Fernece Co. 19| Standard Fdy. & Mfg. Co...... 33 
Black Silk Stove Polish Co... — ae te Furn. & Supply Co.. 30 
rr : s Standard Ventilator Co....... 141 
Brier Hill Steel Co...........189 Stanley Rule & Level Plant... — 
Bullard & Gormley Co........147|/Stearns Register Co.......... 40 
Burgess Soldering Furnace Co. 142|/5t- Louis Heating Co.......... 14 
' . St. Louis Tech. Institute...... 48 
nn [a Ge dbote peewne ee 141 Sullivan-Geiger Co. .......... 51 
Carswell Mile, CO. .sccccccess LOGL eee CO, Te cccscccccencces 142 
Central Heating Supply Co.... 38 Symonds Register Co......... 50 
~ es ~~ * ont See WUCENOS GOs cecsrceccees 30 
Central Stove & Furn. Rpr. Co. 51)/Thomas & Armstrong Co..... — 
Chatsworth Mfg. Co....... -- 144] Downer, BF Az cccccccccccsces 135 
7P Soni ay Uae . Tubular Heat. & Vent. Co..... 11 
Cc -$ are CO....- 
lark-Smith Hardware pte ape Turner Brass Works......... 142 
Clayton & Lambert Mfg. Co..142/ Tuttle & Bailey Mfg. Co...... 41 
Cleveland Castings & Pat. Co.. 51] United States Register Co.... 43 
a - ae Vaughan & Bushman Mfg. Co. — 
B ong. s a 8 , 
Ciovelane Eng. Institute “8 Yeiler Dettam Vata... . 51 
Coes Wrench Co......... -145/ Viking Shear Co............. 140 
Cee, BO Descsesccavers —j| Walworth Run Fdy. Co....... 2 
"ety attics — Waterloo Register Co......... 47 
_ paging weeny WO. ccece S Whitaker-Glessner Co, ....... _— 
Cope-Swift Co., Imc........... 51] Whitney Mfg. Co., W. A...... 140 
Corbin Screw Corporation.... —}| Whitney Metal Tool Co 140 
. 7a - i Wise Furnace Co........ crecse U6 
Cortright Metal Roofing ‘ ago] T. Soot & Gas. Con. Co..... 33 
Curfman Mfg. Co., F. L..... —_ 
Danville Stove & Mfg. Co.... 24) 
Detroit Vapor Stove Co....... -- 
Dieckmann Co., Ferdinand... .138 A S ED EX 
Diener Mfg. Co., Geo. W.... CL SIFI IND 
Disston & Sons, Henry....... - 
Double Blast Mfg. Co......... - 
,' anf, +. . 
Dreis & Krump Mfg, Co...... 140 A biles. 
Enterprise Mfg. Co. of Pa.... —|Curfman Mfg. Co., F. L., 
sae , . aes . ‘ Maryville, Mo. 
Excelsior Steel Furnace Co.. 13) (nternational Radiator Co., 
ee Dk. GR. isicanweds acca 39 Chicago, Ii. 
Farris Furnace Co............ 31 Richards- Wilcox a Illinois 
Forest City Fdy. & Mfg. Co.. 20 
Friedley-Voshardt Co. ........ 141 Asbestos Paper. 
Germer Bteve CO... cccsesccses 26| Asbestos Products Co., 
Gerock Bros. Mfg. Co........ - Chicago, Ill. 
Hall-Neal Furnace Co........ 23 Asbestos Millboard. 
Hammond Heating Co........ 31| Asbestos Products Co., 
Harrington & King P’f'g Co. .141 Chicago, Ill. 
é 2 » ley iach wet ese es 45 
mort G Comm <e s Asbestos Paper—Corrugated. 
BEAYMOS ccccsccscccsecscsseses 50 
Asbestos Products Co., 
Haynes-Langenberg Mfg. o.. 12 Chicago, Ill. 
Heller Bros. Co...... nue 60 ee 
EO MDs sian weses +e nnnenns Oe “ Pn - Sheets. 
_ a) de me . n anny Heating Supply Co. 
> > a Eas « 4-< ° 
Henry Furnace & Fdys ) Chicago, Ill. 
Hero Furnace Co........ a 
Hessler Co., H. E..... siatee de Auto Radiators 
ee eeeer rere 31|({mternational Radiator Co., 
Hones, Inc., Chas. A..... —| hicago, Ill. 
Howes Co., 8S. M...... ; Te Bail Ties. 
Hussey & Co., C. G... ....140) American Steel & Wire Co., 
Hyfield Mfg, Co...... ce ncn Chicago, Ill. 
vd Bike Pittsburgh Steel Co., 
Independent Reg. & Mfg. Co. 43-44 Pittsburgh, Pa 
Inland Steel Co......... ~».- 136 
International Radiator Co.... — Damper. 
Johnson’s Arms & Cycle Wks., |. 145 Parker Supply “. Test, 3 
Kimball Bros. Co.... 135 ow York, N. ¥. 
Kirk-Latty Mfg. Co.......... 51 Bicycles. 
Lalance & Grosjean Mfg. Co... —|Tokhnson’s Arms & Cycle Wkzs., Iver, 
Lamneck Co., W. E....... 36 Fitchburg, Mass. 
Lennox Furnace Co........ 28 Bolts and Nuts. 
Lovell Mfg. Co0.......-..+++ —|Corbin Screw Corporation, 
Eastin Tbe Obs occ secs ce ee BM e es — — Conn. 
A a __| Ryerson ion, Jos. T., 
Lupton’s Son Co., David...... Chicago, Ul. 
Magee Furnace Co....... a 
Mahoning Fady. Co........ ae Bolts—Stove 
Manny Heating Supply Co., The 45 Kirk-Latty Mfg. Co., 
Marsh Lumber Co........... 44 Cleveland, Ohio 
Marshall Furnace Co....... 27 Brackets 
Marshalltown Mfg. Co...... ——| Ajax Bracket and Outlet Co., 
May-Fiebeger Furnace Co.... 29 Cleveland Heights, Ohio 
Meyer & Bro. Co., F....... 34-35 Brakes—Bicycles. 
Meyer Furnace Co.......... 6-7 Corbin Screw Corporation, 
Meyers Mfg. Co., Fred J...... — New Britain, Conn. 
I Ss ty . Pipe Co. 46 
Nes aeygdemeniay ge MOONE eae 
"4 0. 
waukee rruga ns Be h & Co. 
Modern Way Furnace Co...... 33 Cambridge City, Ind. 
The Monitor Stove Co......... §-9| Dreis & Krump Mfg. ae ay 
_ ~ °° 
Monroe Fdy. & Furn, Co....... 22! Wiagara Machine & Tool Wes. 
National Cash Register Co... — Buffalo, N. Y. 
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Brass and Copper. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 

Builders Hardware, 
Bullard & Gormley, Chicago, Il. 


Castings—Malleable 
Mfg. Co., 
Cleveland, Ohio 


Ceilings— Metal. 
Burton Co., W. J., Detroit, Mich. 
Friedley-Voshardt ee 
Chicago, Ill. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 


A chact 


Fanner 


ws ¢. 


Cc 
Asbestos Products Co., 


Chicago, Il. 
Chain—Furnace. 
Corbin Screw Corporation, 
New Britain, Conn. 
Chain—sash. 
Parker Supply Co., 
New York, N. Y. 
Chaplets 
Co., 
Cleveland, Ohio 


Chisels. 


Vaughan & Bushnell Mfg. Co., 
Chicago, 





Fanner Mfg. 


In. 


Cleansers—Hand. 
Nickel Plate Stove Polish Co., 
Chicago, I). 
Clips—Damper. 
Waterloo Register Co., 
Waterloo, Iowa 
Closet Cleaners 
Coleman, Allan J., 


Chicago, Iil. 
Coal Chutes 
Peerless Foundry Co., 
Indianapolis, Ind. 
Coasters. 


The Auto-Wheel Coaster Co., Inc., 
No. Tonawanda, N. Y. 


Consumers—Gas and Soot. 


Z. T. Seot & Gas Consumer Co., 
Oshkosh, Wis. 


Cores—Radiator, 


Curfman Mfg. Co., F. L. 
Maryville, Mo. 


International Radiator Co., 
Chicago, Ill. 


Cornices. 
Burton Co., W. J.. Detroit, Mich. 
Friedley-Voshardt 
“Chicago, Til. 


Milwaukee Corrugating — 
Iwaukee, Wis. 
Cribs and Bins. 
Thomas & Armstro Mfg. Co. 
n, Ohie 
Cuat-Offe—Rain Water. 


Sullivan-Geiger 
meas “Winsncocmn, Ind. 


Dampers—Het Air. 
Howes Co., The Ss. M., 
Boston, Mass. 


Draft Regulators. 
Sahlin Mfg. Co., 
Grand Rapids, Mich. 


Dumb Waiters. 


Sedgwick Machine Works, 
New York, Y. 


Eaves Trough. 
Abbott Mfg. Co., Cleveland, Ohio 
Berger Bros. Co., Philadelphia, Pa. 
Burton Co., The W. J., 
Detroit, 
Clark-Smith Hardware Co. 
Peoria, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Elbows and Shoes—Conductor 
Dieckmann Co., Ferdinand, 
Cincinnati, 

Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Mich. 


Ohio 


Elevators—Hand and Power 
Kimball Bros, Co., 
Council Bluffs, Iowa 


Sedgwick Machine Works, 
New York, Y. 


Enamel—tiron. 
Black Silk Stove 7. Werks, 
erling, 
Nickel Plate Stove Fel - ce, 
feago, Ill. 





Fence Gates. 


American Steel & Wire Co., 
Chicago, I). 


Pittsburgh Steel Co. 
Pittsburgh, Pa. 


Fencing Wire. 


Pittsburgh Steel Co. 
Pittsburgh, Pa. 


Fenders. 


Co., Fred J., 


Meyers Mfg. 
Hamilton, 


Ohio 


Files. 


Disston & Sons, Inc., Henry, 
Philadelphia, 


Heller Bros. Co., 


Pa. 


Newark, N. J. 


Nicholson File Co., 
Providence, Rhode Island 


Flux—Aluminum 


Roesch, Geo. E., Aurora, Il. 


Freezers—Ice Cream. 


North Bros. Mfg. Co. 
Philadelphia. Pa. 


Furnace Rings. 
Independent Reg. & Mfg. Co., 
Cleveland, Ohio 


Walworth Run Fdy_ Co., 
Cleveland, Ohio 


Grindstones 


Richards-Wilcox Mfg. = 


Aurora, Il. 


Guards—Fire. 
Meyers ute, Co., Fred J., 
Hamilton, Ohio 


Hammers. 


Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Handles—Boiler. 


Berger Bros. C 


0., 
Philadelphia, Pa. 


Door 


Hangers— 
Richards-Wilcox Mfg. Co., 
Aurora, Ill. 


Hangers—Eaves Trough. 
Abbott Mfg. Co., Cleveland, Ohio 


Heaters—Gas. 
Germer Stove Co., Erie, Pa, 
Heaters—School Room. 
Hammond eee Co., 
neinnati, Ohio 


Haynes-Langenberg Mfg. Co., 
St. ‘Leste Mo 


Hero Furnace Co., Chicago, Iil. 


Meyer Furnace Co., Peoria, Il. 
Monroe Fdy. & Furnace Co., 
Menroe, Mich. 


Peerless Foundry Co., 
In dianapolis, Ind. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Heaters—Warm Air. 
A-B Stove Co., Battle Creek, Mich. 


American Furnace Co., 
St. Louis, Mo. 

Black Diamond Furnace Co., 
Monmouth, IIl. 


Central Heating Supply Co., 
Chicago, 


Cooperative Foundry Co., 
Rochester, New York 


Danville Stove & Mfg. Co. 
Danville, Pa. 


Excelsior Steel Furnace Co. 
Chicago, Til. 


Iu. 


Farris Furnace Co., 
Springfield, Mass. 


Forest City Fdy. & Mfg. Co., 
Goveland. Ohio 


Germer Stove Co., Erie, Pa. 


Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 


Hall-Neal Furnace Co., 
Indianapolis, Ind. 


Hammond ne = - ti, Ont 
n — ° 


Henry Furnace & Fdy. 
Clevotand, Ohio 


Hero Furnace Co., Chicago, Ill. 
Hess-Snyder Co., Massillon, Ohio 


Lennox Furnace Co., 
Marshalltown, Iowa 


Magee Furnace Co., Boston, Mass. 


Mahoning Fdy. Co., 
Youngstewn, Ohio 


Heaters—Warm Air—Cont. 


Manny Heating Supply Co., 
Chicago, IIl. 
Marshall Furnace Co., 
Marshall, Mich. 


May-Fiebeger Furnace Co., 
Newark, Ohio 


Meyer Furnace Co., 


Peoria, Il 


Modern Way Furnace Co., 
Fort Wayne, Ind. 


Monitor Stove Co., 
Cincinnati, 


Monroe Fdy. & Furnace Co., 
Monroe, 


Peerless Foundry Co, 
Indianapolis, Ind. 


Premier Warm Air Heater Co., 
Dowagiac, 


Roesch Enamel! Range Co 
Belleville, Til. 


Rybolt Heater Co., 
Ashland, Ghio 


Scheible-Moncrief Heater Co., 
Cleveland, Ohio 


Schill Bros. Co., Crestline, Ohio 


Schwab & Sons Co., R. J. 
Milwaukee Wir 
Standard Fdy. & Mfg. Co., 
De Kalb, Ill. 
Standard Furnace & Supply Co.,, 
Omaha, Neb. 
Louis Heating Co., 
St. Louis, Mo. 
Taplin Furnace Co., 
Grand Rapids. Mich. 
Tubular Heating & Ventilating 
Co., Philadelphia, Pa. 
Waterloo Register Co., 
Wat terloo, Iowa 
Akron, Ohio 


Ohio 


Mich 


St. 


Wise Furnace Co., 
<p ge — 
Enterprise Mfg. Co. 
Philadelphia, Pa 


American Steel & Wire Co., 
Chieago, I)! 
Humidifiers 
Haynes, Kansas City, Mo. 
Indoor Closet. 


Independent Reg. & Mfg. 
Clovdland, Ohio 


Jobbers—Hardware. 


Bullard & Gormley Co., 
Chicago, Ill 
Clark-Smith Hardware Co., 
Peorta, Il. 


Kitchen Utensils 


Lalance & Grosjean Mfg. 
Ch 


age: Til. 


Lath—Expanded Metal 


Milwaukee Corrugating Co., 
llwaukee, Wis. 


Machines—Crimping. 
Bertsch & Co., 
mbridge City, Ind 


Cam 
Niagara Machine & Tool Works, 
Buffalo, N. Y 


Machinery—Culvert 
Bertsch & Co. 
Cambridge City, Ind 

Machines—Raszor Blades 
Hyfield Mfg. Co., 

New York, N. Y 
Machines—Steove Pipe. 
Hemp & Co., St. Louis, Mo 
Machines—Tinsmiths’. 

Bertsch & Co., 
bridge City, 


Cam Ind 
Dreis & Krump Mfg. Co. 
Chicago, m 
Hemp & Co., 


St. Louis, Mo 


Marshalltown Mfg. Ce., 
Marshalltown, | Iowa 

Niagara Machine & Tool W 
Bu ifalo, 1 N. ¥ 


Whitney Mfg. Co., W. 


Recktord, ™ 
Malling Lists. 
Ross-Gould, St. Louis, vi: 


Meat Smokers 


Chatsworth Mfg. Co., 
Chatsworth, I) 


Meat and Food — 
Enterprise Mfg. Co. of 
Philadelphia, Pa 
Metals—Perforated. 
Harrington & King Perforating 
Co Chicago, Ill 


Miters, 


Friedley-Vosharadt Cvw., 
Chicago, Tl) 





Mich. | 











Motorcycles. 


Johnson’s Arms & Cycle Wks., Iver. 
Fitchburg, Mase 


Nails—Slating. 


Hussey & Co., C. G., 
Pittsburgh, 


Pa 
Nails—Wire. 
American Steel & Wire Co., 
Chicago, 
Pittsburgh Steel Co., 
Pittsburgh, 


Nut eae 


Enterprise Mfg. Co. of 
Philadsiphia, 


Ornamentse—Sheet Metal. 


Friedley-Voshardt Co., 
Chicago, 


Pe 
Pa 


Gerock Bros. Mfg. Co., 
St. Louis, Mo 


Parts__Aute. 
Enternational Radiator Ce., 
Chicago, I)! 


Corbin Serew Corp., 
New Britain, Cons 


Parte—Toels. 


Sorbin Screw Gorn. 
w Britain, Cenn 


Patterns—Stove 


Cleveland Castings Pattern Ce., 
Cleveland, Ohie 
Cope-Swift Co., Inc., 
Quincy Patt Cc ~~ et 
ern Co., uincy, 
Vedder Pattern Works, mids 
Troy, N. Y 


Pipe and Fittings—Furnace. 
Central Heating Supply Co., 
Chicago, 
Excelsior Steel Furnace Co., 
— Til. 
Henry Furnace & Fdy. 
cheedingh” Ohio 
Boston, Mass. 
E., 
Columbus, Ohio 


Manny Heating Supply Ce., 
Chlesss. Indiana 
Meyer & Bro. Co., F., Peoria, Ill. 


Michigan Safety Furnace 
Co., Detroit, Pihen 
Standard Furnace & Saw & 
Neb 


Tih. 


Howes Co., 8. M., 
Lamneck Co., W. 


Pipe and Fittings—Steve 
Hemp & Co., St. Louis, Mo 
Howes Co., 8. M., Boston, Mase. 
Meyer & Bro. Co., F., Peoria, Ii. 


Sullivan-Geiger Co., 
Indianapolis. Ind 


Pipe—Conductor 
Berger Bros. Co. 
Philadelphia, Pa 


Burton Co., W. J., Detroit, Mich. 


Clark-Smith Hdw. Co., 
Peoria, 1! 

Dieckmann Ce., Ferdi 
Cincinnati, Ohie 

Friedley-Voshardt Co., 


Chicago, Ili 
Hussey & Co., C. G., 
Pittsburgh, Pa. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Polish—Metal and Stove 


Black Silk Steve Polish Co., 
Sterling, I). 


Nickel Plate Stove Polish Co., 
Chicago, Fit. 


Posts—Steel Fence 
American Steel & Wire Co., 
Chicago, II). 


ogy 


Enterprise Mfg. Co. 
Philadelphia, Pa. 


Punches 


Bertsch & Co., 
Cambridge City, Ind. 


Niagara Machine & Tool e ™ 
7. me Be 


Whitney Mfg. Co., W. 
Rockford, Til. 


Punches—Combination Bench an@ 
Hand 


Parker Supply Co., 
New York, N. Y. 


Punches—Hand 


Parker Supply Co., 
New York, N. Y. 
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yn ence 
k Supply Co. 
a New York, N. Y. 


Gas & Coal 


Ranges—OCompbination 
Quick Meal Stove Co., 
St. Louis, Mo. 


Ranges—Gas. 
Germer Stove Co.. Erie, Pa. 


Quick Meal Stove Ce., 
St. Louis, Me. 


Disston & Sons, Inc., Henry 
Philadelphia, Pa. 
Heller Bros.; Newark, N. J. 


Nicheleon File Co., 
Providence, Rhode Island 


Refrigerators—Iceless 


Sedgwick Machine Works, 
New York, N. Y. 


Register Shields 
fall-Neal Furnace Co. 
Indianapolis, Ind. 


Registers—Cash 
Nat’l Cash Reg. Co. 
Rechester, a. a 


Registers—Warm Air 


American Wood Register Co., 
Plymouth, Ind. 
Gart & Cooley Co. 
New Britain, Conn. 


Henry Furnace & Fdy. Ce., 
Giewdana, Ohio 


{ndependent Reg. & Mfg. Co., 
Cleveland, ‘Ohio 


Manny Heating Supply Co., 
Chicago, Indiana 
Marsh Lumber Co., Dover, Ohio 


Rock Island Register Co 
Rock Island, Til. 


Standard Furnace & Supply Co., 
Omaha, Neb. 


Stearns Register Co., 
Detroit, Mich. 


Symonds Register Co., 
St. Louis, Mo. 


Tuttle & Bailey Mfg. Co. 
Chicago, Til. 


U. S. Register C 
Battle Creek, Mich. 


Walworth Run Fdy. Co., 
Cleveland, Ohio 


Waterloo Register Co., 
Waterloo, Iowa 


Regulators—Damper 
Parker Supply Co., 
New York, N. Y. 


Repairs—Steve & Furnace 
Central Steve & Furnace Repair 
Chicago, fll. 


Seaster Co., H. E., Syracuse, N, Y. 


Nat’l Stove Repair Co., 
Cincinnati, Ohio 


Northwestern Stove Repair Co., 


Chicago, Ill. 
Revolvers 
Johnson’s Arms & Cycle Wks., 
Iver, Fitchburg, Mass. 
Rivets—Stove 


Kirk-Latty Mfg. Co. 
Cleveland, Ohio 


Roasters. 


Lalance & Grosjean Mfg. Co., 
Chicago, Il. 


Rod Clips—Damper 


Parker Supply Co., 
New York, N. Y. 


Rods—Stove 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Rolls—Forming 


Bertsch & Co., 
Cambridge City, Ind. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Roof—Fliashing 
Hessler Co., H. E., Syracuse, N. Y. 


Roofing—Iron and Steel 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Brier Hill Steel Co., 
Youngstown, Ohio 


Burton Co., W. J., Detroit, Mich. 


Cortright Metal Roofing Co., 
Philadelphia, Pa. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Inland Steel Co., Chicago, Tll. 
Milwaukee Corrugating Co., 
Milwaukee, . Wis. 


Sykes Co., The, Chicago, Ill. 





Roofing—Zinc 


American Zinc Products Co., 
Greencastle, Ind. 


Rabbish Burners 


Hart & Cooley Co., 
New Britain, Conn. 


Rules 
Lufkin Rule Co., Saginaw, Mich. 


Sanitary Specialties 
Coleman, Allan J., Chicago, Ill. 


Sash Balances 


Caldwell Mfg. Co., 
Rochester, N. Y. 


Saws 
Dissten & Sons, Inc., Henry, 
Philadelphia, Pa. 


Schools—Heating and Ventilating 
Engineering 


Cleveland Bngineering Institute 
Cleveland, Ohio 


Schools — Sheet Metal Pattern 
Drafting 


St. Louis Technical Institute, 
St. Louis, Mo. 


Screens—Perforated Metal 

Harrington & King Perforating 

Co., Chicago, Il. 

Screws—Sheet Metal 
Parker Supply Co., 
New York, N. Y. 
Screw Drivers 

North Bros. Mfg. Co., 
Philadelipha, Pa. 
Sheets—Black and Galvanized 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 


Brier Hill Steel Co., 
Youngstown, Ohio 
Inland Steel Co., Chicago, II). 


Sheets—Blue Annealed 


Brier Hill Steel Co., 
Youngstown, Ohio 


Sheets—Planished 
Sykes Co., The, Chicago, Ill. 
Sheets—Steel 
Ryerson & Sons, Joseph T., 
Chicago, Ill. 
Shotguns 
Johnson’s Arms & Cycle Wks., 
Iver, Fitchburg, Mass. 
Sifters—Ash 
Diener Mfg. Co., G. W., 
Chicago Iil. 
Sifters—Flour 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 
Skylights 
Burton Co., W. J., Detroit, Mich. 


Sleds 


The Auto-Wheel Coaster Co., Inc., 
No. Tonawanda, N Y. 


Smoke Pipe—Cast Iron 


Manny Heating Supply Co., 
Chicago, Indiana 


Waterloo Register Co., 
Waterloo, Iowa 
Snips—Tinsmiths 
Niagara Machine & Tool Wks., 
Buffalo, N.Y. 
Solder—Aluminum 
Roesch, Geo. E., Aurora, Ill. 


Soldering Fiuid 
Towner, F. A., Muskegon, Mich. 


Soldering—Furnaces 
Ashton Mfg. Co., Newark, N. J. 
Bernz Co, Otto, Newark, N. J. 


Burgess Soldering Furnace Co.. 
Columbus, Ohio 


Clayton & Lambert Mfg. Co., 
Detroit, Mich. 


Diener Mfg. Co., G. W.., 
Chicago, Ill. 


* 
Double Blast Mfg. Co., 
Nerth Chicago, Ill. 


Hones, Inc., Chas. A., 
Baldwin, Long Island, N. V 


Quick Meal Stove Co. 
st! Louis, Mo. 


Turner Brass Works, 
Sycamore, Ill. 
Soldering Irons 
Lupton’s Sons Co., David, 
Philadelphia. Pa. 
Soldering Paste 
Tewner, F. A., Muskegon, Mich. 





Speciaities—Hardware 
Bemis & Call Hdw. & Tool Co., 
Springfield, Mass. 
Bullard &-Gormiey, Chicago, Ill. 


Caldwell Mfg. Co., 
Rochester, N. Y. 


Chatsworth Mfg. Co., 
Chatsworth, Ill. 
Corbin Screw Gospemetien. 

New Britain, Conn. 
Diener Mfg. Co., G. W., 
Chicago, Ill. 
Disston & Sons, Inc., Henry, 

Philadelphia, Pa. 


Co. of Pa. 
Philadelphia, Pa. 


Heller Bros. Co., Newark, N. J. 
Hessler Co., H. E., Syracuse, N. Y. 
Hyfield Mfg. Co., New York, N. Y. 
Lufkin Rule Co., Saginaw, Mich. 
Nicholson File Co., 
Providence, Rhode Island 
North Bros. Mfg. Co., 
Philadelpha, Pa. 


Richards-Wilcox Mfg. Co., 
Aufora, IIl. 
Rock Island Mfg. Co., 
Rock "Island, Til. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Enterprise Mfg. 


Speedometers—Bicycle 


Cerbin Screw Corporation, 
New Britain, Conn. 


Sporting Goods 
Bullard & Gormley, Chicago, Il. 


Stars—Hard Iron Cleaning 
Fanner Mfg. Co., Cleveland, Ohio 


Statuary 


Friedley-Voshardt Co., 
Chicago, Ill. 


Gerock Bros. Mfg. Co. 
St. Louis, Mo. 


Stock Tanks 


Thomas & Armstrong Mfg. Co., 
London, Ohio 


apg 


Rock Island Mfg. 
Rock Island, Ill. 


Stoves—Camp 
Quick Meal Stove Co., 
St. Louis Mo. 


Stoves—Gasoline and Kerosene 


Detroit Vapor Stove Co., 
Detroit, Mich. 


Nat’l Enameling & Stamping Co.., 
Milwaukee, Wis. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves and Ranges 
A-B Stove Co,, Battle Creek, Mich. 


Danville Stove & Mfg. Co., 
Danville, Pa. 


Germer Stove Co., Erie, Pa. 


Monitor Stove Co., 
Cincinnati, Ohio 


Quick Meal Stove Co., 
St. Louis, Mo 


Roesch Enamel! Range Co. 
Belleville, Til, 


Schill Bros. Co., Crestline, Ohio 


Stove Pipe Reducer 


Sullivan-Geiger Co., 
Indianapolis, Ind. 


Stuffers—Sausage 


Enterprise Mfg. of Pa., 
Philadelphia, Pa. 


Suction Cups 
Coleman, Allan J., Chicago, Ill. 


Tacks, Staples, Spikes 


American Steel & Wire Coe., 
Chicago, Il! 


Tapes 
Lufkin Rule Co., Saginaw. Mich. 


Tiles and Shingles—Metal 


American Zinc Products Co., 
Greencastle, Ind 


Burton Co., W. J., Detroit, Mich 


Cortright Metal Roofing Co., 
Philadelphia, Pa 


Milwaukee Corrugating Co., 
Milwaukee, Wis 


Thomas & Acmioeng Mfg. Co., 
London, Ohie 


Tin—Perforated 
Harrington & King Perforating 
Co., Chicago, I!) 
Tinplate 





Tools—Auto — 
Curfman Mfg. Co., F. 


iitians, Til. 
International Radiator Co., 
aryville, Me. 
Tools—Carpenter 


Disston & Sons, Inc., Henry, 
Philadelphia, Pa. 
Lufkin Rule Co., Saginaw, Mich. 
North Bros. Mfg. Co., 
Philadelphia, Pa. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Tools—Tinsmiths’ 
Bertsch & Co., 
Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 
Howes Co., 8S. M., Boston, Mass. 
Marshalltown Mfg. Co., 
Marshalitown, Iowa 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 


Ryerson & Son, Joseph T., 


Chicago, Ill. 
Vaughan & Bushnell Mfg. Co., 

Chicago, Ill. 
Viking Shear Co., Erie, Pa. 


Whitney Mfg. Co., W. 
Rockrord, Til. 


Torches 
Ashton Mfg. Co., Newark, N. J. 
Bernz, Otto, Newark, N. J. 


Burgess Soldering Furnace Co., 
Columbus, Ohio 


Clayton & Lambert Mfg. Go., 
Detroit, Mich. 
Diener Mfg. Co., G. W., 
Chicago, Thi. 


Double Blast Mfg. Co., 
North Chicago, Th. 

Hones, Inc., Chas. A., 
Baldwin, Long Island, » * 

Quick Meal Stove Co., 
it. Louis, Mo. 

Turner Brass Works, 
Sycamore, Ill. 


Tt + es. 
af wre 


Fanner Mfg. Co., , Cleveland, Ohie 





Valves—Humidifier. 
Haynes, Kansas City, Mo. 


Riekse Mfg. Co., 
Grand Rapids, Mich. 


Ventilators 


Basman Co., Inc., A. 


M., 
Detroit, Mich. 
Berger Bros. Co., Philadelphia, Pa. 


Friedley-Voshardt Co., 
Chicago, Ill. 


Standard Ventilator Co., 
ty og Pa. 


Thomas & Armstrong Mfg. 
Lendon, “Sic 


‘ 


Ventilators—Ceiling 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Tuttle & Bailey Mfg. Co., 
Chicago, I!) 


Vises 
North Bros. Mfg. Co. 
Philadelphia, Pa 


Rock Island Mfg. Co., 
Rock Island, Il! 


Wagons—Auto-Wheel Coaster 


The Auto-Wheel Coaster Co., Sx 
No. Tonawanda, Be 


Water Outlets 


Ajax Bracket and Outlet Co., 
Cleveland Heights, Ohio 


Window Cleaners 
Coleman, Allan J., Chicago, Ill. 


Wire 


American Steel & Wire Co., 
Chicago, I}! 
Pittsburgh Steel Co,, Chicago, IM 


Wood Faces 
American Wood Register Co., 
Plymouth, Ind. 
Marsh Lumber Co., 
Dover, Ohio 


Wrenches 
Bemis & Call Hdw. & Tool Co., 
Spri 


ngfield, Mass 
Coes Wrench Co., 
Worcester, Mas* 


Zine 


American Sheet & Tin Plate Co. | American Zine Products Co., 


Pittsburgh, Pa | 


Greencastle, Ind 
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WANTS AND SALES 


BUSINESS CHANCES 


SITUATION WANTED. 














For paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to 
secure employes, parties desiring to 
purchase or sell business, secure part- 
ners, or to exchange, etc., will find 
that these pages offer excellent 
opportunities to satisfy their wants. 
Clerks and tinsmiths looking for situ- 
ations will find it to their advantage 
to use these columns. Those who re- 
spond to these announcements please 
mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.” 


BUSINESS CHANCES 














For Sale—Furnace. Hart and Crouse 
Company, makers. It has 29” fire pot, 
63” casing and its heating capacity is 
70,000 cubic feet. Suitable for church or 
hall. Hogan and Company, 3168 Archer 
Avenue, Telephone McKinley 3071, Chi- 
cago, Illinois. 24-3t 

For Sale—Only exclusive radiator, re- 
pairing and recoring shop in Norfolk, 
Nevoraska. Population ten thousand. 
New $265 automatic air compressor. City 
gas and lights. Reason for selling, eyes 
failing. Address Norfolk Auto Tinners, 
723 Norfolk Avenue, Norfolk, eee 

For Sale—160 acres cut-over timber 
land 7% miles southeast of Jonesboro, 
Arkansas, 24% miles from Frisco and 2% 
miles to Iron Mountain Railroad. Hard 
surfaced road within two miles of land. 
Would trade for stock of hardware. Ad- 
dress L. F. S., care of Perryville Hard- 
ware Company, Perryville, Missouri. 24-3t 

For Sale—Patent right for Sanitary cold 
air register, grill and ventilator. Some- 
thing new. Easily and cheaply made. 
Just the thing tq_use in connection with 
pipeless furnaces as well as multipipe in- 
stallations. Neat and strong. It is worth 
while for you to investigate. Address A. 
Henry. Heating Engineer, Nebraska City, 
Nebraska. 25-3t 

For Sale — A well established hard- 
ware business. Stock $20,000. Unusually 
attractive for live and experienced hard- 
ware man. Located in a most rapidly 
growing city of northern Illinois. Big 
outlet for builders’ hardware, toels, paints 
and factory supplies. Owner has other 
business ventures requiring more personal 
attention. No traders or sacrifice sale 
considered. Kindly address B-63, care of 
AMERICAN ARTISAN AND HARD- 
WARE RECORD, 620 South Michigan 
Avenue, Chicago, Illinois. 23-4t 














For Sale—One No. 24 Giblin hot water 
heating boiler. Good as new except grates. 
Capacity 1,500 feet. Will sell at a bargain. 
Write at once to J. Oscar Smith, Moberly, 
Migsouri. 25-3t 


For Sale—Forty acres of improved land 
with some timber, one mile from city of 
Wausau. Will sell for $1,600. Have also 
store fixtures for sale. Address T. Oelke, 
621 Scott Street, Wausau, betemmememes™ eas 

Lightning Rods—Big profits and quick 
sales to live dealers selling ‘““DIDDIB’S 
UNIVERSAL RODS.” Our copper tests 
99.96% pure. Prices are right—get our 
agency. L. F. Diddie Company, Marsh- 
field. Wisconsin. 18-ufn 

Wanted to Buy—Small hardware store 
in or near hicago. When replying 
please state particulars. Address B-55, 
eare of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Mich- 
igan Avenue, Chicago, Illinois. 22-ufn 

















HELP WANTED 





Situation Wanted—as furnace sales- 
man. Have had 15 years practical expe- 
rience in the heating iine. Address B-65, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Avenue, Chicago, Illinois. 24-3t 





Situation Wanted — By a first-class 
sheet metal worker. Must be steady. Can 
do all kinds of sheet metal and furnace 
work. Am sober and married. Address 
B-67, care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Avenue, Chicago, Illinois. 24-3t 


Situation Wanted—By an all around 
tinner with a reliable firm. Have had 25 
years’ experience. Will be open for a job 
about the middle part of January. Address 
B-62, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 23-4t 


Situation Wanted — By a (irst-class 
plumber, tinner and heating man. Can 
layout work and read blue prints. Please 
state particulars in first letter. Address 
B-77, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 26-3t 











Wanted—An all around man to com- 
mence work March ist. State wages and 
give references in first letter. Leonard 
Hardware Company, Blanchardville, Wis- 
consin. 25-3t 


Wanted—A tinner and furnace man. 
One who is experienced to clerk in hard- 
ware store. State wages and particulars 
in first letter. Address Joe J. Voegeli, 
Monticello, Wisconsin. 25-3t 

Wanted—Tinner. Steady employment 
to do inside and outside work, one who 
knows something of plumbing. State 
wages in first letter. Address C. H. Kerr 
and Company, Nokomis, Illinois. 26-3t 

Wanted—aA first-class plumber to take 
full charge of shop. Plenty of business. 
Located in north central Iowa. Address 
B-67, Care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 25-3t 


Wanted—Department foreman capable 
of handling twelve employees in large 
Milwaukee sheet metal shop. Good job 
for the right man. Address’ B-73, 
Care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Avenue, Chicago, Illinois. 25-3t 


Wanted—Foreman to take charge of 
shop doing stock yard sheet metal 
work, One who can lay out work 
and handle men, Address B-64, 
eare of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Avenue, Chicago, Illinois. 24-3t 


Wanted by January ist—A first-class 
sheet metal worker who is desirous of 
going into partnership. Must know how 
to estimate jobs. We have 21 good field 
here for a live man. If interested please 
write to Mr. J. F. Leith, West Side Sheet 
Metal Works, 6700 Madison Avenue, 
Cleveland, Ohio. 25-3t 

Wanted—AIll around plumber and tin- 
smith in good county seat town in 
northeastern Nebraska. Steady work 


























by the year. State wages wanted in 
first letter. Please address B-76, care 
of AMERICAN ARTISAN AND 


HARDWARE RECORD. 620 South Mich- 
igan Avenue, Chicago, Illinois. 26-3t 





For Sale—Plumbing and tin shop, 
located in rear end of hardware store. 
Wiil sell for $1,000 cash, including stock 
and tools; also touring car. This town 
is located in Iowa, population about 1,500. 
Good hotels, schools and churches. Plenty 
of work and a rich territory to 
work on. <A good opportunity for a 
young man who wishes to start in 
business. Am leaving the State. Address 
B-71, Care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 25-4t 


For Sale—Tin shop in north-central 
Iowa. Full set of tools with eight foot 
brake. Will also sell building or rent 
it for a reasonable price. Full glass frort. 
Estabished five vears. Population be- 
tween 800 and 900. Good school and 
churches. Only shop in town. Fine 
country. Plenty of work. Address B-68. 
Care of AMERICAN ARTISAN AND 
HARDWARE RECORD. 620 South Michi- 
gan Avenue, Chicago, Illinois. 25-3t 


Business Chance—We offer the fol- 
lowing surplus stock for sale: Allith- 
Prouty - Sharon or Richards - Wilcox 
Square barn door track 18; brackets 16; 
one ton slightly rusted No. 5 market wire, 
4c lb.; 500 Ibs. light seamless copper 
tubing, % to %”, 48c Ib.; one ton 50-50 
solder, 24c: one bbl. olive drab paint, 











$1.25; 50 rolls 30’ galvanized poultry net- 
ting. $2.50 roll: 5 kegs 8d steel cut nails, 
$4.50 case: 19 30x3%, ten 30x3% Auburn 
tires at $13.75; eight 30x3 Auburn tires 
ot Rm and four 30x3 Archer tires at 
Lansing, 


VanDervoort Hardware Company, 
Michigan. 24-3t 








Wanted—A combination plumber and 
tinner. Must be able to estimate and do 
any kind of plumbing, lead work. etc. We 
have a good steady job for a good man 
the year around. Kindly address B-79, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD. 620 South Mich- 
igan Avenue, Chicago, Illinois. 26-3t 


Wanted—Young man with initiative, 
experienced in jobbing furnace supplies, 
to take charge of small business now 
connected with furnace manufacturing. 
Object to develop the jobbing branch. 
Good chance tor right young man. Ad- 
dress B-78. care of AMERICAN ARTISAN 
AND HARDWARE RECORD. 620 South 
Michigan Avenue, Chicago, Illinois. 26-3t 











SITUATION WANTED 








Situation Wanted—By good mechanic, 
tinner and furnace man. Can lay out 
work and figure jobs. Smail town pre- 
ferred. State wages in first letter. Ad- 
dress Tinner, 315 South 31st Street, Oma- 
ha, Nebraska. 25-3t 

Situation Wanted—By combination tin- 
ner and_ plumber. Have had 30 
years’ experience. Can do anything 
that comes up in a_e shop. Am 
years old. Must be steady job. State 
Wages in first letter. Address B-69, 
Care of AMERICAN ARTISAN AND 
HARDWARE RECORD. £20 South Michi- 
gan Avenue, Chicago, Illinois. 25-3t 


JUL S 1921 











Salesman—Traveling Illinois, calling on 
furnace dealers. desires reputable side line 
where sales and earnings are large. 
Desire manufacturer’s line. Address 
B-75, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 26-2t 


Situation Wanted — As superintendent 
or working foreman in sheet metal shop. 
Have had 25 years’ experience. Would 
like to connect with some northern IIli- 
nois concern. Address B-74, care of 
AMERICAN ARTISAN AND HARD- 
WARE RECORD, 620 South Michigan 
Avenue. Chicago, Illinois. 25-3t 


Situation Wanted—By a first-class 
sheet metal worker. Can do all kinds 
of sheet metal and furnace’ work. 
Am sober and married. Nothing 
but a_ steady job. Address’ B-70, 
Care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Avenue, Chicago, Illinois. 25-3t 


Situation Wanted—By all around tinner 
and furnace man. Have had ten years’ 
experience. Can handle any kind of 
furnace work. Kindly address B-40, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD. 620 South Mich- 
igan Avenue, Chicago, Illinois. 23-4t 


Situation Wanted—By a first-class 
plumber and fitter. Can also do tinning 
and do estimating on plumbing and hest- 
ing Have had 17 years’ experience. 
Please state particulars. Address B-66, 
eare of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Avenue, Chicago, Illinois. 24-3t 


TINNERS’ TOOLS 


Wanted—Second hand screw case and 
nail bins. Cambridge Hardware Com- 
pany, Cambridge, Wisconsin. 25-3t 


Wanted to Buy—Four foot wood double 
truss brake. G. F. Chapman, 502 Jack- 
son Street, Tampa, Florida. 24-3t 


Wanted—A second hand eight foot 
cornice brake. State condition and price. 
Lee Smith, Union City, Michigan. 25-3t 






































BOOKS. 








Wanted—Men who know their trade 
from A to Z. That’s the way the adver- 
tisements for Help Wanted start. You 
can learn more about your trade if you 
read good books on the subjects you are 
less familiar with. For a book covering 
the subject of Warm Air Heating thor- 
oughly, you should read Snow’s Furnace 
Heating. 234 pages. Price $2.50. With 
AMERICAN ARTISAN one vear (52 
issues), $3.85. Order your copy today 
from AMERICAN ARTISAN. 620 South 
M&chigan Avenue, Chicago, Illinois. 





For Sale—To those who wish to save 
time and money, J. W. Conchar’s PRICE 
MAKER AND PROFIT DETERMINER is 
just the thing you need. This handy 
volume will be of the greatest value to 
you in regulating the list and selling 
prices of any article. The tables in this 

k are arranged to show the sold cost 
and the net profit and the percentage 
that must be added to the actual ware- 
house or store cost to bring the result 
desired. 170 pages. Cloth $2.00. stage 
prepaid. Address AMERICAN ARTISAN, 
Tae pag Michigan Boulevard, Chicago. 

nois. 

















December 25, 1920. AMERICAN ARTISAN AND HARDWARE RECORD 








Fuel Economy 


[! is one of the most important fac- 
tors in determining the desirability of 
a heating plant. The shortage of coal 
and the unusually high prices have 
caused house owners to carefully con- 
sider the efficiency of furnaces before 
purchasing. You can turn this ten- 
dency to your advantage if you sell the | 


[yr *, 


LIBERTY FURNACE 


It is designed to get the maximum amount of 
heat out of the fuel, and to distribute that 
heat effectively. Note the long fire travel 
graphically indicated in the illustration at 
the left. The heated gases travel in a solid 
volume around the entire circumference of 
the radiator. ‘This insures even distribution 
of heat and prevents losses due to unneces- 
sary escape up the chimney. The nearly 
vertical sides of the fire pot insure an even 
fire and a consequent increased efficiency 
in the firebox. Anti-Clinker grates, sec- 
tional fire pot, and above all the Schwab 
dealer co-operation and sales aids make the 
Gilt Edge the most profitable furnace 
agency for you. 


Write for catalog and the 
Schwab Co-operative Sales 
Plan today. 


R. J. Schwab & Sons Co. 


285 Clinton Street 
MILWAUKEE WISCONSIN 
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RECORD BREAKING 
PIPELESS FURNACES 


IGHT now our dealers are breaking all 
records for sales with the MONCRIEF 
PIPELESS FURNACE. 


This is only natural because Moncrief Pipe 
Furnaces have always been producers of big sales 
for our dealers and the MONCRIEF PIPE- 
LESS contains the same high qualities that have 
made the name MONCRIEF famous. We want 
to prove to you that the MONCRIEF PIPE- 
LESS is all that we say it is. We want to send 
you our circulars and catalogs which describe it 
in detail. Weare ready to convince you that the 
MONCRIEF PIPELESS has many exclusive 
features that make it not only the leader in sales 
but in customer satisfaction as well. Write 
today for circulars. 


MONCRIEF ALL 
CAST FURNACES 


ONCRIEF dealers usually have no trouble in ob- 
taining the bulk of the pipe furnace business in 
their territories. For more than twenty years 

MONCRIEF ALL CAST FURNACES meant the most 
in Durability, Economy and Efficient Construction. 
MONCRIEF dealers never lose sales because of competition. There 


are no weak points in the MONCRIEF sales story. They possess 
many original high class features not found in other heaters. 


Let us send you the data which contains the detailed information 
ecncerning the construction of MONCRIEF ALL CAST FURNACES. 
Let us show you that they occupy a foremost position in the heating 
world and their good reputation means good business for you. SERIES A 


THE HENRY FURNACE), 


PLANTS AT CLEVELAND, OHIO—MEDINA, OHIO} ¢ 
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TRADE MARK 






























THIS LETTER 


- RHODES HARDWARE COMPANY 
PROVES 








HARDWARE 
PLUMBING HEATING 
Read it through 
. . It 

rg ht now Painesville, Ohio, SePtenber 20th spo | 
tells the 
story. 

The Henry Furnace & Foundry Co., 

Cleveland, Ohio. 

Gentlemen:.~ 

Under separate cover, we are mailing you 
& photograph of Our Booth at the Lake County Pair Which 
was held from Sept. 8th to 


llth, where we exhibited 
MONCRIEF PIpe and PIPELESS Furnaces, ° 


Among the visitors at our Booth were several 
people who have been using the MONCR IEF PIPELESS Furnace 
for the last two winters and they are 80 satisfied with 

the results they are boosting our fu 


rTnace and telling al} 
their friends about it, 


, Asa reminder, when r 
of Pipele'ss furnaces. We wovld like to have then S00n for 


we have several orders to be filled out of this car ana 
many more which we expect to receive aS @ result of our 
@xhibit, 


f 
Manufacturers o 
Pipe and Fittings, Yours very truly, 

i: hat sony oe RHODES HARDWARE coxparry, 
cessory fora warm 

air heating job. 












. an mean as much 
D PIPELESS FURNACE® it boost the MONCRIEF PIPELESS 
E”agency for MONCRIEF Ss Co. Your wera thee oe it for them. sade 
for you oa he qui gh MONCRIEF dealers’ yoga an reputation of twenty years’ stan 
: r , er 
cee at cate cht & on ented ol Wel tion. 
The MONCRIEF oo, nee ns pass up without investiga all about it. 
asset that no live dealer can Write us today, let us tell you 
rite 


IND. | 
CHAGRIN FALLS, OHIO—INDIANAPOLIS, 
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The Weir 
costs more 
to buy 
But 
less to keep 











The Weir 
Does 
Save 


Coal 
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The Weir 
makes a booster 
out of a 
customer 














THE WEIR 
ALL STEEL 


Gas and Soot Consuming 


FURNACE 


is to other furnaces what the cord tire is to fabric tires. 
Fabric tires are mighty good, and they cost less to 
own—BUT MORE PER MILE OF SERVICE. 


The WEIR FURNACE costs more to own, but when 
you have sold a customer a WEIR you have not only 
made more money on the original sale than on lower 
priced furnaces, 


BUT YOU HAVE MADE A BOOSTER 
OF THE CUSTOMER. THAT ONE 
SALE WILL PRODUCE OTHERS TO 
THE FRIENDS OF THAT OWNER. 


So many dealers have already had that experience 
that the statement is more than a mere statement of 


fact—it has become a business HABIT. 


The WEIR salesman can show you exactly HOW 
and WHY this happens so often, and he’ll be able to 


show you how and why 
















I 




















YOU SHOULD SELL THE WEIR IN 1921 


MEYER FURNACE COMPANY 


PEORIA ILLINOIS 













The Weir 
Does 
Save 


Coal 
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The CaloriC Pipeless Furnace 
leads the furnace industry 
with over 125,000 satisfied users. 


CaloriC leads in production—today the largest manufac- 
turer of warm-air furnaces in the world. 


CaloriC leads in dealer profits. Unequalled production 
means manufacturing efficiency—and a quality product at 
a price competition cannot meet. 


CaloriC leads in advertising. A page in the Saturday Even- 
ing Post every four weeks—a page in colors in the Country 
Gentleman every four weeks—and an aggressive campaign 
in more than a score of the foremost national, state and sec- 


tional farm papers in America. 

The CaloriC is the heating achievement of the century. Its market is universal. Its adver- 
tising has gained a momentum that is irresistible. An Exceptional Opportunity for progress- 
ive hardware men, furnace men and other dealers, in choice territories still open. Write or wire 
THE MONITOR STOVE COMPANY 


102 Years in Business (The Monitor Family) 500 Gest St., Cincinnati, Ohio 
Branches: New York, St. Paul, Omaha, Spokane, Atlante 


oy ——WHY FOLLOW wien: 
© you can go with theLEADER 
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BUILDERS of HAPPINESS 


Or over a century 


As the centuries unfold, Progress, at the forge of Creation, works his 

miracles for the happiness of mankind. 

Striving through a hundred years to perfect the science of heating; 

The Monitor Stove Company gave to the world its supreme achieve- 

ment—The CaloriC Pipeless Furnace. 

‘The Monitor organization, idealized in “The Monitor Family,” is today 

marketing the CaloriC around the world. CaloriC_supremacy is an 

‘established fact in over 125,000 homes.. 

‘The same outstanding leadership and devotion to ideals of quality 

and service that gained fame for Monitor stoves and ranges 

throughout the 19th century are the inspiring ideals of The Mon- 

itor Family in 1920. Through the years the CaloriC vision grows. 
“BUILDERS OF HAPPINESS—VISION AHEAD!" 


THE MONITOR STOVE COMPANY 
102 Years in Business ‘7* Monitor Family) Cincinnati, Ohio 
Branches: New York, St. Paul, Omaha, 
Spokane, Atlanta 

















nee 
te , on y 


LARGEST MANUFACTURERS OF WARM-AIR FURNACES IN THE WORLD 





The advertisement above appears in the Saturday Evening Post, December 25, and will carry the message 
of CaloriC ideals and success into over two million homes. It isa powerful symbolicai expression of Moni- 
tor achievement and Monitor vision. ‘This advertisement will be followed by 13 full pages in the Post in 1921. 
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years of 
experience 
behind this 


heater 

















A LL the various dealer helps produce an 


effect really beneficial to you only 
when the product itself represents your 
greatest business getting help. 


A wan air heater that will advertise itself by 
its performance truly represents the best co- 
operation that itsmanufacturer could give you. 


For over fifty-two years we have been giving 
this kind of cooperation to our dealers. 


Today it is bringing them EMPIRE PIPE- 
LESS sales and wd profits from customers 
who know of its quality and heating ability 
through actual performance. 


We believe that this is the kind of dealer 


cooperation that you want. We know that 
it is _—<— most profitable for our many 
dealers in the long run. 


The good reputation of the Red Cross 
EMPIRE PIPELESS means for you the 


holding of your good reputation. 


Let us write you a letter now regarding the 
agency for your territory. 


Write for catalogs and circulars today 


CO-OPERATIVE FOUNDRY CO. 
ROCHESTER, NEW YORK 


Manufacturers of the 
Celebrated Red Cross Stoves, Ranges and Furnaces 


The Red Cross 


EMPIRE PIPELESS | 


Warm Air Heater 
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ANY dealers and users 

of te MASTER 
ONE-PIPE FURNACE 
claim that it is the best one- 
pipe furnace on the market. 


We would be glad to have 


ou pass judgment. on it 
both as a HEATER and a 


PROFIT MAKER. 


A request will bring 
you full particulars 


Write today 






























R 


INCE its first appearance on the market the MASTER 
has enjoyed big sales. 


It is a strong, durable heater built much heavier than 
most one-pipe furnaces. It contains a superior quality of 
construction, which makes it stand out in its field as a one- 
pipe heater that is unusually successful in operation. 


The MASTER is making good and satisfying thousands of 
home owners. It is bringing to our dealers the kind of profits 
that last—the profits of customers well served. 


We have circulars and catalogs that give the mechanical de- 
scription of the MASTER. __ If you will send us your name 
we will be pleased to send them to you. We also have an 
agency and sales plan that will interest you because of the 
very liberal profits that it allows the dealer. 


Shall we mail this plan to you? 
A postal request will bring it. 


TUBULAR HEATING & VENTILATING CO. 


228 Quarry Street PHILADELPHIA, PENNA. 





ONE -PIPE FURNACE 
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PP PEE TIP 





FRONT PANK 


TRA DOLE NAME 





LES I ST LReo 


Warm Air Heaters 


Fre over thirty years these STEEL FURNACES 
have been giving good, safe profits to our dealers and 
clean, economical heating service to users everywhere. 


FFRONT RANK fumaces are made of heavy steel plate. 


They are cold riveted and absolutely gas and soot proof. 
They won't crack or warp. They have extra large radi- 
ating surfaces and are famous for their fuel saving qualities. 


The FRONT RANK agency for your territory may still be open. 
Let us tell you about the dealer cooperation we give. It is 


complete in every way and it will get big sales for you during 1921. 
WRITE TODAY FOR FULL DETAILS AND COMPLETE CATALOG 


HAYNES-LANGENBERG MFG. CO. 


4058 Forest Park Avenue ST. LOUIS, MO. 
































iy 
W 
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EXCELSIOR 


MONOPIPE 


RECIRCULATING 
FURNACE 


HEATS WITH VAPORIZED WARM AIR THE FINEST 
| ONE-REGISTER 
elie FURNACE 


HEAT DEFLECTOR : i H By C eC ‘a ; ON THE MARKET 


The demand for 
this apparatus this 
year has largely 
exceeded our 
capacity to supply 
the same. 
We are, however, 
making prepara- 
tions for a large 


increase in pro- 
duction for 1921. 
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The agency for this 
Furnace will prove 
a valuable asset. 


Write us for prices and cata- 
Jogs’on our complete line of 
Furnaces, Excelsior Heating 
Specialties, embracing Ex- 
celsior Self-locking Double 
Wall Pipe and Fittings, also 
Excelsior Stove Pipe and 
Elbows, Registers, Etc. 


THE EXCELSIOR STEEL FURNACE CO. 


Phone 114-118 So. Clinton Street Catalog 
Main 4430 CHICAGO, ILL. upon request 
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THERE ARE NO BETTER 


WARM AIR HEATERS 


of their distinctive qualities. 


unusually large volume of clean, comfortably warmed air. 





“HOME COMFORT” 


To heaters because of their many particularly desirable features have been for many 
years comfortable profit makers for thousands of dealers as well as comfortable heat- 
ers for many thousands of home owners. Simplicity, economy, and home comfort are some 


Their steel, air-tight construction and their large radiating surface provide users with an 











The Combustion 
Chamber 
is made of 


one sheet 


No. 8 Gauge 
Open Hearth 
Steel Plate 


There are no 
Cemented Joints 
in this Heater 

to cause Leakage 
of Gas or Smoke 
into the Warm 
Air Chamber 








in HOME COMFORT WARM AIR HEATERS in the past. 


We want to tell you about the agency proposition we have to offer you. 
Write us today and let us send full information. 


Our Catalog is ready—Get your copy now. 





HOME COMFORT WARM AIR HEATERS are now made by this new company com- 


posed of men who have been identified with the original makers for more than twenty years. 


We make HOME COMFORT WARM AIR HEATERS exclusively and, because of our 
long years of experience in making and selling them both dealers and users can rely upon 
the same high standard of quality, material and workmanship which have been embodied 


ST. LOUIS HEATING COMPANY 


2400-06 COLEMAN ST. ST. LOUIS, MISSOURI 
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Why Roesco Furnaces sell 
and why you should sell them 


OUR customers when buying warm air 

heaters want mainly real quality heaters 
that will give good service for many years. 
When you sell them Roesco Furnaces you 
sell them what they want. 


All materials used in making Roesco Fur- 
naces undergo the strict inspection and super- 
vision of experts, which insures you and us 
that only those materials which will with- 
stand severe use for a long time will enter 
into the making of Roesco Furnaces. Our 
superior method of manufacturing is your 
guarantee of a warm air heater constructed to 
give the maximum in service and efficiency. 
If you want to sell warm air heaters 
which will not only satisfy your customers 
but safeguard your reputation as a reliable 
installer, sell 


ROESCO FURNACES 


Secure our agency for your 
territory now. 
W rite us today and let us tell you‘all about 


the many mechanical features which Roesco 
Furnaces possess. 





Y ou will like our sales policy. 


Roesco Furnaces are built in a large modern 
plant manned by skilled workmen. We 
never, under any condition, allow an im- 
perfect heater to be shipped to our dealers. 


There is good business waiting for you if 
you sell Roesco Furnaces. 


Each sale nets you a good profit and a 
satisfied customer. 


Why not write us now and be ready to 
make 1921 your biggest furnace vear. 


Let us send you our catalog 
and circulars. 


ROESCH ENAMEL RANGE 
COMPANY 
BELLEVILLE, ILLINOIS, U.S. A. 
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TS wisdom which impels our dealers to continually choose Wise 
Warm Air Heaters for the furnace sales in their districts is not an 


unnatural gift but merely knowledge gained by experience in selling Wise 


Warm Air Heaters. 


They have learned that it is good business to continue selling Wise Fur- 
naces, heaters that contain practical features which save fuel, labor and 


upkeep expense for their customers. 


It has always been our aim to produce the best furnace possible, to keep up 
our high standard of quality at all times so that the public and our dealers 
could always place the utmost confidence in the operation and durability 


of Wise Warm Air Heaters. 
HE technical data 


which explain in de- 
tail how Wise Furnaces 
are made and what they 
are made of make inter- 
esting reading. The illus- 
trated explanations of the 
many features of construc- 
tion which have made 


Wise Furnaces big sellers 
for over sixteen years are also 
of interest to dealers who de- 
sire to know the reasons why 
these quality heaters have 
such unusually well satisfied 
users. 


Our latest catalog contains all 
this information. It is yours 
for the asking. 


Let us send you your copy 
now together with our 
agency proposition. 


WISE FURNACE 
COMPANY 


AKRON, OHIO— 
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WARM AIR HEATERS 


regularly each year is the fact that in previous years they have received 
not only good profits from their sales but furnaces that always proved 
to be of uniform good quality. 


The all-around goodness and serviceableness of Scheible Heaters have con- 
stantly meant for them the up-building of their businesses. 


’ | ‘HE one big thing that causes our dealers to sign up for Scheible Heaters 


For over thirty years our dealers have successfully sold Scheible Heaters on 
this purely quality basis and the confidence they place in them is always 
merited because of the unusually good service they give the user. 


While the Scheible Heaters continue to retain their old-fashioned good quality 
and soundness of construction they contain such features that time and 
scientific engineering have proved to be real improvements in warm air 
heater building. 


We will be pleased at any time to tell you more about Scheible Heaters and 
the advantages of the agency for their sales in your territory. 


You are no doubt right now figuring on your fuinace business for 1921. 
Let us send you full Scheible information now. 


A request for our catalog brings it to you promptly. 
Write today. 


SCHEIBLE -MONCRIEF 
HEATER COMPANY 


1444 West Ninth Street 
CLEVELAND, OHIO 
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It is riveted and calked like - 


a power boiler— 


It has the same unequalled 
strength and durability— 


It is as unleakable and free 
from the possibility of cracking 


AMERICAN BOILER PLATE 


AMERICAN FURNACE CO. 


WARM AIR HEATER 


HIS is the heater of heaters. It instantly stands out front in the field because 
[a its many exceptionally attractive and distinctive features. Notice a few of 

these selling points that are strong enough to convince the most discriminat- 
ing buyer. 

The all-steel construction eliminates cement-packed joints, thereby insuring the 
user of clean warm air. Steel construction guarantees your customers against the 
possibility of having the heater crack. The fire pot is lined with the best grade 
of sectional fire brick, the same kind of fire brick used in cupolas in which cast 
iron is melted. 

There are many more features, points of merit, which you as an experienced 
heating contractor will recognize at once. | We want to send you the full details 
on th AMERICAN BOILER PLATE WARM AIR HEATER so that 
you can see for yourself exactly why this heater has been a profitable and success- 
ful seller for many dealers for many years. 


WE GIVE YOU PRACTICAL ASSISTANCE 
IN SELLING OUR ENTIRE LINE 


We have a very successful method of helping our dealers 
secure the bulk of the business in their territories. Let 
us explain our method to you. Let us tell you why the 
agency for our line will bring you more business and 
more profits. 


2719 to 2731 Morgan Street 
ST. LOUIS - MISSOURI 
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Ohe 


BLACK DIAMOND 
MOIST WARM AIR FURNACE 


Built on Knowledge Derived From Experience 
The Last Work on Furnace Construction 








Large Air 
Space Between 
Casting and 
Casing 







All Cast Radiator 
With Direct Draft 
Damper 


























Full Height 
Cast-Front 
= 
Big Roomy Com- 

Double Feed bustion Chamber 
Doors 
Short Feed ae 
Mouth : » A 7)? + ' 
ER ae cnn Pry, See wT 

i IFS , ft Voy Two Piece 


Fire_Pot 



















Lower Half Has 
Air Blast Slots 


Jum bo-Sized 
aes Synge Fy : , Ash Pit 
Cutter Bar fs ss SEARLS RSE q A ae Holds Water 
Grates with Be om peas See babi ys ye ep 
Removable 
Frame 













Water Pan Has 
Self-Cleaning 
Cover and 
Splash Back 

Holds § Gallons 









































Strong Deep 
Base Ring 
















Weight Properly Distributed to Equalize the Strain 
Air Spaces Scientifically Proportioned, Insuring Perfect Circulation 


The Giant of Heating Power The Master of Fuel Economy 
Full of Attractive Selling Features 


.IF YOU ARE A REAL LIVE DEALER WRITE US TODAY FOR OUR PROPOSITION 


THE BLACK DIAMOND FURNACE CO., Monmouth, Ill. 
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This Series of Extra Heavy Heaters 


has many exclusive advantages 


Their massiveness and durability make 
them exceptionally powerful heaters. 


We recommend them especially for 
those customers of yours who desire 
warm air heaters that are strictly high 
grade and reliable in all respects. 


The Niagara heaters are constructed of 
the best material. They have extra 
large feed doors and large radiating sur- 
face. The fire pot is unusually deep and 
is made in two sections. All joints are 
deep cup joints, accurately fitted, making 
them dust and gas proof. 


NIAGARA 


WARM AIR HEATERS 


We have an illustrated catalog which explains all the details of construction. We 


would be pleased to send you a copy of it. 


If you are interested in selling this up-to-date line of warm air heaters, write us today 
and allow us to make an agency offer to you. 


Our many years of successful warm air heater manufacturing experience is your 


guarantee of satisfaction. 


Write for that catalog now 


FOREST CITY FOUNDRY & MFG. COMPANY 
CLEVELAND, OHIO : 
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To Serve You Better 


WARM AIR 





RETURN AIR 





Weare centralizing and 
consolidating all of our 
production in a 


BIG COMPLETE 
NEW WORKS 


including foundry, fac- 
tory, sheet metal shop, 
assembly plant and ex- 
tensive warehouses, lo- 
cated at 


SYCAMORE, ILL. [Aa Mercosur 


PIPE 


By this new arrange- 
ment in the manufac- 
turing of 


HERO FURNACES 


HERO PIPELESS e , Wea 
FURNACES = ia 


HERO SCHOOL ~~~ YE rineyor 
ROOM HEATERS 


HOT WATER 
HEATERS 


Our past good service 
will be greatly im- 
proved. LET US 
PROVE IT TO YOU. 


Ae 
W 
x 
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ee 
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INNER 


ase 
pit 


The HERO growth is substantial, hardy and steady. 


The HERO Line is reliable, is established, is known, is EASY 
TO SELL. 


The HERO SELLING PLAN gets the business. 


Write us, asking for our PLAN, PRICES and Printed Matter. 


HERO FURNACE COMPANY 


57 West Lake Street CHICAGO, ILLINOIS 
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| 
FLORAL CITY QUEEN FURNACE 














QUEEN FURNACE 


DEFENDER PIPELESS FURNACE 





PIPELESS FURNACE 


ee ee ee ee 





MONROE FOUNDRY & FURNACE CO. 


MONROE, MICHIGAN 





















HE illustration at ‘the left shows 
our New Queen Furnace with direct 
draft outlet from radiator to smoke pipe. 


This is the only furnace of this type on 
the market with a real direct draft— 
and the best proportioned furnace made. 


It has a large one-piece radiator, large 
fire door with air blast inlet and slotted 
fire-pot. We have a folder which de- 
scribes this wonderful new furnace in 
detail. Write for a copy today. Our 
dealers make good profits and enjoy real 
selling cooperation from us. 


Write for dealer information now. 


HIS is a real pipeless furnace and 
we highly recommend it. It is well 
built, heavy, and is made with a one 
piece all cast radiator. It has properly 





7 ee we - = —— ~ 
. 


proportioned] warm and cold air areas 
and will do all that we claim for it. 


You can satisfy your customers with this 
successful pipeless furnace. It is an un- 

. . ae = 
usually good, reliable heater and it sells 


at a fair price. 


Let us send you our complete catalog 
illustrating and describing our entire 
line of quality warm air heaters. 
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WARM AIR HEATER 


AKE another look at the illustration above, read over the list of features again and ask 
yourself if the VICTOR STEEL FURNACE isn’t the most durably and efficiently 


constructed warm air heater on the market. 


Steel is the logical metal for warm air heating. It radiates heat quicker, it cannot crack 
like cast iron and the riveted or welded joints eliminate leaking and insure your customers 
of clean, warm air. . 
The VICTOR STEEL HEATER is very simple in construction, it has few parts and it 
gives many years of the most economical and efficient heating service. The demand for the 
VICTOR has grown year after year until we were forced to build a large, new and modern 
factory in order to keep pace with our growing business. 

We want you to analyze all of the many features of the VICTOR STEEL WARM AIR 
HEATER. The-best way for you to do this is to send for our illustrated, descriptive 
catalog and then get a sample on your floor. Our agency for your territory will bring you 
what it is bringing our many other dealers—Good Profits, Increased Business and customers 


who will remain satisfied with their purchase for many long years. 
Write for our catalog today. 


NEAL’S PATENT REGISTER SHIELDS 


Here’s a good selling article for you. Every furnace owner is a good prospect 
and you can sell some with every installation. 

It protects the walls from streaking and it has a pocket that catches the dust. 
It distributes the warm air over the room. The little water pans enable your 
customers to regulate the humidity of the air in the rooms. Write for circulars 
and prices. WRITE FOR COMPLETE CATALOG TODAY. 


HALL-NEAL FURNACE CoO. 


1322-24-26 N. CAPITOL AVENUE, INDIANAPOLIS, INDIANA 
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HINGS that are well made, 


things that are conscientiously constructed 
to fulfill the — for which they were 
designed, endure 


A warm air heater not only must be com- 
poe of high quality materials but must 
e also skillfully and accurately designed 


and built. 


This is one of the many prgeen got 
qualities of the Beaver One-Pipe Warm 
Air Heater. 


It is one of the numerous reasons why the 
thousands of Beaver One-Pipe users view 
their investments with utmost approval. 


It is but one of the various sound selling 
features that bring many sales and desir- 
able profits to our dealers. 


You of course are interested in selling 
such a warm air heater. 


We ask you to write us for more informa- 
tion, for complete details covering con- 


struction, prices and the agency for your 
territory. 


ONE-PIPE 


CHICAGO, ILL. 


BEAVER 


Warm Air Heater 


“*The One That Works So Well’’ 


DANVILLE STOVE & MFG. CO. 


DANVILLE, PENNSYLVANIA 


PITTSBURGH, PA. 
W. D. Sager, 330-340 No. Water St. R. E. Edmunds, 104 Wood St. 
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Truly the 


PEERLESS 


Line 


great an opportunity for giving 

his customers the best that their 
money will buy. The PEERLESS 
LINE of warm air heaters contains 
more sound features of construction 
than any other line on the market. 


All our heaters (except the All Cast 
are made of GENUINE ARMC 


N; other line offers the dealer so 


INGOT IRON. All seams aie 


riveted so that there are no seams to 
be packed with cement. 


ARMCO IRON is made to last. 
It is the most durable material that 
we could use in building our furnaces. 
It resists rust and will withstand the 
greatest heat. 





Write today for 
illustrated catalogs 
and circulars. 


We would be pleased to mail 
you our complete literature which 
describes each heater of our line 
in full detail. 


Get this descriptive matter now 
and learn about the many exclu- 


sive PEERLESS FEATURES. 































1853-1955 Ludlow Avenue 
(RAS BARA TE ATER RO OT SRR 
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Our Engineering 
Department 


We co-operate with our dealers to the 
fullest extent. We maintain a fully 
equipped Engineering Department for 
ep full details, plans and estimates. 

e will assist you on any style of heat- 
ing system. Submit to us plans or sketch 
of building, including basement, giving 
size and location of chimneys, distance 
between joists, size of girders, piers, etc. 
It is necessary to have complete infor- 
mation in order to give you accurate 
assistance. 


THIS SERVICE IS FREE — USE IT 











OTICE the FIRE BRICK fire pot 
N used in PEERLESS ARMCO IRON 
FURNACES. This is the same kind 

of brick that is used in boilers and cupolas 
and will stand an enormous degree of heat. 


STEEL AND CAST IRON (OF WHICH 
OTHER FURNACES ARE MADE) 
CAN BE MELTED IN A FURNACE 
LINED WITH THESE BRICKS. 


The fire pot on any furnace is usually the greatest 
expense in case it has to be replaced. With the 
PEERLESS ARMCO IRON FURNACE your 
customers receive not only the strongest fire pot 
constructed but the least expensive in case the 
fire brick needs to be replaced. 


We offer the dealer an attractive co-operative sell- 
ing agency plan. We want to tell you all about it. 


Why not let us write you in detail about our PEERLESS HEATERS 
and how you can sell them with profit? 


Send us a note today and be one among the -hundreds of new 
PEERLESS dealers for 192]. 


PEERLESS FOUNDRY CO. 


Manufacturers Warm Air Heaters, Duplex Registers 


and Furnace Fittings 


INDIANAPOLIS, INDIANA 
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RADIANT-HOME FURNACES 


NEW ALL CAST SINGLE REGISTER 
PIPELESS FURNACE 





Made in two styles 


- 


_= zomg =—_INSIDE AND OUTSIDE CASING TOPS 
eres LEA CAST IRON 

ot FF 39s EXTRA LARGE SIZE PORCELAIN IRON 
REGISTER 


Furnace Put Up in Only Five Packages 
for Shipment—Most Compact 


OCCUPIES LESS CUBIC FEET of SPACE 








Guaranteed the Best 





gues A Z _ Aan CELEBRATED PATENTED 
al ee TID ol A MG RADIANT-HOME AIR BLAST 
z = ye ie FIRE POT 

















ai: || Sea le Produces 17% More Heat Units 
Se hipaa il wil. Wie Than Any Other Type of 
+ BZ ra eg a Air Blast Fire Pot 

on the Market 


Way: 


EASY TO INSTALL Yj | 
G U A R A N 2 E E D ‘iiiobeaal COMBUSTION 


TO EXCEL ALL OTHERS WITH ALL FUELS 


GERMER STOVE COMPANY 


LARGEST MANUFACTURERS OF 
STRICTLY HIGH GRADE STOVES, RANGES AND FURNACES 


ERIE, PA. 364 River St., CHICAGO, ILL. 
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A COMPARISON OF TYPES 


Fyne 90% of all fur- 
naces made follow one 
PS ae Pe general design, generally 
known as the stove type be- 
cause they follow the gener- 
al lines of the old-fashioned 
cannon stove. 


: re : MARSHALL WOLVERINE 

el FURNACES are a radical 
departure from this stove 
e type and the illustrations 
show the difference between 
the stove type furnace 
and the MARSHALL WOL- 
VERINE SUPERHEATER. 
This is no criticism of any 
make of furnace but simply 
f a comparison of types to 
show the difference of the 
MARSHALL WOLVERINE 
type of construction. 
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The illustration on the left 
is drawn from actual meas- 
urements so you can see 
how much the MARSHALL 
WOLVERINE SUPER- 
HEATER sticks out on all 
sides beyond the other; the 
MARSHALL WOLVERINE 
SUPERHEATER is shown 
in solid black, the other in 
dotted lines. 








Pen nnn = - = -- 















LL of the solid black portion that extends out beyond the dotted lines is extra radiating 

surface that the MARSHALL WOLVERINE SUPERHEATER has that the other 

has not. This extra radiating surface is valuable to the user because it means quicker and 
more abundant heat at a smaller fuel expense. 








Notice, too, that while the tops of the firepot are the same, that the bottoms of the grate sur- 
face are not, that the stove type furnace has a grate surface that is two inches smaller in di- 
ameter than the other and that while the MARSHALL WOLVERINE SUPERHEATER has 
452 square inches of grate surface the other furnace has only 314 square inches, a difference 
of 138 square inches or better than 42% less. In other words, the stove type furnace is not 
as efficient as the MARSHALL WOLVERINE SUPERHEATER by 42%, because the grate 
surface is what governs the heating power of a furnace, not firepot diameter. 


Mr. Dealer or Jobber—This celebrated MAR- 
SHALL WOLVERINE SUPERHEATER costs 
you no more than the ordinary type. Write 
today for prices and exclusive agency. 


PIPE or PIPELESS 


MARSHALL FURNACE CO. 
MARSHALL MICHIGAN 
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More than 100,000 


are in use today 


TS ever increasing number of LENNOX TORRID 
ZONE STEEL FURNACES in use is due, when 
thoroughly analyzed, to their superior and unfailing ability to 
comfortably heat homes. 


Our able selling force and our progressive policies help—Our 
modern plant and our excellent manufacturing facilities help— 
Our dealers—all progressive and experienced heating con- 
tractors—help. 


But —the steady growth of TORRID ZONE favor from 


the public is being won year after year only by offering fur- 
naces that are always above the standard in quality. 


This is what our past experience has taught us—over twenty- 
five years of success in steel furnace building—and we still 
think this same policy could not be improved upon. 


If you believe that this is a good and profitable way to do 
business we would be glad to write you personally giving full 
information concerning our agency for your territory. 


Write today for our new catalog and dealer proposition 
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The Furnace 
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with the 
THREE-WAY 
AIR BLAST 





Each sale of an Ath-A-Nor Furnace carries 
with it an unusually great feeling of confi- 
dence on the part of both the dealer and 
the customer. When you close a contract 
to install an Ath-A-Nor you know that your 
customer will get the highest quality and 
Perfect Heating. ; 


You will satisfy every customer because the 
Ath-A-Nor has features of construction which make 
it an exceptionally durable and economical warm 
air heater. The PATENTED THREE-WAY AIR 
BLAST is an exclusive feature which makes the 
Ath-A-Nor Furnace the most efficient and eco- 
nomical user of fuel of any heater on the market. 
Both the Azh-A-Nor Pipe and the Ath-A-Nor Pipe- 
less contain a soundness of construction and an 
accuracy of heating design not found in any other 
warm air heaters in the field. 


Our Trade Mark—that for over 


has represented the 
highest quality in Warm Air Heater construction. 
In selling Ath-A-Nor Warm Air Heaters you sell 
furnaces which are made by an organization having 
over half a century of successful warm air heater 
manufacturing experience. This is your guarantee 


that they will make good. 


Let us send you Agency Details NOW 


The Ath-A-Nor agency for your territory will bring you good 
profits. If Ath-A-Nor Furnaces are not already represented 
] in your district we can offer you an attractive proposition for 
1921. Write for full particulars today. 


| MAY-FIEBEGER FURNACE CO. 


(The Athanor People) 


NEWARK, OHIO 
DISTRIBUTORS; 


The Kelly-How-Thomson Company, Duluth, Minn. 
Excelsior Heating Supply Company, Kansas City, Mo. 























SELF f [Tm SUPER 
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Pipeless 
Furnace 


R the dealer who is interested in selling a 
pipeless furnace containing not only selling 
features but efficient heating features, the A-B 

Pipeless Furnace presents an unequaled and profit- 
able opportunity. If you will send us your name 
we will be glad to forward complete information 
regarding the construction of the A-B Pipeless 
Furnace and the details concerning our exclusive 
agency for your territory. 


A-B Pipeless Furnace dealers are given Selling 
Cooperation that is complete in every way. Our 
dealer advertising campaign is one of the best ever 
prepared. It is pulling large sales and profits for 
A-B dealers who are now using it. It can do the 
same for you. Let us show you how we help our 
dealers sell A-B Pipeless Furnaces. 


WRITE FOR DETAILS TODAY 


A-B STOVE COMPANY 


BATTLE CREEK, MICH. 


COLD AIR WARM AIR COLD AIR 
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ATTENTION FURNACE DEALERS 


The new line of TAPLIN HOT BLAST 
HEATERS is ready for the market. 


This line of heaters is manufactured by men hav- 
ing over thirty years’ experience in the business, 
and is comprised of five sizes ranging from 18" 
firepots with 16° grates to 32” firepots with 30" 
grates. . 
Pipe Heaters made in 18”, 21”, 24”, 27” and 32”. 


Onepipe heaters made in 18”, 21” and 24”. 
Triplex Heaters made in 18", 21”, 24”, 27” and 32”. 


SPECIAL FEATURES 


One piece countersunk base, one piece ash pit. 

Plenty of room under grates for shovel. 

: = i- Patented anti-clinker grate, shakes with one motion 

_ * while standing upright. ' 

| r i z Full flush fronts, large feed doors with patented heat 
Hi 


A [xoT sas 5 = | | proof handles. 


Smoke neck and clean out extending thru casing, 

HOT BLAST FEATURE DELIVERING THE PROPER 
VOLUME OF HEATED AIR AT SURFACE OF FIRE, 
REGARDLESS OF RATE OF COMBUSTION. 


CPR oe 





“Sells wherever shown’’. 





For special catalog, prices and dealer’s 
proposition, write 


TAPLIN FURNACE C0., GRAND RAPIDS, MICH. 
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STANDARD FURNACE & SUPPLY CO. 


407-13 South 10th Street 





PEERLESS GRAVITY 
PIPELESS HEATER 


NEW improved furnace built 
as good as it looks, simple and 
yet complete in every detail. Made 
for Western trade and Western fuels. 


The price is consistent and deliveries 
prompt. The right furnace for you. 


“THE STANDARD PEOPLE SELL STANDARD GOODS” 
A line from you will bring our catalogue. 


OMAHA, NEBRASKA 





CUAL MUU MMMM UMMM 
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Notice the 
construction 
of the radi- 
ator and 
combustion 
chamber. 


This fea- 
ture means 
more radiat- 
ing surface 
and full heat- 
ing value 
from all fue! 
burned. 





FARRIS 
FURNACE 


BOOMER 


furnaces have been successfully made and sold for ove: 36 
years. They have other good features that help dealers 
make sales) BOOMER DEALERS get real cooperation 
from us. Write today for our latest catalog and let 
us tell you all about it. 


THE HESS-SNYDER COMPANY 


MASSILLON, OHIO 





WHY IT MAKES GOOD 


Economy of Fuel 


All requisites of perfect combustion and 
radiation are found in the FARRIS—roomy 





combustion chamber, pre-heated draft over 
the fire, corrugated self-cleaning dome. 


| 


SUE eee 
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|The BILT-RITE Series} 


High Grade Efficient Heaters 


PIPE AND PIPELESS 


Tit 
TUTE, 


Air-tight Construction 


The merest tyro knows the importance of 
tight doors, none can fail to appreciate the 
superiority of the FARRIS in perfect con- 
trol through air-tight construction. 





MU 
ML 






































= Gas-proof Construction 
= is The FARRIS method of door eonstructio. 
All. prohibits leakage of gas into the warm-a‘ 
= = casing. 
: : Ease of Operation 
2 3 A moment's study of the motions involved 
z = in tending the FARRIS reveals that sim 
= 2 plicity and comfort have been attained. 
: : Stability 
a 2 The sturdy strength of the FARRIS will be 
= = more and more appreciated by your cus- 
= 2 tomers as the seasons roll. You will recruit 
2 an ever increasing army of boosters who 
swear by their FARRIS. 
yo can get the orders for high class heaters with These and other features are explained in 
this line and there is a size for every need, Pipe detail in our catalog, and our representative 
and Pipeless. : can tell you more about how and why 
Write us now for full particulars. Let us tell you more E FARRIS installations give permanent sat- 
about our high quality line and the profits and satis- i§ faction 
fied customers it can bring you. = : . 
= sk about our agency for your territory 4 
- Write for illustrated circular today = 
=| THE HAMMOND HEATING CO. |° 
=i 110 East 2nd Street CINCINNATI, OHIO |= FARRIS FURNACE CO. 
he = SPRINGFIELD, ILLINOIS 
~oAVUMESYENUENONTENO NNN ! UUUUOUUDNLLSUDEN RAL UNAUNAU ELUTE ANAT = 
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DEALERS— Write today for details on 


~ SCHILL’S PIPELESS 


Warm Air Heater 


This new idea is really an evolution in heating. 
Everywhere the popularity of the Pipeless Heater 
is increasing. You should not fail to get your share 
of this profitable business. Aiso you should not fail 
to handle a good Pipeless Heater. SCHILL’S 
PIPELESS Warm Air Heater is of the very 
best quality. It will burn hard and soft coal or 
wood. It is just the heater for moderate size homes, 
bungalows, churches, stores and other buildings. 
This heater is guaranteed so that you can assure 
your customers of complete satisfaction. Many 
testimonials from satisfied users testify to its true 
merit. 











] 


in 
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Write now for full particulars. 


THE SCHILL BROTHERS COMPANY 


CRESTLINE, OHIO 


Cena Nana 
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RYBOLT 


RELIABLE WARM AIR HEATERS 


are built to satisfy every user. 
They are reliable. 


The finest tested materials are used in their con- 
struction. Only the best workmanship is employed 
in the making and assembling of each and every 
part. RYBOLT WARM AIR HEATERS are built 
to last long with severe use. They are, in fact, per- 
fect models of durability. These are only a few of 
many features that make them good sellers for live 
dealers. 


RYBOLT DEALERS HAVE BIG SALES 


The RYBOLT AGENCY PROPOSITION is unusually at- 
tractive. If you are seeking a real good warm air heater 
agency it will pay you to learn the many advantages that 
the RYBOLT DEALER enjoys. 

Perhaps the RYBOLT AGENCY for your territory is 
still open. If it is we will be glad to write you regarding 
an exclusive territory. 











ASBESTOS PAPER 

ASBESTOS ROLL BOARD 
ASBESTOS MILL BOARD 
ASBESTOS PIPE COVERING 


ASBESTOS FURNACE 
CEMENT 


ASBESTOS 
CORRUGATED PAPER 


ASBESTOS 





Let us send you complete literature that explains the 
details of RYBOLT RELIABLE WARM AIR HEATERS. 


WRITE TODAY FOR ILLUSTRATED CIRCULARS 


THE RYBOLT HEATER CO. 


ASHLAND, OHIO 


Cinedinnati, Ohio Indianapolis, Ind. Akron, Ohio 





CEMENT 


ASBESTOS PRODUCTS CO. 


Consumers Building 


220 So. State St. 


CHICAGO, ILL. 
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THE NEW MODERN WAY 


PIPE AND PIPELESS FURNACE 


The agency for the NEW MODERN WAY is 
a positive money maker for you—Here’s why. 
Notice the illustration at the right showing the 
patented exclusive MODERN WAY fuel sav- 
ing feature. These air jets REALLY DO de- 
liver pre-heated air to mix with the gas and 
smokeand they don’t clog up. The MODERN 
WAY is a heavy furnace and an economical ._ 
user of fuel. 


Its construction is simple, fool proof and it has 
few parts—this saves you time in installing. 


The MODERN WAY is a strictly high grade 
furnace in all respects—one that will posi- 
tively satisfy your customers. 


Write today for catalog and 
agency particulars 


THE MODERN WAY FURNACE CO, cna: ve or suanne rete ana 


ee FORT WAYNE, INDIANA Patented Air Jets 

















Furnace Salesmen Wanted 


We have several openings for thoroughly practical and high-grade furnace 
salesmen to sell the new 


TITAN PIPE AND PIPELESS FURNACES 


We are manufacturing an all cast iron furnace in full run of sizes with all 
the latest achievements in construction. 
Please state salary desired together with experience and references. 


Standard Foundry & Mfg. Co. 


DE KALB, ILLINOIS 














AMERICAN WOOD REGISTERS 
Our Quality is the Standard 


Every detail carefully inspected before shipments 
leave our factories. 


Best of materials and workmanship at all times. 

Standard sizes carried in stock for Express or 
Parcel Post shipments. 

Now is the time to place your orders for stock 
requirements to be made during the dull season, 
delivery when wanted. 





Write at once for prices and state your requirements. 


THE AMERICAN WOOD REGISTER CO. 


PLYMOUTH, INDIANA 








HUUSLULCDALSAGGNLGUEDCACACGNGLASULUUSHAGUAGUGtHAANATAGAAAAAAAOGENN OUNTCMAMERR AA LAE LCL TVET TUSUUESASELGGANGNENENNEGGAUGURRENALUANONNOGENELGUNASUOUOACGUONA 


This device attached to a 
Furnace causes all SOOT 
and GAS to be consumed. 


This means more heat for your customers, It means the THE Z. T. SOOT AND GAS CONSUMER 
elimination of SOOT troubles. It is to install and Th¢ most simple and efficient device of ils kind on the 
can be used on all types of furnaces. very sale nets Let us send you our complete illustrated 


LESS FUEL BURNED Sox s°s008 prot Wate for ey 
THE Z. T. SOOT and GAS CONSUMER CO., 346 Main St., OSHKOSH, WIS. 
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We Manufacture 


“HANDY” FURNACE PIPE 


in Quantities to Meet an 
Ever Increasing Demand 


It is HANDY to get (our jobbers are scattered 
all over the map) and it is HANDY to work 
with. Any workman will accomplish a maxi- 
mum of productive labor with HANDY PIPE. 


——_ 
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Brother Co. 





We Are Distributors of “Everything Needed 
in the Installation of Warm Air Furnaces” 


That is our motto, and we surely live up 
to it. You will find that this big Furnace 
Supply House is admirably equipped and 
qualified to take care of ALL your needs. 


Illinois 
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No. 010 Boot. 
Frictionless 
Straight-Way 
Boot. 






. 02°B it 
No. 02°Boot with No. 9 Frictionless 


_ The kind most installers are using 


[Tre tremendous growth of our output is proof that 
Lamneck Pipe and Fittings are right. 


Lamneck Pipe and Fittings will simplify your instal- 
lations. They are simple and sensible in construction 
and they cost no more than the ordinary kind. 


' Write today for our simplified catalog No. 2. _ It illus- 
{ trates the whole line, is easy to read and understand, 
: and will fit your pocket so you can take it with you 


“on the job.” 


THE W. E. LAMNECK COMPANY 


COLUMBUS, OHIO Central City 


Fed a eke a a Sa Onis, 8 








In Chicago 
a complete stock of 
Lamneck Pipe and 
Fittings is carried by 
the Central Heating 
Supply Co., 1125 W. 
| 37th Street. 


In Cleveland , 


WE carry at all times 
a complete stock of 
T & B Registers, Wood 
Registers, Asbestos 
Paper, Cast Dampers, 
Flour Paste, and other 


supplies for the installer Lamneck Pipe and 

of warm air heaters. — — b na Mone 
- Kinsner n 7" 

Send us your next order 8710 Blaine Avenue. 


for supplies, it will re- 


ceive prompt attention. These companies can fill 


your orders at all times. 























Illustration Shows Complete Range of Size 





———— 
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Facts and figures 
—not merely sales talk! 


The PARKER METAL PUNCH 


No. O. X. 


Greater Punching Power 
than any tool of its size 


COMPACT—Measures only 8 aches 
LIGHT ———Weighs but 23 lbs. 
POWERFUL—Capacity a #” hole in16 


ga. steel; or roetibeliat. 





Besides the fact that it is made of O. H. Drop forged steel, to withstand rough usage, ° 
it has many distinct and exclusive features. Ease and speed in the changing of 
Punches and Dies; Front Pointer and Side Gauge combination, which eliminates 
center-punching; and small cost for maintainance. 


The PARKER METAL PUNCH 


No. XX 
‘‘Take the Punch to the work, or the work to the Punch” 


A combination Bench and Hand Punch of a greater range 


of work than the No. O. X, Punch. 


Constructed on the same principle of applied force, allow- 
ing of compactness coupled with greater punching power. 


Measures 9” over all. 
Weighs about 4% lbs. 
Capacity: A 17/32” hole in 20 gauge steel, or equivalent. 


This Tool is fast becoming popular with the trade, and will 
help to complete your shop equipment. 


PARKER . HARDENED SHEET METAL SCREWS 


Save fully 75% time and labor by their use for joining sheet metal, and making 
fastenings to metal. 


Eliminates in a good many instances the use of Stove Bolts, Tap Bolts and other 
costly means of operation. 
No holes to tap; no nuts to put on. 


Just punch or drill a hole in the sheets you intend joining and with a screwdriver 
turn up flush with the head. You'll have a better fastening in a fraction of the 
time and labor. Once put in, they stay “put.” 


There is a Jobber of PARKER PRODUCTS in your territory. If you 
don’t know who they are, your request will bring the information, 


PARKER SUPPLY COMPANY, Inc. 


Manufacturers of PARKER PRODUCTS 
780 East 135th Street NEW YORK 
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Furnace Headquarters! 
PIPED or PIPELESS 


Steel or All-Cast Radiators 
One Piece Ribbed 


Two Piece Corrugated 
or 


One Piece Slotted Fire Pots 


DUPLEX BALL BEARING GRATES 
FLAT or TRIANGULAR GRATES 


We Can Furnish Whichever You 
Prefer from Chicago Stock 





_—™ EXTRA DEEP 


se FURNACE FITTINGS 


mage 4 
; | Single or Double 
ie i Tin or Galvanized 








We are Exclusive Distributors of 


The Famous LAMNECK Line 


Also 


ru Majestic Duplex Registers 
at Floor, Wall and 
Baseboard Registers 


Wood Faces, Asbestos Paper, 
Dampers, Paste and 
All Heating Accessories 


Get Our Special 1921 


Proposition 
CENTRAL HEATING SUPPLY CO. 
1125-29 W. 37th Street, CHICAGO 
“Right On The Tracks” and “Right On The Prices” 
































FANNER 
STOVE & FURNACE 


TRIMMINGS 


Below we list a few of our products: 


CHAPLETS STOVE KNOBS 
STARS—HARD IRON STOVE RINGS 
STOVE HANDLES 
GRATE SHAKERS 
STOVE COVER LIFTERS 
POKERS 


AS TO 


QUALITY ann SERVICE 


ASK THE OTHER FELLOW—HE KNOWS 


Our latest catalog lists and illustrates a very complete 
line of finely finished, durable 


STOVE TRIMMINGS 


of original distinctive designs. 


You should have this catalog on your desk 
for ready reference. Write today for your copy. 


WE OPERATE OUR OWN MALLEABLE AND 
GRAY IRON FOUNDRIES. 


We can sive YOU quality and service on your 
next order. Why not write us for prices now? 


THE FANNER 
MANUFACTURING COMPANY 


BROOKSIDE PARK CLEVELAND, OHIO 














THE FANNER FURNACE POKER 





December 25, 1920. AMERICAN ARTISAN AND HARDWARE RECORD 





39 














— 


eens ae eee eee 


pe 














{ 40 AMERICAN ARTISAN AND HARDWARE RECORD December 25, 1920. 


STEARNS’ 


STEEL BASE ann CONVEX WALL 


REGISTERS 


HE fact that STEARNS’ STEEL 

BASE and CONVEX WALL REGIS- 
TERS are proving themselves‘ so 
much superior to others that they 
are given preference, proves beyond 
a doubt that they possess real value. 
Their distinctiveness, reliability 
and attractiveness have won the 
praise and endorsement of men 
capable of judging them. 


These Men Are Practical Installers 


Their decision should convince you. They are selling STEARNS’ STEEL BASE and CONVEX 


WALL REGISTERS and reaping the profit. 

STEARNS’ STEEL BASE REGISTERS represent the latest in warm air register construction. They 
are sturdily built and very highly finished. They give the full capacity, 
both in the face and box, for the size pipe they are intended for. They 
are guaranteed against breakage. You can always have the exact size 
in STEARNS’ STEEL BASE REG- 
ISTERS as they are furnished in 5 
sizes, from 8x10 to 11x13, in black 
or white japan or electroplated fin- 
ishes. 

STEARNS’ CONVEX STEEL 
WALL REGISTERS are neat in de- 
sign and they also can be had in 
black or white japan or electro- 
plated finishes, in sizes from 8x10 
to 9x12. 

Have a stock on hand. Use them 
on every installation. They will 
please your customers and give you 
Steel Wall Register—Vertieal 2 good profit. Steel Wall Register—Horizontal 
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Write today for our catalog and price list. 


STEARNS’ REGISTER COMPANY 


111 Fort Street DETROIT, MICHIGAN 
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PM TEE BEE 
[ talk about 


hot air 


but am not a 
hot air talker 


HETHER you believe it or not, my big job is to let the 
hot air out of hot air heating. 


I let it ouc. 

And I keep it in. 

Whichever it is, I always register one hundred percent. 
Always register, because lining up registers is right in my line 


Mark you, I don’t say we make the best regisiers made,"be- 
cause that’s exactly what all the other register fellows kid 
themselves into believing. What I did say was that nobody 
makes any better registers; and a lot of folks say, “nobody 


makes as good.” 


But be that as it may be, I am going to step right into one 
of these pages ever and anon and have a regular Tee Bee 
Register Chat with you. 


Which is neither a threat nor a promise, but just a pleasurable 
anticipation. 


TUTTLE & BAILEY MFs Co. 
2 W. 45TH STREET 


New YORK 
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WALWORTH 


DOUBLE GRATING 
fe 


PIPELESS FURNACE 
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The Kind That Will Please Your Customers 


Hundreds of dealers throughout the country are making 
their installations of Pipeless Furnaces COMPLETE by 
using WALWORTH DOUBLE GRATINGS. 


They have square cold air return, round center for warm 
air supply. 
They are made in seven standard sizes from 22x24 to 45x45. 


We carry a complete stock at all times and are able to fill! 
orders for any quantity promptly. 

Let us tell you right now why WALWORTH DOUBLE 
GRATINGS are the best for you to use on your Pipeless 
Furnace installations. 


Write Us Today for Catalog and Discount Sheet 


WALWORTH RUN FOUNDRY CO. 


W. 27th St. and N. Y. C. & St. L. R. R. Cleveland 
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_ Independent Register&Mfg.Co. © 


> 707 Frankfort Ave., W. 


Ae 





Independent Fabrikated’ 


Pipeless Furnace Gratings 
82%Open Area 








A Revolution 
In the Method of 


Manufacturing 


Pipeless Gratings 


The outer frame of angle iron, the grill 
formed of strip steel one eighth inch wide, 
all fabricated into squares with openings 
% x 1% inches. 


The strips are securely interwoven and 
frame corners welded. 


All sizes of ‘‘Fabrikated’’ Gratings have 
a uniform open area of 82% comparable 
with from 50 to 60% usually found in the 
styles made heretofore. 


We Have A Most Inter- 
esting Story to Tell. 


May we send it to you? 





Originated and Manufactured by 


CLEVELAND 





Independent Fabrikated’ 


Pipeless Furnace Gratings 
82%Open Area 


AM 
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QUALITY 


Predominates 


Cut the 
Labor 
Expense. 


A Great 
Econo- 
mizer of 
Basement 
Pipe 

and 
Fittings. 





Each Register complete with box attached 


NATIONA 
AND REGISTERS 
INTERNATIONAL 


A 
Pleasing 
Design 
Different 
than 

the Rest. 


Alike in 
Appear- 
ance. 
Let Us 
Explain 
the 

| Differ- 


- ence. 









Our Complete Catalog.on Request 


Get Our 1921 Prices 


REGISTERS OF ALL TYPES 
for Pipe or Pipeless. 





t oe 





MAIN OFFICE 
Battle Creek 33 3: Mich. 


Branch Offices: Minneapolis, Minn.; Kansas City, Mo.: 
Denver, Colo.; Des Moines, Ia.: Albany, N. Y. 
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MARSH 


WOOD 
Cold Air Faces 





Style 40-C 
WOOD FACE 
with OBLONG MESH 


Durable, Artistic and 


Economical 


MARSH Wood Cold Air Faces are strong, being 
made of the highest grade selected lumber from our 
own forests. They match the wood work in homes, 
thus making their installation attractive, in com- 
parison to any other faces. They are economical, 
costing less than one-half the price of cast iron or 
steel registers. On your next job—use MARSH 
Wood Cold Air Faces. 


USE MARSH WOOD FACES 
FOR PIPELESS INSTALLATIONS 


Pipeless installations are successful only when the 
air has free circulation from room to room. You can 
make every pipeless job perfect by using Marsh 
Wood Faces as air circulation registers in the ceiling, 
above the doors and in the baseboard. Marsh 
Wood Faces made for this purpose are most practical 
as they cost less than other ceiling and wall venti- 
lators and look much better. 


Our Improved Facilities 


No matter what you want in wood faces we can 
supply you with the highest quality on the market. 
We have moved into our new plant which gives us 
three times our former capacity. New special ma- 
chinery and this added room make it possible for 
us to meet the ever growing demand for Marsh 
Wood Faces. 


ORDER FROM YOUR JOBBER 


All leading jobbers sell MARSH Wood Faces and they can fill 
your orders promptly. Start now to use more wood faces on 
your installations. Save money and time and give your cus- 
tomers strong, attractive and economical installations. 


We are the largest manufacturers 


of Wood Faces in the world 


Write to your jobber or to us today for catalog and prices 


THE MARSH LUMBER CO.. 
DOVER, OHIO 
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HA ANA 


First Aid to the Pipeless Furnace 


Independent 
Adjustable Ventilators 


—_ \ 











For the Smoke Pipe 


There is a booklet awaiting your request. 


_ Independent Register & Mfg. Co. 


: 707 Frankfort Avenue, W. CLEVELAND 
Sold by Leading Jobbers 
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Ever ything a eC Registers 


for Furnace 


Installations Give 
sal eee cediaalins Satisfaction 


staller the most complete HEAT- 
ING SUPPLY SERVICE in this territory. 


We handle the best of the leading 1i Because they excel all others in 
e e the best of the leading lines , : 
and carry complete stocks at all times. free air capacity—heat the home 


What are you in need of now for that more quickly—keep it comfortable 
next job? Write down a listo supplies and healthful—save coal—are easy 
and tell us to fill the order for you. to clean—attractive appearance— 


Get our prices TODAY. strong and durable—easy to install, 
Get our SERVICE now and be ready for as they meet the different require- 


those rush installation jobs. ape ‘ 
ments of building construction. 











REMEMBER 
We carry EVERYTHING from FURNACES down. Please write for information 
Write for Circulars Today. nt a Se 
THE MANNY HEATING The Hart & Cooley Co., Inc. 
SUPPLY COMPANY New Britain, Conn. 
131 West Lake Street CHICAGO, ILLINOIS 100 Lafayette St., New York 73 E. Lake St., Chicago 
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LOWER PRICES FOR 1921 


Price alone does not measure Satisfaction. It must 


be backed by High Quality Guaranteed Goods. 


The Rock Island Users are assured of 


Satisfaction, because they are Buying the ONLY 


GUARANTEED REGISTER. IF NOT—.- 


¢ 
¢ 
/ 


= WHY NOT? %, 


,¢ REGISTER 
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Get our 192] Proposition before Placing , CO 
Your Order. Send Coupon to Your Jobber a ; 
or to us Today. Pid Dear Sirs— Mail 
: Booklet and Prices. 
Rock Island Register Co.’ 
2435 Fifth Ave. / 


4 


ROCK ISLAND, ILL. (0 Address ....... 062200 eeee ee al 
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There’s a section for every need 
and a large stock ready for you in 


MICHIGAN 


SAFETY FURNACE PIPE 


iY makes no difference how hard your warm air heater pipe installations are, it 
makes no difference how many short turns you have to make in order to get 
your stacks in, you can do the job quicker, cheaper and better if you use 


MICHIGAN SAFETY FURNACE PIPE. 


Our line is complete. There’s a section for every need (our catalog illustrates 
them) and remember, no better double wall safety furnace pipe than MICHIGAN 


SAFETY FURNACE PIPE can be had. 


Our price list shows you how to save money 
Compare our prices and these features of MICHIGAN SAFETY FURNACE 


PIPE with the kind you are now using. The result will be an order from you for 
your next installation. 





A . 3. Every joint and piece fits into the others 
1, The aix chamber between the inner and perfectly which makes the completed 


outer pipe, maintained by a perforated stack smooth and straight both inside and 
spacing collar. outside. 


_ : 4. MICHIGAN SAFETY FURNACE PIPE 

2. Short joints which enables the most is made from the best grade of bright tin 

crooked stack to be made without cutting plate by special machinery. No rivets or 
or destroying the safety features. solder are used. 


A complete stock—Prompt Shipments. 
Use MICHIGAN SAFETY FURNACE PIPE on your next job. Order your 


stock from our catalog and get your shipment promptly. 
The safety features of MICHIGAN SAFETY FURNACE PIPE will appeal to 


your customers. 


Its costs no more than other kinds and is better. 
Why not begin using it now? 


Write today for our catalog and price list. 


MICHIGAN SAFETY FURNACE PIPE CO. 


113-115 East Fort Street DETROIT, MICHIGAN 
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A Name you can tie to— 
Pipe you can bank on. 


EVER ’ GTN 


Nye 


(Trade Mark Reg. U S. Pat Off.) 


The Pipe that Outlasts the Furnace 


When properly installed it becomes a part of the furnace itself and nothing 
but an earthquake or a cyclone can jar it loose. 


Knox Everlasting Cast Iron Smoke Pipe 


in smoke pipes is as Sterling in Silvers. 

It is the last word in Smoke Pipes—it’s the first word in Safety, Security, Protection, 
Satisfaction and Profit. 

It does away with smoke pipe troubles for all time. It is not affected by soot or 
corrosion. It does not burn out, fall out, scale or crumble. It is easy to put up as it 
comes in sections of varying lengths with elbows from 22% to 90 degrees so that it will 
fit into almost any space. It nests closely for shipping, making a saving in freight and 
store room. i 

It is the biggest business builder ever offered the trade. It is manufactured exclusively 
by us and is sold through the jobbers and the dealers. A trial order will convince 
you. Send it to any of the following. Descriptive circulars gladly sent if desired. 


WATERLOO REGISTER COMPANY 


WATERLOO IOWA 


Manny Heating Supply Co., 131 West Lake St., Chicago Leighton Supply Co.. Fort Dodge, Iowa 
Omaha Stove Repair Works, Omaha, Neb. Ww. C. Teschner, Vincennes, Ind, 

Wm, Warnock Company, Sioux City, Iowa Field & Shorb Co., Decatur, Ill. 

Lincoln Stove Repair Works, Lincoln, Neb. 


ANNOUNCEMENT! 
TO STOVE +> FURNACE REPAIR DEALERS 


Owing to our increasing business in Stove and Furnace Sundries, 
we now have established for the convenience of our patrons a 
Supply Department. 


We have included in this Department a complete assortment of 
such items as are usually sold in connection with Stove and 
Furnace Repairs, together with a line of high-grade Hardware 
Specialties, Stoves, Heaters and Fire Place Fittings. 


We have recently issued for the Trade a Special Catalog covering 
these different lines, which we will gladly send upon request. 


THE NORTHWESTERN STOVE REPAIR CO. 


MANUFACTURERS: 


STOVE and FURNACE REPAIRS 
654-666 West Roosevelt Road CHICAGO 
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Master these subjects 











and land 
the big jobs 


Heat as an Element; its Properties and 
Application. 

Heat—Generation, Distribution and Losses. 
Study of Grates, Stacks and Chimneys. 
Study of Hot Air Furnaces, and Their 
Application. 

Study of Fuel Values and Combustion. 
Treatise and Study of Ventilation. 
Air—Its Properties and Transmission 
Study of Air Conditioning and Humidity. 
Study and Practice in Specification. 
Layouts for Complete Systems. 


(These are just a few of the subjects. The 
course contains 36 major subjects). 











Now YOU can be a Scientific Heating ENGINEER 


Don’t let that word scientific bother you. It merely means 
knowledge of established facts. Heating and Ventilating 
Engineering is a BIG field, one of the most important branches of 
industrial science. 


This is the field YOU are in. Ycu install heating and ventilating 
systems in homes, stores, etc. BUT how about the big jobs? Is 
your knowledge of this science broad enough to ENGINEER the 
installation of a heating and ventilating system for a large factory, 
—_, home or any other big building which requires a scientific 
installation. 


Know Your Profession Thoroughly—Be an Expert 


Contractors, Salesmen and Workmen this is your opportunity to 
equip yourself with the knowledge that you want, the complete 
training that will make you a Heating and Ventilating Engineer. 


~ “~ Our Mail Course Makes it Easy for You to Learn 


=. 
You get thorough practical instruction and you advance as fast as 
you learn. We teach you individually and successfully. If you 
desire to become efficient in your field of science—if you want to 
spend a few hours at home each week in interesting study, we can 
train you to become a Heating and Ventilating Engineer, competent 
to handle the biggest and most complicated jobs. 


NOW IS THE TIME TO START---WRITE TODAY 
Let us send you full details regarding our instruction. 
Your name brings you a complete descriptive booklet. 


THE CLEVELAND ENGINEERING INSTITUTE 


8118 Euclid Avenue, CLEVELAND, OHIO 














Make $1500 to $3000 Extra in 1921 


EXPLOIT YOUR BUSINESS FULLY 


Find the soft spots with Big Profits and Rapid Turn Overs. 
WORK YOURSELF INTO THE SPECIALTY AUTOMOBILE BODY GAME! 


There are big profits in it, and it is a business that has come to stay, and will devolop more and more. 
I MADE 5 SPECIAL BODIES in the last few months, since I got your new Drawings, writes a S. M. Employer. 


Your new.Sheet Metal Automobile Work just fills my bill, as I have been wanting this very thing for a year, and have 
had special artists make me designs, which was very expensive and your drawings are much more to the point, writes 


another Employer. 


Send No Money 


Examine Them Free 


More Necessary than Tools, 
for by Technical knowledge 
tools are made. 


Nothing like it 








High Class Trade 
Extension Knowledge 
is costly ; but it returns big 

profits. 

Just like your best paying 
job—as contrasted with the 
one you lost money on. 


Of these the latter required 
the most worry. 














Anywhere 


This represents the Greatest Matter of Fact Official Automobile Sheet Metal Work there is in all America or Europe. 
Detailing special designs is a bit of knowledge, not to be picked up every day, the public will pay big for. 

In this Great Work we cover all General and Special Repairing, New Designing of all manner of Fenders, Hoods, Side 
Cars, special Runabouts to Racing Bodies embodying the finest geometrical construction of lines of staple and specialty 


designs to be found. 


These Wonderful Drawings and Designs are now being sold for the first time outright to the public. They can be applied 
to any Make of Car, to any required measurements, and made up with any ordinary shop equipment. They are Sent You 


Free for 5 days’ trial. 


SEND NO MONEY. The Entire Work of 24 Blue Print Plates, 9x12 in size, with Text Pamphlets, will be sent you for 
5 days’ Free Trying Out. If you wish to keep them—just remit a check for $10.00, which pays for them in full. If not, 
then send them back, and no harm will be done. 

Use your business stationery as they are sent FREE to Shop Owners only. Journeymen Mechanics must order thru 
their employers, or a check for $10.00 must accompany order, If the work is returned your money will be refunded in 
full. ORDER TODAY—IT’S THE GREATEST 1921 BUSINESS GETTER FOR MANY A SHOP. 


ST. LOUIS TECHNICAL INSTITUTE 


4543 Clayton Avenue 


ST. LOUIS, MO. 
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FURNACE DEALERS = 
ATTENTION ier 


HERE IS SOMETHING 
YOU ARE LOOKING FOR 


PX: J 
7, Ube Little DraftMan fl) pe 
‘Furnace {| Regulator Al) aes 


SIMPLE and INEXPENSIVE 






ih, EN? Vay 
NAA A Aa (sl 
RETAILS FOR ONLY i Nt hx vc : 
$18.00 iy : 7 = 
SAVES ITS COST MANY TIMES. Sa 
EVERY FURNACE NEEDS IT. EASY TO SELL ; i 


WRITE FOR OUR DEALERS’ PROPOSITION 
DON’T WAIT ANOTHER DAY 


SAHLIN MANUFACTURING COMPANY 


35 OTTAWA STREET GRAND RAPIDS, MICH. 

















AN AUTOMATIC 
HUMIDIFIER CONTROLLER 


Connect up with 
any furnace and 
to any kind of 
water, Giveit the 
hardest test you 
can think ‘of. 


WRITE US 
TODAY 




















RIEKSE MFG. CO., 31 Ottawa Avenue, GRAND RAPIDS, MICH. 














a nna 
Seer Bere = 
= 


SS 


coor eet 
SSS 


a eh ST TIC ETERS Se 





50 AMERICAN ARTISAN AND HARDWARE RECORD December 25, 1920. 


QUICK MEAL 


Blue, Black or White 
Porcelain Enameled 


Coal Ranges 


are the most up-to-date 
ranges made. 








Hit 





be 


They will last a lifeti.»«. 


Ee 


Place your orders now., 


Quick Meal Stove Co. || 
Division of American Stove Co. } = 


825 Chouteau Avenue : 
St. Louis, Mo. 














YANKEE SMOKEPIPE DAMPERS || 


SENSIBLE 


Our prices will surely interest you. 


Manufactured by 


THE S. M. HOWES COMPANY 


Boston, Mass. 














SN ee rr ee ee TTT TIT icuAMLLL ci nit 


HAYNES AUTOM % 
HUMIDIFIER VA 


Here, Mr. Dealer, is the mos* 
and successfual automatic valve to be i,au. : 
small water weight tank and ‘+* cast = 
iron weight do the work and 
water pan filled. Yourc ‘ 

don’t need to bother fi.iing the 
water pan if they have a 
HAYNES VALVE in- 
stalled. Show 
them the 
HAYNES and 
your sales are 
made. Let us 
tell you more 
about the 
















SYMONDS 


MISSION DESIGN 


REGISTER 


Is proving a trade and 


witli 


profit booster for many 


Tareas ase. OO. <smat 


dealers. Why not you? 
WRITE FOR CATALOGUE AND PRICES 


SYMONDS REGISTER CO. 
3117-23 Minnesota Ave., ST. LOUIS, MO. 


Pie. 


Write today for our circulars 


HAYNES, 326-28 West 6th Street 
KANSAS CITY, MO. 
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W* furnish repairs to fit all stoves, ranges, furnaces, etc. _We 


also carry a full line of water fronts and water backs for 


cook-stoves and ranges. 


Prompt Service at all times. 


CENTRAL STOVE & FURNACE REPAIR COMPANY 


1801 Diversey Parkway, Chicago, Illinois 





Oval Stove Pipe Reducers 


Reduce from 7 inches to 6 inches. They are = 
fectly over the oval collar of stove or range and 


are reduced to 6 inches round top. They are 
used by all up-to-date stove dealers in prefer- 
ence to the 7 to 6 inch stove pipe. 


Made of Uniform Color and Polished Steel. 


SULLIVAN-GEIGER CO. 


501-509 Madison Avenue, INDIANAPOLIS, IND. 





penne A 


liow 

you can learn 
to use the methods 
used by experts 
in your trade. 


= You can learn in a short time 
= the up-to-date ways of doing 
2 the many different jobs that 
z come up in your work every 
day. 
The leading men of the trade, 
men who command the highest 
salaries for their work, have 
written books that explain in 
detail the best and latest 


methods of working in sheet 
metal. 


By reading and studying these 
« books you can gain knowledge 
* that has taken these men 
many years of much experi- 





eit These men write from expe- 

rience and actual working 

knowledge so they write in a 

‘'T4 practical style, a style you are 
7 able to understand at once. 


‘e3 We would be glad to send you 
SF a complete list of these in- 
Seairios structive books which we sell. 


Send your request to the 
BOOK DEPT. 


AMERICAN ARTISAN 
D 
HARDWARE RECORD 


INA AU : 
Le UNUM UMM UL 





620 South Michigan Avenue 





Chicago, Illinois ' 




















We carry complete stock 


NORTHWESTERN 


STOVE REPAIR CO. 
654-666 W. Roosevelt Road 
CHICAGO 


Write for Furnace Repair Catalog 


EPAIR 


Poa 








WRITE FOR CATALOG 


STOVE BOLTS 

STOVE RODS 

STOVE RIVETS 
THE KIRK-LATTY MFG. CO. 


wld Cloud 


FURNACE & STOVE 
REPAIR PARTS “:.dec deco. 


When others fail, write us. 


THE NATIONAL STOVE REPAIR CO. 
325 Sycamore St., CINCINNATI, OHIO 


PATTERNS 


FOR STOVES AND HEATERS ww Woop ana 1200 
VEDDER PATTERN WORKS *"{3us™ TROY, N. Y. 


PATTERNS ano teaters 
"4E— CLEVELAND CASTINGS PATTER! COMPANY 
CLEVELAND, OHIO 


IRON AND WOOD 


STOVE PATTERNS 


QUINCY PATTFRN COMPANY 


QUINCY, ILLINOIS 


COPE-SWIFT CO., INC. 


OVE PATTERN 


41-49 McDougall Ave. Detroit, Mich. 
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Saving Time and Money for 
the Sheet Metal Worker 


The Lennox Serpentine Shear 









is saving time and money every 
day for hundreds of manufac- 
turers. If you use sheet metal to 
any great extent you will find this 
machine a money saver in your 
shop. 


The following excerpts taken from let- 
ters prove this machine a time and money 
saver: 


“We have two Lennox Serpentine Shears in 
operation, and must say that we are more than 
pleased with the work they are doing. We fully 
believe that our labor bill has been reduced 50 
per cent since installing these shears.” 

Columbus Heating and Ventilating Co., 
Columbus, Ohio 


“Soon after buying this machine we had a con- 
tract for making 3,500 incubator hovers, which 
was all circular work, and this machine paid for 
itself on this job more than once alone. It is a 
perfect working machine.” 

H. E. Hessler Co., 


Syracuse, N. Y. 


“It is a great labor saving device, and we 
recommend it highly for efficiency and service.” 


M. Wolfe & Co., 
Chicago, III. 


work 


We are building this machine in five sizes arranged for 
hand and belt or direct motor drive with capacity for cutting 
No. 16 gauge, No. 10 gauge, % inch, % inch and ¥% inch. 










Write for complete descriptive bulletin. 






Josepu T. Ryerson & Son 


MACHINERY 


BUFFALO 









CHICAGO ST. LOUIS DETROIT NEW YORK 
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SPECIAL NOTICES 





Special Notices are charged 
at the rate of $3.00 
per inch per _ insertion 


ATEN TS 


HUBERT E. PECK 


Patent Attorne 
Pacific Building, WASHINGTON, D. C 


FURNAGE SALESMAN 


A new Furnace Company located 
in Illinois, manufacturing an 
cast iron furnace with all the latest 
achievements in furnace construc- 
tion, is now ready to engage six 
furnace salesmen. Choice territory 
open. State salary to start, 
experience and references. Black 
Diamond Furnace Company 
Monmouth, Illinois. 











24-3t 


WARM AIR FURNAGE 
SALESMEN 


We have openings for several 
first-class furnace salesmen in 
desirable territory, engagement to 
begin about January Ist. Kindly 
give full particulars in first letter. 
Address the Wise Furnace 
Company, Akron, Ohio. 21-UFN 


WARM AIR HEATER 
SALESMEN WANTED 


Experienced men; also 
capable young men who 
wish to become salesmen. 
Give age, business experi- 
ence and qualifications in 
first letter. Address L. J. 
MuellerFurnaceCompany, 
Milwaukee, Wisconsin. 2,.3 














Kimball 
ELEVATORS 


AND DUMB WAITERS 
Hand Power | Passenger 
Electric Freight 


KIMBALL BROS. CO. 











=—->- 7 





COUNCIL BLUFFS, IA. 
610 Delaware, Kansas City 














Remember this 
one fact—Any-=- 
thing of intrinsic 
merit can be suc= 
cessfully adver- 
tised. 

















FURNAGE SALESMAN 


Manufacturer of complete line of 
cast and boiler type warm air 
heaters. On commission basis. 
State territory desired and your 
experience in warm air heating. 
Address D-52, Care of AMERICAN 
ARTISAN AND HARDWARE 
RECORD, 620 South Michigan 
Avenue, Chicago, Illinois. 24-3t 


FOR SALE 


Established hardware and sheet 
metal business, located on one of 





the business streets on the north 
Will bear closest 
investigation. Address D-37, 
Care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 
620 South Michigan Avenue, 
Chicago, Illinois. 25 ufo 


side of Chicago. 





__ SPECIAL NOTICES 


~—SHLESMAN WANTED. 


Experienced, for northern Ohio, for well 
established line warm air furnaces. Give 
past experience and state former territory. 
D-56, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 
South Michigan Avenue, Chicago, IIlinois. 

26-1t 


WARM Al FURNAGE SALES 
MANAGER WANTED 


For the Heating Department of an I!linois maker 
of stoves and furnaces. A reliable man with sell- 
ing experience and practical knowledge of Warm 
Air Heating. Give full particulars in first letter 
and state salary required. Correspondence con- 
fidential. Address 54, Care of AMERICAN 
ARTISAN AND HARDWARE RECORD, 620 
South Michigan Avenue, Chicago, Illinois. 











25-2t 


STOVE AND FURNACE 
DALESMEN WANTED 


For central and southern Illinois, by an 
Illinois manufacturer of high grade line. 
Give us your experience and qualifications 
fully and salary expected. Correspondence 
confidential. Address D-55, Care of 
AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 
South Michigan Avenue, Chicago, 
Illinois. 25-2t 














office. 





SALESMAN WANTED 


ASTERN manufacturer of a well known make 
of stoves and furnaces desires first class sales- 
man, also to act as manager of Western branch 


Address D-47, Care of 


AMERICAN ARTISAN AND HARDWARE RECORD 
620 South Michigan Avenue, Chicago, Illinois 























. 

Your Prospective Customers 
are listed in our Catalog of 99° guaranteed 
Mailing Lists. It also contains vital sug- 
gestions bow to advertise and sell profitably 
by mail. Counts and prices given on 9000 
different national Lists, covering all classes; 
for instance, Farmers, Noodle Mfrs., Hard- 
ware Dirs., Zinc Mines, etc. This valua- 
ble reference book free. Write for it. 

Send es Letters 
You can produce sales or inquiries with 
personal letters. Many concerns all over 

U, S. are profitably using Sales Letters 

we write. Send for free instructive 
booklet, “Value of Sales Letters.’ 


Ross-Gould 


Mailing 
RestS St.Louis 


USE TOWNER'S 
eats hg y nomeacta 


if you want Soles name, & 
cleans and 
TOWNER’S 


fumes, and is net 
for ces and fall par 
F. o'Sowner's 


-. A. 








Russia ro 
patent Lock 


STOVE PIPE 


It is made of a very 
h grade of ungorm 
bo J ~ php el | 20 
teel an 
revent Ay Made 
n all sizes. Packed 
twenty-five and fifty 
sagt ak ae For sale 
uy the Jobbing : Yard. 
are Trade throughout 
the ne United States. 
Manufactured by 


HEMP & CO. 
ST. LOUIS, MO. 


In the event your, jobber does not handle this pipe 
send your inquiries to us. 














ALUMINUM SOLDER 


Will solder aluminum cooking utensils 
satisfactorily, without leaving the 
mended place rough or unsightly. Used 
with ordinary soldering iron. Is 
guaranteed to satisfy. 

Write for circular tod 














lay 
GEO. E. ROESCH, 386 New York St., Aurora, Illinois 
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- BASIC OPEN HEARTH 


STEEL PRODUCTS 

















Why Inland Quality is better than the Standard 


In the blast furnace de- fluence of a worth-while 
partment, for instance, bonus in hard cash. 


every man gets a bonus ; 
You buy this steel, work 


for tonnage—and an ex- 
tra bonus for iron better it up into your product, 


than the standard. and you gain the conf- 
This above-standard ‘ence of your customers, 


iron is made into steel of , 
high quality—again, un- quality that is better than 
der the compelling in- standard. It pays. 


Whatever your steel problem 
may be, bring it to Inland 


who, in turn, profit by 





Billets 
Bars 
Plates 


Shapes 
Sheets 














Branch Offices: INLAND STEEL COMPANY, First National Bank Bldg., Chicago 


ae "Milwaukee Works: Indiana Harbor, Ind., and Chicago Heights, III. 


Branch Offices: 


San Francisco Seattle 
St. Louis St. Paul 
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These are a few of our hundreds of SHEET 

(METAL and HARDWARE specialties. 
'\Our complete line is illustrated and 
\described in our catalog No. 9 


2254 [Write for your copy today. 











NO.IS SQUARE 








THE LARGEST AND MOST COMPLETE STOCK IN THE STATES 


OR many years we have served the trade and our present large business has 
been built up by thousands of dealers throughout the country who have given 
us their patronage because of the QUALITY and SERVICE which serves as 


the foundation of every sale we transact. 


We are manufacturers as well as merchants and our large organization and mod- 
ern facilities enable us to give all orders, both large and small, prompt attention. 


f We at all times have the welfare of our customers in mind and our motto is: 
“Everything Must Be Right’. 


Our latest catalog lists practically every article in your line and contains much gen- 
eral information which you should have on hand. Write today for a copy of this 
large catalog, send us your next order and become one of our host of satisfied 


customers. ' 
Is there something you need now? Let us give you our prices. 


: BERGER BROTHERS COMPANY 


229-231-233-235-237 ARCH STREET 
WAREROOMS AND FACTORY: 100 TO 114 BREAD STREET, PHILADELPHIA, PENNSYLVANIA 


EVERYTHING for the TINSMITH 


WONG. eas a 
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Illustrations show elbows of all angles from 10 to 90°. 
Note how close each cluster of elbows hugs the wal!s, 


EE 


ill 


HUNAN AA 


Use short angle elbows to get 
around sills, cornice mouldings and all 
other projections, thus preventing the 
commonly known soldered break in 
the pipe. 

By using combinations of this kind, 
soldering is not necessary as elbows 
fit into each other very snug and the 
small opening at the joints will per- 
mit sewer gases to escape, thus in- 
creasing the life of the ) 
entire spout. 

These elbows are 
made in all designs 
and your dimensions 
can be arranged right 
on the job. 


e 


—_ 


This Emblem of Quality 
is stamped in each. 
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P. O. Station B Cincinnati, Ohio 
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THE BRIER HILL STEEL CO. 


MANUFACTURERS 


Washed Metal, Basic and Bessemer Pig Iron, Low Phosphorus Pig 
Iron, Forging and Re-rolling Billets, Slabs, Sheet and Tin Bar 


PLATES and BLUE ANNEALED—12 Ga. to 2” Thick—Rolled on 84” and 132” Mills 
SHEETS—Blue Annealed, Black and Galvanized —10 Gauge and Lighter 























Formed Rolling and Siding, Special Finish Sheets for Automobile 
and Furniture Manufacture, Deep Drawing Stock, Etc. 





PICKLED STOCK 


2” Thick and Lighter—72” Maximum Width—222” Maximum Length 
as ams mw) me) 


GENERAL OFFICES: Youngstown, Ohio 


DISTRICT OFFICES: New York, Chicago, Philadelphia, Cleveland, Kansas City, Lynchburg, Pittsburgh, 
New Orleans, Salg Lake City, San Francisco, San Antonio 


EXPORT AGENTS: Consolidated Steel Corporation, New York City. 
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“OLD CHATEAU” 











—And as to the durability 


of Cortright Metal Shingles— Zinc Roofing 


25 years is not an uncommonly long time for a 
























































Coertright Metal Shingle roof to protect a building = 
from wind, rain and fire. Cortright Metal Shingles = 
come HAND DIPPED GALVANIZED, GALVAN- i= = 
IZED TIGHT COAT AND IN TIN PAINTED RED = + — = 
AND GREEN—all in 4 patterns. Get our propo- z : zliz 
sition, also our book, Concerning That Roof. . > : —SS=——_SS==S== 5 E 
a2? i 3 
ie z SSS SS SSS 2 = 
e |: 7 
Ee — = 
: : 
=Pumedcrterdvnevccaaaiectcneeicaacct AQQQEANNENNNUDENATENYCONALEONLEESUEEETOONOATONAUONATEONUONGOEGUECGOUENGOUNGOONAEUOGNNOUUEOUUEGOONENOENATeRed et EET WE make all SIZES co gated and 3 
2 Get Acquainted With and Install the V crimp from Pure Zinc Sheets of | 
our own manufacture. 
Lee Zinc roofing is a solution to the roof- 
PATENTED ing problem—needs no painting—will 
One of the | il : 
with several distinctive y= Berne not rust. 
worked into its design as the result ofa = = 
wide experience with many types of = Send for samples and prices 
The AMBCO VENTILATOR has - 





the eg 8 ventilate under any wind == 
pressure is means it is in action at = 
all times, disposing of impure air, gases, = 
smoke, and vapors. 
You should know all about it. 
Write today for 
descriptive booklet 


THE A. M. BASMAN CO., Inc. 
468 West Fort Street, Detroit, Michigan : 


THE AMERICAN 
ZINC PRODUCTS CO. 


269 American Avenue 
Greencastle, Indiana 
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Here is Another Whitney Punch 
used by many men 


No. 5 Jr. 

Whitney 

Punch 

“The Best 
by Test” 


A sturdy Whitney Punch which will cut a %-inch hole 
through No. 18 gauge iron. This model Whitney Punch 
is slightly crowned to eliminate friction so that all power 
is directed to the center of the punch. All wearing parts of 
Whitney Punches are hardened so they will withstand extra 


:SUAASMUUUAATANAUUAAAUN SHAOGO ULE 


GOOD REASONS WHY 
CHICAGO STEEL CORNICE BRAKES 
are used by Good Tinsmiths 


Ml 








long use. The Whitney Line of Punches has met with = 

approval by thousands of users. If you need a fast, strong = 

but light and portable punch, you need a Whitney. Let us = 
tell you more about them. 

Write for our catalog and price list today 2 

= 


= WHITNEY METAL TOOL CO., Rockford, Ill. = 
aA 


Best by Test of Ten Years 
Over 17,000 in Use 


Installedin Simplest Construction, Fewest Parts, 


Navy Yards Easiest Operated and Changed. 
a6 HUNDREDS USED BY UNCLE SAM 
Position to Only Portable Cosandl Iron P Punch on 


arket. 
Giangs punches No. 2 Punch— _ thru Iron. Mg wt 
Capacity 5/16 to center of 4 inch 
thru ¥% Iron. Channel Iron, with 1} 


Length 23 in. inch flanges. All parts 
interchangeable 
with No. 2 Punch. 
No. 1 Punch — 
Capacity % thru 
ae are 

DREIS & KRUMP MFG. Co. os for Prices and 
2915 S. Halsted Street, CHICAGO ncaa 


W. A. WHITNEY MFG. CO., ROCKFORD, ILL. | 


permet 


ae 
NIAGARA 


Lever Punches 
and Shears 














8-ft. for 18 gauge and lighter. 
Made in all sizes. 








This brake has a patented construction — 
heavy steel plates arranged so that the strain 
is directly on the edge. Steel Castings are 
used where there is a strain. Special steel 
edges protect the upper jaw and apron from 
abuse. A perfectly balanced construction as- 
sures rapid and easy operation. 


Our new catalog No. 19,showing the different 
styles and sizes, will be sent at your request. 


Write Today 
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TREADLE SHEAR 


This TREADLE GAPSHEAR i ° panne 
in all standard sizes for No. and 
lighter gauge sheets. With it, y &- 
can be squared, trimmed or slit. 


We make a complete line of shears, 
unches and bending rolls, all sizes 
forhand or belt drive. Write for Cat- 


senses & COMPANY, Cambridge City, Ind. 








ee 
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C. G. HUSSEY & CO. 


Rolling Mills and Office, PITTSBURGH, PA- 


Manofacturers of 
SHEET COPPER, BOTTOMS, ROLL COPPER, 1!'NNED AND 
POLISHED COPPER, NAILS, SPIKES, RIVETS, CONDUCTOR 
PIPE, EAVES TROUGH, ELBOW”, SHOES, MITRES, ETC. 


Branch Warehouses in New York, Chicago and St. Louis 





NN 


HTL AA 

















We offer and carry in stock a large variety of types and 
sizes—some for punching or shearing only, others for both 


operations. Ask for Catalog S6SA *‘Never make the same mistake 


NIAGARA MACHINE & TOOL WORKS twice’’ — if you were not advertis- 
BUFFALO, N. Y. ing yesterday, start today. 


Manufacturers of Tools for Sheet Metals (9) ' 


VIKING SHEAR 


Compound LEVER Handle—Removable Blades 
A child can work them 


Send for catalog today VIKING SHEAR CO., ERIE, PA. 
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PUN AAA ti 
Durability—Service—Satisfaction = 
= 
APOLLO-KEYSTONE]|> 
S he COPPER STEEL = 
Galvanized ef = 
' CC in wed and rust} | = 
¥ Ss ( resistance. Desseied for} | = 
ue Culverts, Flumes, Tanks, } | = 
<< Roofing, Siding, Spouting, and = Ey sis : : 
all exposed sheet metal,work, = 
We manufacture Sheet and Tin Mil! Products of every description— Black and = = 
Galvanized Sheets, Corrugated and Formed Products, Roofing Tin. Plates, Etc. = 4 
AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. | | — PERF ORATED METALS : 
3 MANUFACTURERS OF ; 
=| PERFORATED STEEL. ——— SHEETS 
= ack an vani. 
= 2 Perforated Sheet Copper, Brass, Bronze, 
AJAX OUT LET and END PIECE = Aluminum, Lead, Zinc, Monel Metal 
COMBINATION FITTING E a er See 
= Screens Plates and Sheets 
2 for Ores, Coal, Stone, Coment, and all kinds of 
for Half-Round Eaves Trough | | | Grain Cleaning and Sorting Apparatus, 
= for Centrifugal Lin » Filte " FI 4 
Right and Left in One = - Falec Bottom Strain rea wiractor Baskets, Revolving 
. = reens, a n te Scree 
Also Fits Double Bead = Grilles. ——~ 5 Orn smemtel Sevecna. 
Apply in a Minute = for Radiators, pemtiatere, Air Vents, Heat Vents, in Private = 
eG 2 "PERFORA ic TED Ti IN AN ND BRASS to suit IN STANDARD SIZES 
Soldering Unnecessary 3 eva y in ay 
3 ANYTHING IN PERFORATED METAL 
Manufactured by E 
Ajax Bracket and Outlet Co, | | [at y poet KING PERFORATING: © 
< 3901 Parkdale Road 2 O10 NORTH UNION ST=CH 
Dec. 26 Cleveland Heights, Ohio, U. S. A. = . - 
i mee tne HN 
ee ae 
| 
| STEEL CEILINGS =| ||| ART METAL 
= Only first quality material used. — 
= Many neat designs of character. ~— SIDE Ww ALL S 
= 
Ee 
Write today for our complete cata- = 
log giving descriptions and prices. = QUALITY—DURABILITY—BEAUTY 
= Are thoroughty combined in FRIEDLEY-VOSHARDT 
W = ART METAL CEILINGS AND SIDE WALLS. We have 
THE ° FR BURTON CO. = added to our list a great number of new and handsome 
: Junction Axe. and Federal St-and Detroit, Michigan = designs. Special designs can be made if desired. Only 
Ee the Best of materials used. We are prepared to serve 
you. Ceiling Catalog No. 33 on request. 
Mt, = 
= VENTILATORSand CHIMNEY T PS 
= A combination that — no —e for 4 FRIEDLEY = VOSHA R DT CO. 
= ney purposes; positively cure down draft, Office: Factory: 
ay poodle ug Lp = amen 733-737 S. Halsted St. 761-771 Mather Street 
= Ask for circular and discounts. CHICAGO, ILLINOIS 1 
a aan aan . 
= STANDARD VENTILATOR wisburg, P 
TOAD VENT ATO CO. es tt ot naked 





Galvanized Eave Trough and Corrugated Repeating Conductors 


Made of Costs no more 
lasts longer 





Keystone 
Copper bear- Therefore 
ing Steel Clark-Smith Hdw. Co. Peoria, Ill. Cheapest 
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Seu te) 28 PUTT LOL OL 
z= = - = = 

= = The Burners are all constructed 

= THE mt = Turner New alike, containing all the patent fea- | 
= pe = 4 tures, however different in size ac- 

= > = Gasoline-Kerosene cording to price, The baffle in the 12 
= 0 = TORCHES burner will generate the low grade 3 
= 3 2 gasoline or kerosene without ad- §= 
B m = justment. The adjusting needle 

= za eliminates enlarging of orifices that 

= = make all burners useless. The flared 

= PLUMBERS = = tube will stphon the correct amount § 3 
= = = of air regardless of adjustment or 2 
= ROOF F LASHING 2/8 size of flame. The patent pump f= 
= 2/2 involves the parachute princi- 2 
= = = ple. Leather is free and will 

= The anne feet 2 = not wear. Drip cup made of sheet 5 
2 one made =| és steel stamped, copper plated. Bura- 2 
= =| er generates easily and produces := 
= The Plumbers Know = E more heat on less fuel than our old 22 
= ‘ = = line. Our Triple Jet takes the place == 
= Write for particulars today zie of our well known Double Jet, in- £2 
= 2 volving all the new patent features. 25 
= H. bE HESSLER CO Z A trial order will convince you. If 72 
2 oo - = not satisfactory, money refunded. = 
e Sole Manufacturers d 2 ee ee te 
= SYRACUSE, NEW YORK 5 BRASS WORKS be without torch—fix it yourself. i= 
Fa rs the McGu = * tefl With ordinary use a torch will last i= 
= Former Monujacturers of the McGuire = | 2% Sycamore, Illinois, U.S.A. a lifetime. = 
= = = = 
= = = = 
Pim Cnn Umm EM unusnarnenesunnasazuaanenvucecuuusvegecguvveuavaiesaasaeeguanan® iz 
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CUCUCCUCECCCEECEEECOEEEEEOE 
Improved Models of Soldering Furnaces = 


Have you seen the improved 
models? The greatest line of 
Soldering Furnaces today on 
the market. They should be. 
There is more experience 
behindthem. Forty-eight 
years of it! The Gems were 
popular before the majority 
of present day furnaces were 
heard of. It is the oldest, che 
recognized standard Solder- 
ing Furnace today. 

Look these models over. Each 


leads its class. Line them up and 
take your choice. 


Be Prepared 


Every Mechanic who is supplied with 
Red-Hot Torches and Fire Pots is better 
prepared to compete with his compet- 
itors for he has the most up-to-date tools 
on the market and he is in position to 
take care of the many emergency orders 
of the winter season yuicker and better, 
thereby saving time and :auoney, besides 
pleasing and satisfying his customers, 
Are you prepared? Jobbers will supply 
you at factory prices. 


Send for free cataloz. 


No. 114 ASHTON MFG. CO. 
Red-Hot Torch Newark, N. J., U. S. A. 

















Our Patents and Allowed Claims 


protect us and you in the sale and 
use of the most Wonderful im- 


Do you want a Catalog? 
Improved No.3 Gem with pump. 


BURGESS SOLDERING FURNACE CO. 





DEPARTMENT A - COLUMBUS, OHIO : in K dG 
= provement in Kerosene an aso- 
TTT _. hee Burning Toole. The Boulle 
) 208 Blunt Point Needles stop over 
7 Bo - sixty percent of torch troubles. 
FABRICATED STEEL PRODUCTS CET ROY Save time and fuel. Produce two 


| PATENTES! 


METAL ROOFING and SIDING 
HOLLOW METAL WINDOWS and DOORS 


to three hundred degrees more 
heat. Booklet is free. Jobbers sell 
at factory price. 





SKYLIGHTS sietiain 
THE SYKES COMPANY us Peta S189” CLAYTON & LAMBERT MFG. CO. 


930 W. 19th Place CHICAGO, ILL. aah ter DETROIT, MICH., U.S. A. 




















The Sheet Metal Worker— _ .- 


Be he Apprentice or Journeyman—who fails to secure a copy of the 


“XXth Century Sheet Metal Worker’ 


IS OVERLOOKING A MIGHTY GOOD THING 


It is new, modern, practical—the work of 2n experienced sheet metal worker—and 
told in plain, every-day language, without any frills or trimmings of any kind. 
In all its eighty-six valuable pages there is not one complicated, long-drawn-out 
explanation, not one mystifying, scientific rule. But there is an abundance of 
‘short cuts,’’ instantaneous helps and suggestions for all kinds of sheet metal work, 
both simple and complicated—also—illustrated problems and designs with 
practical descriptions and explanations. 


The “XXth Century Sheet Metal Worker” is furnished in flexible cover for 69 cents, 
or cloth cover for $1.00, postage prepaid. For sale by all book sellers or by 
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AMERICAN ARTISAN 








AND 


HARDWARE RECORD 


Window Display Competition 


Here are the rules—Read them 


The photographs must be accompanied by descriptions of how the window displays were ar- 
ranged and the materials used. The description is important and hence should be adequate. These 
photographs and descriptions may be sent by mail or express, charges prepaid, and must reach this 
office not later thin February 15,1921. Address all photographs and descriptions to AMERICAN ARTISAN 
AND HarpwarE REcorp Window Display Competition, 620 South Michigan Avenue, Chicago, Illinois. 

Each photograph and description must be signed by a fictitious name or device and the same 
name or device must be put in a sealed envelope containing the real name and address of the con- 
testant. This sealed envelope is to be enclosed with the photograph. Contestants are permitted to 
enter as many photographs of displays as they please. 

A Competition Committee of three will be appointed. One of them will be an expert window 
dresser and one an experienced hardware man. This Committee will pass upon the merits of all 
photographs and descriptions received, without knowing the names or addresses of the senders, 
and will decide the winners of the Competition. 

AMERICAN ARTISAN AND HARDWARE REcorpD reserves the right to publish all photographs and 
descriptions submitted. 


AMERICAN ARTISAN AND HARDWARE RECORD WINDOW DISPLAY COMPETITION 
620 South Michigan Avenue CHICAGO, ILLINOIS 
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FAMILIARLY AND FAVORABLY KNOWN 


Their reputation, long and well established and maintained 
assures a ready sale. 
Pioneers in connection with the noteworthy tape 


improvements suchas @malamlaneous readings. 
ward | 412 | 

= Z 

| 6 ne 







Fight 


and many other features. 






Stocked by Jobbers. 
TAPES 
STEEL & WOOD RULES 


SEND FOR CATALOG 


THE [urKIN ppue £0. 
SAGINAW, MICH. 
New York 
















electrical, rope, air- 
plane, piano, pipeorgan, 
flat wire (strip steel) 
hoops, bale-ties, tacks, 
nails, barbed-wire, con- 
crete reinforcement, 
springs, netting, wire fences, steel posts, steel 
gates, trolley wire and rail bonds, wire wheels, 
auto-towing cables, horse shoes, round and 
odd-skhape wires for manufacturing. 


Mustrated books describing uses, FREE 


American Steel & Wire 


Company 


Chicago—New York 


ROCK ISLAND AUTOVISES 


This is called our 
GWIVEL AUTOVISE, 
34” jaws, weig 80 
Ibs., and is adap for 
automobile and heavy 
repair work, We also 
make a stationary auto- 
vise known as No. 231 

with 3” jaws, weighing 
32 Ibs., and is suitable 
for the individual auto- 
mobile owner. These 
vises are a combination 
of vise jaws, pipe jaws 
and anv 
: We make the largest 

and most complete line 
241—SWIVEL AUTOVISE of vises. 


Send for our New Catalog 


ROCK ISLAND MFG. CO. 


ROCK ISLAND, ILLINOIS 


DUMB WAITERS 
and Hand Power Elevators. 


Standard sizes in stock for immediate shipment. 
Blue prints and full directions for erecting with each outfit. 


Complete catalogue on request. 


SEDGWICK MACHINE WORKS 


Specialists fer Twenty-five Yea-s 165 W. 15th Street, NEW YORK 





















































A ORES ACRES 





“FILES OF QUALITY” 


Th: kind of files good mechanics want 


—AND— 
The kind of files live dealers sell. 


Know All About Them 
Write for Our Catalog Today 


HELLER BROS. CO. 


NEWARK, NEW JERSEY 
Established 1836 Incorporated 1899 


MR. DEALER 


Are you selling our 
PORTABLE MEAT SMOKER? 


UT 


UT 


SUEUTENULENEL 





With our new facilities we are in 
better shape this year to take 
care of the trade. 


Better order your floor sample 
now, as it is the best Salesman 

ou ever saw, and the only 
Rests House sold through the 
dealer only. 


Let us mail you catalegue 
and discounts. 


CHATSWORTH MANUFACTURING CO. 
CHATSWORTH, ILLINOIS, U. S. A. 














Country Homes 


need Sash Balances 


Sell the CALDWELL. For — 
years they have stood the test of 
service. Ask your Jobber. 


CALDWELL MFG. CO. 
30 Jones Street Rochester, N. Y.,U.S.A. 














ADVERTISING PULLS.—“If there 
is one thing on earth that a quitter 
should leave severely alone, it is adver- 
tising,” says John Wanamaker. “To 
make a success of advertising one 
must be prepared to stick to it like a 
barnacle on a boat’s bottom. Adver- 


tising doesn’t jerk; it pulls. It begins 
very gently at first, but the pull is 


steady. It is likened to a team 
pulling a heavy load. A thousand 
spasmodic, jerky pulls will not budge 
that load, while one-half the power 
in steady effort will start it and keep 
it moving.” 
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THE NAME 


“COES” 


on @ wrench is a 
guarantee of 


Service 
Durability 


Strength 


Satisfaction 


“*Coes” wrenches are 
well known—as staple as 
nails. They are guar- 
anteed to have 30 per 
cent greater strength 
than other makes. 


COES WRENCH CoO. 


WORCESTER, MASS. 












































A New 2 Blade 
Sharpening Machine 





Many small hardware dealers will welcome this 
perfectly wonderful littlke HATFIELD machine 
which sharpens every one of the 300 different 
makes of Safety Razor Blades, besides all sizes 
of Shears, Scissors, Knives, Planes, Chisels, Jack 
Razors, etc. 


It is a thoroughly complete, small sharpening 
machine on a 24” board. 


Write for price, which is so low we are having 
a big sale on it. 


HYFIELD MFG. COMPANY 
21 Walker Street © NEW YORK CITY 


























that Reflects the Truth 


You need never hesitate in mak- 
ing any claim as to the safety of 
the Iver Johnson. Thumps, jolts, 
jars, knocks—cannot discharge it. 
You can actually “Hammer the 
Hammer.” Only one way to dis- 
charge the Iver Johnson—pull the 
trigger all the way back. 


That’s why the Iver Johnson is 
easy to sell. Sales are closed 
with a minimum of time and sell- 
ing effort. 


IVER JOHNSON 
auromaric AME WOLVERS 


The Iver Johnson stays sold. No come- 
backs, no complaints. Itsautomaticsafety 
feature, its simplicity and strength of 
construction, its assurance of accuracy 
and dependability —all these features 
create good will, which reacts favorably 
on Iver Johnson dealers. 


Stock the entire line—22, 32, 32 special 
and 38 calibers, Hammer and Hammer- 
less models with Regular, Perfect Rubber 
and Western Walnut grips. Why not 
stock Iver Johnson shotguns, too? Then 
you can capitalize on the entire Iver 
Johnson line of firearms. 


Send for free catalogs which show the entire 
line of Iver Johnson firearms. Complete 
dealer information will be sent you. Write 
fer information on bicycles and motorcyles,too 


IVER JOHNSON’S ARMS & CYCLE WORKS 
354 River Street, Fitchburg, Mass. 


717 Market Street 99 Chambers Street 
San Francisco New York 


‘“*The Safe Revolver to Sell’ 
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This 


Warm Air Heater Special 


is not only the largest issue published by 


AMERICAN ARTISAN 
AND 


HARDWARE RECORD 


but contains more useful information and 
definite instructive matter than has ever been 
published by any trade paper in this field. 


MORE ADVERTISING PAGES 


are used by manufacturers of Warm Air 
Heating Apparatus and Supplies in this issue 
than have ever been carried by any publica- 
tion, thus demonstrating once more our 


WELL ESTABLISHED SUPREMACY 


as an advertising medium in the Warm Air 


Heating Industry and Sheet Metal Trade. 
WATCH OUR DEPARTMENTS 


grow in 1921. Our plans for all our departments— 
Hardware, Stove, Sheet Metal and Warm Air 
Heating and Ventilation will make AMERICAN 
ARTISAN AND HARDWARE RECORD 


even more helpful and profitable than it is now. 
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KEEP YOUR STOCK UP-TO-DATE} 


A man walks into your store, 
He asks for a certain article. 


If you have it he buys it, becomes a 
satisfied customer and a good advertiser 


ment for you, 


If you are in our territory we can help you keep 
your stock up-to-date. e have on hand at all 
times a large stock of GENERAL HARDWARE. 
Those articles which you might order that are not 
generally stocked can be obtained for you in the 
shortest possible time. We handle the best makes 
in each line. You can rely on the QUALITY of 
goods that you buy from us. Look over your 
stock now. 





For over 28 years we have served 
thousands of dealers continually. Write 
us today. If we can serve you it is to 
our mutual benefit. 


Write us today for further information, 


GARDEN TOOLS, GENERAL AND BUILDERS’ HARD- 
WARE, MECHANICS’ TOOLS, CUTLER Y,GUNS, AMMU- 
NITION, SPORTING GOODS AND FISHING TACKLE. 


BULLARD & GORMLEY CO. | 


WHOLESALE HARDWARE 


54-62 EAST LAKE STREET 
CHICAGO, ILLINOIS 
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‘*Milcor’’ Ends and Drops ‘*Triplex’’ Hanger 





Complete Line of Rain-Carrying Specials 


AND 


“Invisible Joint” Metal Ceilings. 
“Netmesh” Expanded Metal Lath. 
_ “Expansion” Corner Beads 
“Superior” Corner Beads. 
“Bull Nose” Corner Beads. 
“Milcor” Curved & Straight Base Screeds. 
“Titelock” Metal Shingles and Tile. 
All Kinds Flat and Corrugated Roofing. 
Plain and Ornamental Ridging, Hip Shingles 
and Finials. 
“Puttyless” and Standard Skylights. wan ax ae 
“Milcor” Embossed Cornices. 
“Alpina” Siphon Revolving Ventilators. 
“Milcor” Vents and Ventilating Systems. 


Silo Caps and Hog House Ventilators. 
“Milcor” Building Corners for Lap and Drop % Ke S 
' 0 


“Direct Drive” Conductor Hooks 


Siding. ARE 


“7 
Galvanized Porch Flower Boxes—Aluminum ‘3 afl AC OBE 
Painted. % 
“Puttyless” Hot Bed Windows. 
“Milcor” Corrugated Steel Stock Tanks. 
“Milcor” Hog and Chicken Waterers. 
“Milcor” Indestructible Hog Troughs. 


Milwaukee Corrugating Co. 


MILWAUKEE, WIS. 
Branch Office and Factory at Kansas City, Mo. Ming ‘a 
Minneapolis Branch, 929 Lumber Exchange “Milco” Fie Crimp Elbows 























